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GENERAL FIRE ASSURANCE COMPANY 


——-OF PARIS — 


HE General Fire was founded in 1819. For 100 years it has been 
true to the ideals and principles of the French people. 


HE same admiration which the American people have had for the 

French for many years and which was emphasized by association 
in war may be given to this stalwart “Compagnie d’Assurances 
Generales,” for it is an integral part of the French nation. It carries 
a larger part of the fire risks of France than any other insurance insti- 
tution. For 100 years it has been meeting its obligations. Losses paid 
since organization total $88,019,429.38. 


PERATING as the General Fire Assurance Company in the United 

States, doing in America as the Americans do and through Amer- 
ican management, this company has already established in America 
a reputation for fair dealing and for service. It is now in its tenth 
year of American business and possesses both American assets and 
American organization with which it may well serve policyholders 
and agents. 
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FRED S. JAMES & CO. 
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A Business Drama 


Scene: Office of a manufacturing establishment 


Enter an insurance agent through the door coming from the factory itself (not the door from the street) 


Business of getting to and greeting the head of the concern. 


Agent—I have just been looking over your factory and thinking how much 
money you would lose if you had a fire. 


Manufacturer—What’s the matter with you, has the heat got to you? You 
know we have insurance up to 90 percent of the value; you carry prac- 
tically all the line yourself. What are you talking about? 


Agent—Oh, I know that you have these walls insured and the roof insured, 
the floor insured, the machinery insured and the stock insured, but I 
ras still thinking how much money you would lose if fire compelled you 
to shut your plant down. You are making about $30,000 a year here, 
aren't you? Even if but one of your machines were damaged or de- 
stroyed and the fire was not general you would have to shut down your 
plant until you could repair or secure a new machine. It might be six 
months and you would lose $15,000 in actual profit and besides you 
would be paying out certain fixed expenses that you could not get rid of. 
You would also lose a lot of good customers and trade. If the plant 
burned down entirely it would be a full vear before you could begin 
operating again. 


Manufacturer—But how can you insure anything like that? 


susiness of explaining Use & Occupancy insurance further than explained in this colloquy. 


This little drama has been enacted with success many times and can be re-enacted in the factories of your city. 


Use and occupancy insurance is a line that the Springfield has been writing for many years. It is a line that the Spring- 
field writes freely and liberally. A Springfield use and occupancy policy gives a sense of security before the fire and a sense 


of satisfaction after. 


Springfield use and occupancy policies are written under (1) tornado, (2) sprinkler leakage, (3) riot and civil commotion 


policies, and (4) explosion, as well as (5) fire insurance policies. 
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SPRINGFIELD 


FIRE AND MARINE INSURANCE COMPANY 
Home Office: Springfield, Massachusetts 
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Western Department, Chicago, Illinois 
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COMPANIES AROUSED 
OVER AGENTS’ STAND 


Claim Some Have Cooperated 
With State Authorities to 


Kill the Surcharge 


DANGER IS POINTED OUT 


Say with Increasing Expense Ratio, 
Demand May Be Made for Re- 
ducing the Commissions 


NEW YORK, Aug. 5.—Owing to the 
part that some local agents in the west 
are taking in working with the politi- 
cians and state authorities in attempting 
to get the 10 percent surcharge tax 
removed, the feeling at company head- 
quarters is growing more intense. The 
companies have had an extensive in- 
vestigation made to see whether the 
premium-payers themselves were ob- 
jecting to the surcharge and with few 
exceptions they have not been able to 
find assured who initiated to any ’x- 
tent any objection to the 10 percent 
war tax. In some localities opposition 
has been professionally stirred up by 
business men’s organizations with a 
salaried manager who felt that it was 
necessary to do something to make the 
members believe he was on the job. 


Where Opposition is Found 


The opposition to the 10 percent war 
tax has come largely from legislators 
and state authorities for political thun- 
der. They felt that it would be a good 
war cry to call attention to the “insur- 
ance robbers,” show how much money 
has been made and then make a public 
demand for the elimination of the sur- 
charge. It is very probable that the 
10 percent surcharge will have to be 


removed as the various states are bring- | 


ing so much pressure now that the 
companies may not be able to over- 
come it. 

ixpenses Are Increasing 


This taking off of the surcharge 
leaves the companies in a rather pecul- 
iar position. Their expenses are in- 
creasing.. The materials for building 
have gone up more than they were 
even six months ago. Wages are 
higher, losses, therefore, mean more. 
All traveling expenses have increased 
materially. Furthermore, insurance 


employes have to be taken care of as | 
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UNITED STATES 


Money Makers. 

Most important to make a dollar. 

People of waste. 

Hurriedly construct of combustible ma- 
terial. 

Willingly pay high rate necessary to 
cover the attendant hazards. 

Our elaborate and expensive fire ex- 
tinguishing apparatus and equipment. 

Fire a misfortune and sympathy to 
owner of property. 

Through payment of insurance it is 
presumed we have transferred the 
loss to others. 

Insurance company restores the loss. 


ATTITUDE TOWARD FIRE CONTRASTED 


F. JOSEPH——\—— 


Committee of National Board 
EUROPE 

Money Savers. 

Equally important to save a dollar. 

People of thrift. 

Construct slowly of solid masonry. 


Their securement of lower rate by 
maintaining safer conditions. 
Their precaution for preventing fires. 


Fire a crime—Investigate and punish 
the culpable person. 
They regard it a tax, ultimately paid 
for by the entire community. 


Only indemnifies the owner for a loss 





that can never be restored. 
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! EDUCATING THE 
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POLICYHOLDERS 








TATE FIRE MARSHAL GEORGE 

H. NETTLETON of Minnesota, in 
his address before the Minnesota Asso- 
ciation of Insurance Agents, said that 
90 percent of the disagreements be- 
tween agents and policyholders are 
due to the fact that the assured does 
not keep a proper record of his busi- 
ness transactions.- The measure of loss 
is frequently a matter of guesswork. He 
said that possibly not one policyholder 
in a hundred reads his policy or knows 
what constitutes his contract with the 
company. He suggests starting an edu- 
cational campaign by having a circular 
printed and mailed out to policyholders 
as follows: 

1. In ease of additional insurance, of 
mortgage, of removal, of change of title, 
change of occupancy, change of firm, of 
vacancy, of repairs, you must notify your 


company and have permission endorsed 
on policy. 

2. Insurance on merchandise does not 
cover store furniture or fixtures or com- 
mission goods or goods in storage. 

3. Take an inventory at least once a 
year and keep merchandise account 
showing all purchases and sales. In case 
.of fire you must furnish proof of loss. 

4. Do not overinsure. An insurance 
policy is not a check upon the company’s 
treasury but a policy intended to in- 
demnify you against actual cash loss. 

5. During a fire you are requested to 
use your best efforts to protect your 
policy. Your policy covers loss by fire 
and not loss by theft during removal. 

6. Adjoining fire. Stock of furniture 
‘endangered by adjoining fire should be 
removed. 

7. After fire oceurs, call on agent with 
‘policy and report loss, separate damaged 
goods from those not damaged and keep 
property in best possible condition. 








iiems and see what can be done to cut 





down the ratio. Companies found that 
|had it not been for the surcharge last 
}year they would have lost money in many 
cases. 


Will Examine the Expense Ratio 


When the authorities begin to ques- 
tion the expense ratio of companies find- 
ling that it is gone up several points they 
| will discover that taxes are a fixed quan- 
tity. The cost of insurance supplies in 
ithe way of paper and various equipment 
cannot be cut down. Salaries instead 
of being forced down will have to be in- 
j;creased. The rating bureaus, inspection 
jbureaus and other auxiliary organiza- 
tions are running now at a very small 
margin in view of the fact that their ex- 
|penses have increased materially owing 
{to higher salaries and greater operating 
cost. 


May Attack Commissions 


their salaries are too low to meet the | 


increasing living cost. 
the situation is growing very acute. 
With high federal taxes staring the 


companies in the face and increased | 


taxes in Illinois, the companies have 
been checking up their accounts to see 


just about where they will stand with 
the 10 percent surcharge off. 


It is predicted by underwriters that 
With less income the expense ratio of the 
companies is bound to go beyond 40 per- 
cent on the average and then the insur- 
ance commissioners and state authori- 
ties will begin to analyze the expense 


In some offices | 


Underwriters say that the most vul- 
\nerable part of the expense will be the 
facquisition cost or commissions to agents. 
|The authorities will undoubtedly attack 
‘the present commissions paid in the “ex- 
cepted cities’ and will even go outside. 
The companies are anxious to hold down 
their expense ratios and they feel that 
they can keep them at the normal rate 
‘with the present 10 percent surcharge in 
effect. With the war tax removed how- 
ever, the expense ratio is bound to go 
,up because of the less income on the 
same liability. In some cases agents are 
tlamoring for higher commissions, claim- 





ing that they are being squeezed. The 


companies are undoubtedly confronted 
with a very serious situation. They have 
endeavored to show the need of the 10 
ipercent surcharge and see no reason why 
ithey should take off their small increase 
‘when almost every activity is still in- 
creasing its price. 

It would seem to be the part of wis- 
‘dom for the local agents to get busy and 
endeavor to stem the tide of removing 
the surcharge. Investigation is destined 
to come if the average expense ratio of 
companies is increased during the next 
few years. Officials here wonder if the 
agents are counting the cost to them- 
belves. 


q 


Object to the Form 


Companies have been warned against 
a loss payable endorsement which is be- 
ing offered by the brokers to the Booth 
Fisheries Company. It reads as follows: 

“Loss, if any, under this policy pay- 
able to banks or bankers as their inter- 
est may appear, provided this company 
‘receives notice within thirty days after 
loss.” 

It is held that this clause would make 
ithe company liable to the bankers on re- 
ceipt of the notice within 30 days after 
the loss, regardless of whether liability 
to the assured did or did not exist. 


The S. & M. Manufacturing Company of 
Wapakoneta has been incorporated with 
a capital stock of $250,000 by Charles N. 
Stryker, Lloyd E. Maplethorpe, Frank W. 
Andrews, Cariom B. Hamilton and W. T. 


Copeland. It will make fire extin- 





guishers. 
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IN TWO 


Aes Part One 


WANT SURCHARGE CUT 
OFF IN EVERY STATE 


Atti- 
tude Outlined at Meeting of 
Special 


Insurance Commissioners’ 


Committee 


NOT UNIFORM, 


IS CLAIM 


Assert Same Condition Should Apply 
Everywhere—General Rate Re- 
vision Expected 


New York, Aug. 5.—That the 10 per 
cent surcharge should be removed in all 
states at once was the conclusion 
reached by the special committee of the 
National Convention of Insurance Com- 
missioners dealing with the subject, at 
its meeting here today. The resolu- 
tions adopted by the committee are as 
follows: 

“Whereas, the fire insurance compa- 
nies undertook to place a surcharge of 
10 per cent on all fire insurance risks 
to cover, as claimed by them, the in- 
creased expenses due to war condi- 
tions, and 

“Whereas, this surcharge was never 
imposed in some states, and has been 
ordered off in other states, having laws 
regulating or controlling, and 

“Whereas, it appears that the said 
surcharge has not been imposed on all 
classes or fire risks; therefore, 

“Resolved, that it is the sense of this 
committee that this surcharge should 
be immediately taken off in all states.” 


Ludlum Represents Company 


C. A. Ludlum, vice president of the 
Home and chairman of the committee 
on surcharge of the National Board, 
was the only underwriter in attendance 
at the meeting. He reviewed the causes 
that made the charge necessary, empha- 
sized the fact that general expenses 
were mounting steadily, and asked that 
ij the surcharge were ordered cancelled, 
the commissioners use their good of- 
fices to secure increased ratings. 

Following Mr. Ludlum’s remarks, the 
committee went into executive session, 
and after extended discussion decided 
upon the resolutions above set forth, 
which were handed by Chairman But- 
ton to the newspaper men without com- 
ment. 

Action Not Unexpected 


It will not surprise the insurance fra- 
ternity to know that the commission- 
ers have decided upon the abolishment 
of the surcharge, for such action was 
confidently anticipated. Insurance men 
felt, however, that the charge would be 
allowed for the remainder of the year, 
and hence feel greatly chagrined to find 
that it must be summarily cut off. The 
commissioners in the main seem to ap- 
preciate the fact that an increase in 
‘rates is necessary to meet the added 
costs of operating, as well as to pay 
losses, neither of which promises ma- 
sterial reductions, but they feel that the 

(CONTINUED ON PAGE 31) 
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GREAT MEETING HELD __ 
~ BY MINNESOTA AGENTS 
Enthusiasm Is Pr onounced 


Throughout Sessions of 
Duluth Convention 


OVER 300°-ARE PRESENT 


West Virginia System of Graded Dues 
Adopted and Some Changes Made 
in Organization 


NEW OFFICERS ELECTED 
President—John Townsend, St. Paul. 
Secretary-Treasurer—W. S. Gilliam, St. 

Paul. 

Vice-Presidents—R. B. Nienhauser, St. 
Paul; J. P. Thomson, Minneapolis; E. P. 
Dunning, Duluth; N. D. Niskern, St. 
Cloud; A. B. Cheadle, Jackson; Theodore 
Williams, Mankato; J. P. Wolfe, Moor- 
head; H, P. Smith, Faribault; William A. 
Baumann, Winona; Mrs. A. F.. Albro, Hib- 
bing. 

Executive Committee—F. H. Wagner, 
Minneapolis; K. V. Rothschild, St. Paul; 
J. H. Harper, Duluth; Hoover Hanson, 
St. Cloud; E. M. Giegenheimer, Minneap- 
olis; H. H. Mattson, St. Paul; W. R. Me- 
Gary, Stillwater. 


DULUTH, MINN., Aug. 1.—Enthu- 
siasm reigned supreme at the twenty- 
second annual convention of the Min- 
nesota Association of Insurance Agents. 
Nearly 300 visitors from all parts of 
the state were in attendance. Mayor 
C. R. Magney welcomed the conven- 
tion after it had been called to order 
by President John Townsend of St. 
Paul and F. H. Wagner of Minneapolis 
responded for the association. 

After the reading of the minutes cf 
the last meeting by Secretary Gilliain, 
and their approval, President John 
Townsend gave his address. 

He said that at the last annual meet- 
ing in June, 1918, there were only 53 
members in good standing, from seven 
different towns. In response to a re- 
cent call to the National Association 
for aid in organization work, Se 
Miller, secretary, and Mr. Rieke, his 
assistant, have been doing excelleut 
work in advancing the membership. 


Nettleton Talks to Agents 


The Thursday afternoon session 
opened with an able paper by George 
H. Nettleton of St. Paul, state fire 
marshal. His subject was: “The 
Agent’s Relation to Fire Prevention.” 
Mr. Nettleton reviewed the general 
subject of fire prevention and_ the 
agent’s part in it, stating that respon- 
sibility rests on the representative of 
a fire insurance company who places 
insurance on a risk, without first deter- 
mining the insurable value of that risk. 
He declared that overinsurance encour- 
ages incendiarism and suggested that 
the best remedy from ‘the agent’s 
‘standpoint would be to refuse to cover 
a risk without first determining by in- 
spection that the risk is a good one 
and one that the agent should obligate 
his company to indemnify in case of 
fire. 

He also urged that the agents should 
take steps to bring about a better un- 
derstanding on the parr ot the policy- 
holder with reference to his contract 
with the company, stating that 90 pe-- 
cent of the disagreements regarding 
policies originate in a lack of such un- 
derstanding. 

Gilliam Gives Report 


The annual report of Secretary- 
Treasurer W. S. Gilliam followed Mr. 
Nettleton’s address. Mr. Gilliam re- 
cited the history of the Minnesota as- 
sociation and said that after “ups and 
downs” in members enrolled, the asso- 
ciation has now the, largest member- 


work throughout the state of National 
Secretary Miller and Mr. Rieke, his 
assistant, had been most successful. 
He said the Minnesota association 
membership now includes more than 
400 agents. Mr. Gilliam stated this 
should be considered just a beginning, 
and that the efforts of the represen- 
tative of the National Association 
should be strenuously followed up. He 
continued: 


Legislative Needs Urged 


“Serious thought should be given to 
the selection of members of the legis- 
lative committee, both this year and 
next. It will be necessary to outline 
a strong defensive program to mee 
the attacks on insurance in the next 
legislature from sources that you are 
all familiar with. Unfortunately, this 
association offered but little assistance 
in defeating the so-called state com- 
pensation bill last winter, which may 
be accounted for by the fact that the 
members were not sufficiently organ- 
ized. It may be said, however, to the 
credit of some of the St. Paul members 
that they were very much in evidence 
in providing the means for a defeat of 
the bill while it was in the senate, and 
saving the day for reconsideration.” 

Mr. Gilliam explained that after 
conferring with the insurance commis- 
sioner last winter, an excellent agenis” 
qualification law was drawn, introduced 
as a committee bill in both houses and 
passed the senate, but “was lost in the 
house because of the antagonism to 
anything savoring of insurance.” 


Secretary Miller’s Talk 


National Secretary Chauncey S. S. Mil- 
ler gave the convention a whirlwind 
talk Thursday afternoon on “Activities 
and Duties of the National and State Or- 
ganizations.” 

“You know your client with $100,000 
stock at risk,” said Mr. Miller, “carries 
far more coverage than the fellow with 
but $10,000 property. The burden has to 
be borne by the larger agents who write 
the big lines. At each state association 
meeting so far this year, all but one have 
approved of the plan of self-graded dues. 
In Texas and West Virginia, the first two 
states to adopt this system, the results 
have been fully approved. 

“You are not doing your duty if you 
‘fail to see to it that the insurance agents 
in your towns and cities are in your state 
and national associations. Let us make 
our country safe for democracy, but de- 
mocracy safe for insurance; and if we 
let matters drift on to where this is no 
longer the case, we'll have no one to 
blame but ourselves.” 


Discussions by Agents 


Following the addresses were some in- 
jtcresting discussions. F. H. Wagner of 
‘Minneapolis, referring to the matter of 
‘foverinsurance spoken of in Mr. Nettle- 
ton’s address, said that he did not think 
the agent was always to blame. Stocks 
of goods are liable to be changed after 
inspections are made. Fluctuations in 
values are unavoidable. An agents’ qual- 
ification law is desirable, and only quali- 
fied agents should be licensed. 

Theodore Williams of Mankato in- 
dorsed Mr. Wagner’s remarks relative to 
the need of an agents’ qualification law. 
Jacob Stone of Minneapolis suggested 
each member get busy with his local 
members of the legislature in advocating 
a qualification law. Fire Marshal Nettle- 
ton stated he would be glad to co-oper- 
ate in every way in aiding to get such 
a law on the statute books. 


Address of Eugene Walsh 


Eugene Walsh of Davenport, vice-pres- 
ident of the National Association, ad- 
dressed the convention Thursday on ‘“In- 
surance, Its Duties and Opportunities.” 

“Let us take the public more into our 
confidence,” he said. “You can’t expect to 
teach the public the details of rating, but 
we can see to it that the main basis of 
rating is understood by our clients. We 
are awakening to become expert profes- 
sional men. As I go throughout state 
and nation, it seems to me the insurance 
business has just aroused to its oppor- 
tunities of the future. 

“Some one has said that if every sales- 
man were 90 percent efficient, sales would 
be increased 100 percent. I don’t know 





ship known at any time in its history. 
He then made a'plea for a still stronger 
membership in the present time of in- 
surance need. 

Mr. Gilliam stated that the recent 





conditions in Duluth and Minnesota, but 
|] do know it is possible to make ourselves 
general insurance agents and sell every 
)kind of insurance on the top of the earth. 


cupancy, tornado, explosion, fire, surety, 
and life insurance, and then find him a 
better friend than if you had only tried 
to sell him one kind of insurance. I’ve 
tried it, and I know it works.” 

The Friday morning’s session opened 
with a paper by Joel Tuttle, secretary of 
the Iowa Bonding & Casualty, Des 
Moines, on “The Casualty Business From 
n Local Agent’s Viewpoint, and Dangers 
Besetting It.’ He reviewed the growth 
of that business in the west and its pos- 
sibilities for the local agent. 


Hearty Welcome for Allen 


E. M. Allen of Helena, Ark., president 
iof the National Association, is ever doub- 
ly welcome to Minnesota gatherings as 
he is a native of this state. He was 
born at Winona, Minn., where his father 
was a prominent member of the bar and 
municipal judge for many years. 

“The greatest trouble in our National 
association is holding our members on 
renewals,” he said. “It is hardly under- 
}standable to me how a man can think 
of dropping out and leaving his own bus- 
iness family. The insurance man should 
realize that insurance is now facing a 
business crisis, and will for some time 
to come. We need insurance education 
of agents, company managers, and the 
public at large. We don’t know enough 





F. H. WAGNER, MINNEAPOLIS 
Chairman Executive Committee 


about our own business. 

“We're living in a day of radical tend- 
encies. You already know what the 
Non-Partisan League has done. To meet 
the things threatening our business, ev- 
ery agent’s help is essential. It may be 
the very small agent who in some con- 
tingency may be able to do you all the 
most good.” 


James F. Joseph Speaks 


Friday afternoon the convention was 
all attention over the live-wire address 
of James F. Joseph of Chicago, secretary 
of the Western Advisory Committee of 
the National Board. 

Mr. Joseph’s subject was the _ past 
achievements and future aims of the Na- 
tional Board. He reviewed its history 
from the time of the organization in 1866, 
telling of the chaotic conditions which 
existed at that time, the good results 
obtained for a time and the weakening 
in 1870, until the terrific jolt given to the 
underwriting world by the Chicago fire of 
1871. 

The relinquishment of control over rate 
matters and the turning of the board’s 
attention to matters of fire prevention 
and fire protection, and the great results 
obtained along that line, also were out- 
lined. Especial mention was made of 
the Underwriters’ Laboratories, described 
as one of the greatest adjuncts to the 
business of fire insurance as well as one 
of the most helpful agencies to manu- 
facturers of various devices in this or 
any other country. 


West Virginia Plan Approved 


The association voted to adopt the so- 
called West Virginia scale of self-grade 
dues, beginning with the fiscal year Aug. 
31, 1919. The number of vice-presidents 
was increased to ten, the plan being to 
make each vice-president virtually a re- 
gional director for his part of the state. 
The grievance committee was abolished 
and its duties transferred to the execu- 
tive committee. 





‘You can sell the same man use and oc- 


CONDITIONS IN TEXAS 
AS FOUND TO-DAY 


Every Indication that State is to 
Hereafter Appear in Prof- 
itable Column 


DEVELOPING VAST WEALTH 


High Loss Ratio not Likely in Coming 
Years—New Day Has 
Dawned 


DALLAS, TEX., Aug. 5—Before 
the end of 1919, it is quite apparent 
that there will be more than 92 fire 
insurance companies licensed to do 
business in Texas. Considering the 
vast resources of the state and the 
many opportunities for business, it is 
difficult to understand why more than 
this number of companies has not been 
attracted to the Lone Star State. The 
past record in Texas has, of course, 
not been very good, but the state has 
undergone a rapid development within 
recent years and now shows every in- 
dication of being one of the profit 
makers as well as one of the big pre- 
mium producing states of the country. 


Now on Firm Basis 


The pioneering days are over in 
Texas. The state has developed and 
progressed and practically all of the 
former undesirable elements have been 
removed. A trip through Texas today 
convinces anyone with a knowledge of 
the fire insurance business that the 
state has now reached the point where 
it is going to be possible for the fire 
companies to make a profit, and to 
write business more freely and with 
less possibilities of serious loss. 


Where Texas Excells 


Those who have not been in Texas 
during the past few years need to be 
reminded that the state has enjoyed 
unprecedented prosperity since 1916. 
Its varied natural resources are greater 
than any large section of the country. 
Texas produces one-third of the cotton 
crop in the United States, and is first 
in cattle, second in lumber and third 
in foreign shipments of fruit and veg- 
etables and second in petroleum pro- 
duction, and will shortly lead in the 

( CONTINUED ON PAGE 31) 








lutions committee, of which Lane Mec- 
Gregor of Duluth was chairman, and 
adopted unanimously by the association, 
provide for a committee of ten to co-op- 
erate with the fire marshal in fire preven- 
tion work; pledge support to the passage 
of an adequate agency qualification law; 
commend the course of officers of the Na- 
tional Association in ascertaining the at- 
titude of casualty and surety companies 
regarding the ownership of expirations, 
direct and overhead writing; endorse the 
efforts of the National Association to- 
ward maintaining the principles of the 
co-operative agreement on those ques- 
tions, making it plain that this pledge is 
no “scrap of paper;” recommending the 
appointment of a committee of five to 
confer with companies doing business in 
the state on the best way to meet prob- 
lems of mutuals, reciprocals and inter- 
insurers, agency qualifications and brok- 
ers’ license laws. 


Duluth Gives Good Entertainment 


Duluth agents spared no effort in the 
entertainment of their visitors. The af- 
ternoon of the first day from 4 to 8 p. m., 
was devoted to a steamboat ride, first up 
the St. Louis river almost to the Steel 
City, then down and out into the broad 
Jake. A sandwich lunch was served at 6 
p. m. The second evening the delegates 
were entertained at the Duluth Boat 
club at an elaborate dinner. At the same 
time, the Northwestern Swimming tourn- 
ament took place in the club’s great 
swimming tank, and many delegates took 





Other resolutions reported by the reso- 


in the event. 
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LOSING BARN SERIOUS 
INTERRUPTS A FARMER'S WORK 


Lightning Rods Offer Best Method of 
Preventing Tieup of Business from 
That Cause 


No “business interruption” insurance 
has been devised for the farmer, yet a 
fire which destroys a farmer’s barn any 


time during the summer makes a very 
serious interruption to the carrying on 
of his business. It is not very likely 
that use and occupancy insurance can 
ever be devised to measure a farmer’s 
loss due to the destruction of his 
manufacturing tools when a barn burns, 
so that he must depend upon pre- 
venting the loss altogether if he is to 
be indemnified at all for loss due to a 
serious interruption of farm business. 
Lightning rods offer the farmer the 
best method for preventing such loss. 
A farmer may be extremely careful 
about smoking, with his lanterns, with 
matches, with his building construction 
in reference to winds and sparks alight- 
ing on the roof—but with all these 
things, he cannot have the slightest 
influence toward preventing a stroke 
of lightning from wiping out his barn 
within a few minutes. And the far- 
mer’s barn is the particular target of 
the lightning stroke. 


Report Many Lightning Losses 


In the years 1913-1918, 2,245 lightning 
losses were reported to the Indiana State 
Fire Marshal Department. Of this num- 
ber, 1,412 or 62 percent damaged barns 
located outside of incorporated cities and 
towns. And the record in Indiana for 
the same six years show that 76 percent 
of all these country barns struck by 
lightning were completely destroyed. 
Three out of every four which lightning 
teuched were burned to the ground. The 
farmers in Indiana alone lose nearly half 
a million dollars a year in lightning 
fires. 


Farmer’s Business Easily Interrupted 


What the business man, whether he 
be merchant or a factory owner, most 
dreads as a consequence of fire is inter- 
ruption to business, with consequent loss 
of profits, customers and increased hard 
work to regain what has been lost en- 
tirely aside from the physical values. It 
has not been a common practice to con- 
sider that with the large number of 
complicated machines necessary for 
transacting farming today, it has be- 
come a business which can also be very 
seriously damaged by the indirect “in- 
terruption to business” consequence of 
a fire. 

Barn Like a Factory 


The farmer’s barn is in one respect 
like a factory. It usually houses all of 
his machinery for doing business. No 
matter how much insurance a farmer 
may carry, his insurance payment can- 
10t immediately replace the machinery 
that he needs to carry on his business. 
And when the fire occurs in the midst 
of the farmer’s busy season, the time to 
purchase what is absolutely necessary to 
do his work is more valuable than the 
time of any other period of the year. 
These are some of the tools of business 
that a farmer can lose which will de- 
Stroy the efficiency of his going busi- 
ness: Corn planter, manure spreader, 
binder, automobile, hay loader, wagons, 


harness, horses, feed, cultivators, hay 
rake, tool shop, gasolene engine, corn 
grinder, clover seed cleaner, etc. Let 


these tools be destroyed at this time of 
the year and the farmer will be hurt 
more by a fire than many a small town 
business man who suffers similar mis- 
fortune. 


A Continuing Guarantee 


_ Beyond a doubt, lightning is the chief 
interruption to the farmer’s business at 
that season of the year when it most 
requires his attention and equipment. 
The record of lightning rod service as 
published by the Ontario Department of 
Agriculture and the United States Bu- 
reau_of Standards shows that a system 
of lightning rods carefully installed will 
Sive what may be regarded as a guaran- 
tee against interruption of business. be- 


PROGRAM IS ARRANGED 


-city Sept. 9, 10, 11 and 12, has been ar- 


program as planned follows: 


—_—_—— 


READY FOR COMMISSIONERS 


Hartford Committee Announces Plans 
for Convention to Be There in 
September 


HARTFORD, CONN., Aug. 5.—A 
tentative program for the entertain- 
ment of delegates and visitors to the 
national convention of insurance com- 
missioners, which is to be held in this 


ranged by the general committee. The 


Tuesday Morning 


© 
At the initial session of the conven- 
tion at the Hartford Club, addresses of 
welcome are to be made by Governor 
Holcomb, Commissioner Mansfield and 
Mayor Kinsella. 
Afternoon, ‘at 4 o’clock, guests will be 
‘taken for an automobile ride to New 
Haven, and after being shown points of 
interest in that city, they will proceed 
to the Hotel Momauguin at Cosey Beach, 
where a short dinner will be served. 
The party to include ladies accompany- 
ing delegates, a number of officers of 
Connecticut companies, and members of 
the staff of the insurance commissioner’s 
office. 
Wednesday Morning 


Golf-tournament, playing to begin at 2 
o’clock. Those who do not play golf will 
be taken for an automobile ride. At 7 
o’clock, a buffet supper will be served at 
the Hartford Golf Club for ladies and 
gentlemen. 

Thursday 


Dinner in evening at the Hartford 
Club. Speakers’ program: Retiring pres- 
ident of the convention, as well as the 
president-elect, Job Hedges of New 
York, Judge Edward L. Smith of Hart- 
ford, and perhaps several others. 


Personnel of Committee 


The general committee is as follows: 
Edward Milligan, president, Phoenix, 
chairman; Morgan G. Bulkeley, presi- 
dent, Aetna Life; Louis F. Butler, presi- 
dent, Travelers; John M. Holcombe, pres- 
ident, Phoenix Mutual Life; Henry S. 
Robinson, president, Connecticut Mutual 
Life; Robert W. Huntington, president, 
Connecticut General Life; Archibald A. 
Welch, vice-president, Phoenix Mutual 
Life; William B. Clark, president, Aetna; 
Richard M. Bissell, president, Hartford 
Fire; H. A. Smith, president, National 
Fire; George M. Lovejoy, vice-president, 
Connecticut Fire; M. L. Hewes, president, 
Standard Fire; A. G. McIlwaine, Jr., 
president, Orient; James H. Brewster, 
manager, Scottish Union & National; H. 
H. Stryker, president, First Reinsur- 
ance; C. F. Sturhahn, U. S. manager, 
Rossia; Charles S. Blake, vice-president, 
Automobile; Daniel N. Gage, vice-presi- 
@ent, Aetna Casualty & Surety; John W. 
Alling, president, Security; William A. 
Erving, president, Hartford County Mu- 
tual Fire; Charles S. Blake, president, 
Hartford Steam Boiler; Donald W. Camp, 
president, Middlesex Mutual; ‘H. H. Gal- 
lup, president, New London County Mu- 
tual Fire; Charles B. Cook, president, 
Hartford Chamber of Commerce; William 


Bro-Smith, general counsel, Travelers; 
Andrew F. Gates, counsel, Travelers; 
Pierson Hammond, assistant actuary, 


Travelers; F. P. Taylor, secretary, Fra- 
ternal Benefit League, New Haven; Wil- 
liam J. McGinley, secretary, Knights of 
Columbus, New Haven; James L. Case, 
‘president, Connecticut Association of 
Fire Insurance Agents, Norwich; E. W. 
Beardsley, vice-president, Connecticut 
Association of Fire Insurance Agents; 
Lee C. Robens, Frederick A. Griswold, 
Dwight G. Holbrook, John H. Thompson, 
‘Max Hartstall of committee, Connecti- 
cut Life Underwriters Association. 








siders that such a system of lightning 
rods will extend this guarantee over the 
entire life of the building, the cost of 
the protection is negligible for a farmer’s 
produce would never buy so much light- 
ning rod protection as today. To assure 
himself of this continuous guarantee 
against interruption of business, he has 
only to make sure that the lightning 
rods are purchased of strong, reliable 
companies, ready and willing to give a 
maintenance inspection service. 





The legislature of Montana is to be 


KENTUCKY FIGHT SEEN 


SOME BLAME PUT ON BUREAU 
Field Men Claim They Have Net Been 
Consulted—Too Many Experi- 


ments Made in State 





LOUISVILLE, KY., Aug. 5.—Ken- 
tucky promises to be the center of an- 
other insurance fight in the 1920 legis- 
lature if present indications are of any 
value. The action of the State Insur- 
ance Board in checking up carefully on 
all the rates recently made by the Ken- 
tucky Actuarial Bureau is undoubtedly 
a part of its policy in seeking to get 
back the power of which it was shorn 
a few years ago. While it is recog- 
nized that the State Insurance Board 


is on the lookout for any mistakes 
which it can capitalize into public opin- 
ion against the Kentucky Actuarial Bu- 
reau, many company representatives in 
Kentucky believe that conditions there 
are partly the fault of the companies 
themselves. 


Field Men Make Protest 


It is known that a month or two 
ago the field men in Kentucky sent a 
letter to the subscribers of the Actu- 
arial Bureau protesting against the way 
in which the bureau was conducted, 
particularly against the making of many 
important decisions without any con- 
sultation with the field men of the 
state. This action has resulted in many 
decisions and changes in rates which 
later had to be rescinded, thus causing 
continual unrest among Kentucky pol- 
icyholders. A series of incidents tend- 
ing to destroy the confidence of the 
Kentucky people in the companies be- 
cause of the action of the Actuarial 
Bureau was cited by the field men in 
their communication. 


Too Many Experiments 


Some Kentuckians have the feeling 
that as the experience of many of the 
companies in this state has been very 
unfortunate, they have made it a kind 
of experimental state to try out rate 
advances or changed policy conditions 
on the ground that there is little hope 
of the situation getting better anyhow. 
Then there is also criticism because 
the recent rating was done in such a 
manner as to leave too many open 
spots for the attack of the State In- 
surance Board. It is said that so many 
mistakes have been found that a large 
percentage of the rating in Kentucky 
will have to be done: over with the 
result that the companies will have to 
spend nearly as much for checking as 
jthey did for rerating. The figure 
commonly quoted as the amount spent 
for the last rerating is $90,000. 


Changes Destroy Confidence 


The deplorable thing about the ne- 
cessity for checking up the rates is 
the fact that it will mean another 
change in the rates before the busi- 
ness public has had time to get ac- 
quainted with those just made. These 
constant changes destroy the confi- 
dence of the buying public in the in- 
surance companies and make it doubly 
difficult for the agents. Although for 
every increase there may be five de- 
creases, the howl over the one increase 
will drown out any praise that comes 
from those whose rates are reduced. 

Some are of the opinion that the 
companies must take a more liberal at- 
titude when dealing with Kentucky in- 
surance matters and that they would 
also do well to seek the services of 
a high-grade diplomat to handle the 
situation in this state. Citizens are 
said to be dissatisfied with both the 
State Insurance Board and the Ken- 
tucky Actuarial Bureau. Careful han- 
dling of the situation might result in 








cause of lightning. When a farmer con- 


called in special session this summer. 


SPRINKLER LEAKAGE 
OFFERS BIG OPPORTUNITIES 
Almost Unlimited Possibilities in This 
Side Line for Agents—Forms 


Select Fieid 


Sprinkler leakage insurance i$ one of 


the side lines that offers almost un- 
limited opportunities to the active 
agent. One desirable feature of this 


form of indemnity is that the prospects 
that may be solicited are all of good 
financial standing, as smail and irre- 
sponsible property owners do not in- 
stall sprinkler equipments. A man 
who has equipped his building with a 
sprinkler system is ordinarily an in- 
dividual of responsibility and some 
financial standing, so that from this 
standpoint, there is rather a select field 
to work in. 


Effect of Breakage 


The logical time to go after sprinkler 
leakage business is just after the equip- 
ment has been installed; first, because 
by reason of putting in the equipment, 
the assured has secured a lower insur- 
ance rate and is conscious of this 
saving; second, because after the equip- 
ment is actually in place, and the as- 
sured has seen the numerous pipes and 
sprinkler heads about the premises, he 
has the fact borne in upon him that 
although he has reduced his fire hazard, 
the installation of the sprinkler equip- 
ment has introduced « new hazard. 
It is only necessary for the agent to 
enlarge upon the damage that an un- 
checked sprinkler head can do in a 
short space of time. For example, 
one sprinkler will shower over an area 
of 80 square feet and like a clean cut 
break in a_ half-inch pipe, will dis- 
charge 1,350 gallons of water in a half 
an hour. Furthermore, a_ sprinkler 
head open only part way may not oper- 
ate the automatic alarm and in a case 
of this kind it is possible for water to 
run from Saturday until Monday with- 
out attracting attention. To carry the 
thought a little further, five sprinkler 
heads will discharge approximately as 
much water as one fire engine stream. 
A break in the sprinkler system below 
the alarm valve means no alarm, but 
a great loss. 


Losses Depend on Risk 


Just what causes sprinkler leakage 
losses depends almost entirely on the 
eharacter of the risk. In the ordinary 
mercantile risks, probably the bulk of 
the losses occur in the stock rooms or 
other parts of the risk where surplus 
stock is stored. Standard requirements 
permit the piling of stock to within one 
foot of the sprinklers. This rule is 
regularly violated during rush seasons 
and loss after loss occurs as the result 
of employees Knocking off sprinkler 
heads, using sprinkler piping for the 
support of stock, clothing, ete. To many 
employees, the sprinkler equipment has 
a harmless appearance and little thought 
is given to the great damage an innocent 
looking sprinkler head can do if 
“touched off.” 


Hazard Greater in Factory 


In a factory risk, the possibiiities of 
a loss are much more numerous. In 
the manufacturing risks, shafts, belting, 
ete., come in close proximity to the 
sprinkler equipment. Heavy machinery 
jars the floor and often the entire build- 
ing and this in time has its effect. The 
manufacturing processes of certain types 
of risks are very detrimental to sprink- 
ler equipments. For instance in candy 
factories, the fumes from the candy 
Kettles are very harmful to sprinkler 
equipments, causing corrosion and eat- 
ing into the pipes. In risks of this char- 
acter the pipes are often covered with 
paraffin and sometimes painted, but the 
important point to be emphasised is 
that the sprinkler head itself, which 
causes the most damage, may not be cov- 
ered, as this might interfere with its 
going off at the time of a fire. 

Flour mills seem to be another. haz- 
ardous class. The bucket system used 





benefit to the companies. 


in flour mills creates friction, causes an 
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overheating that was not taken into con- 
sideration in installing the sprinkler 
equipment and many losses occur in flour 
mills where the clearance does not seem 
to be sufficient to prevent the working 
apparatus of the mills coming in direct 
contact with the sprinkler equipment 
when something goes wrong. 


May Not Change With Tenants 


In equipping a risk with sprinklers, 
the manufacturers ‘install an equipment 
as what might be termed “tempered to 
suit the risk.” If the manufacturing 
process necessitates constant high tem- 
perature, this fact is given considera- 
tion by the installers and-the risk is 
equipped accordingly. However, if the 
occupancy changes, the melting joint is 
often not suited to the needs of the new 
tenant and damage sometimes occurs 
when this feature is not promptly looked 
into. 

The tremendous weight of a gravity 
tank filled with water on the top of the 
building and concentrated over a very 
small part of the building constitutes a 
serious menace to property and ;-rovides 
the agent with one of the most telling 
arguments for the sale of sprinkler 
leakage insurance. The collapse of a 
tank means the instant discharge of the 
entire contents, and the precipitation of 
_a tank on account of inadequate or de- 
fective supports (a surprisingly large 
number of tanks rest on wooden sup- 
ports, subject to decay) means that the 
tank smashes, grinds, rips and tears ev- 
erything in its way. It may be some- 
thing of a surprise to insurance men 
generally to know that a precipitated 
tank in nine cases out of ten goes 
Gown intact without discharging any 
of its contents until it is permanently 
checked in its flight by striking the 
earth. As a matter of fact, about two 
thirds of the damage done at the time 
of a tank’s precipitation or sudden down- 
fali is caused by the impact when the 
tank hits and wrecks the building and 
its contents, and only one third of the 
aqamage results from the discharge of 
water 


Great Credit Evil | 
| 
| 








In Fire Insurance 


| 
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The credit evil is indeed an insur- 
ance evil, particularly an agency evil. 
Collections involve valuable time, im- 
pose non-compensated labor and often 
bring financial loss when collecting 
does not collect. 

Supposing, as most agents do, that 
credit is a necessity, isn’t there care- 
lessness in “sizing up” those to whom 
credit is extended and too often giving 
credit to those known to be poor pay- 
ers—perhaps never paying without 
some degree of compulsion? It isn’t 
always the poor man who is the poor- 
est pay; those who can pay but don’t 
are the worst. 

An agent says, “My largest and 
wealthiest customers are the hardest to 
collect from.” We suppose the size of 
their business and fear of offending and 
losing it dulls the edge of persistency 
in collecting—but what we started to 
say is, the trouble of collecting can be 
discounted by selecting those to whom 
credit is given. 

Another thing which enlarges the 
credit evil is the delay in undertaking 
collections. It is probab!y the most 
unpleasant and disagreeable part of the 
agency business, and for that reason it 
is put off. The debtor comes to forget 
his debt and when called upor has not 
provided for it as perhaps he has for 
later indebtedness, or for more prompt 
and insistent collectors, and, with a 
policy partly or quite expired, con- 
siders it a sort of “dead horse” claim. 
There are many discouraging features 
about collecting an old debt, and our 
experience is that the agents who have 
lost most from giving credit are those 
who might be called delinquent col- 
lectors. 

This much to suggest the exercise of 
selection and rejection in giving credit 
with prompt and continuous efforts in 
collecting—Now and Then. 





Comment on Conditions Today 


Haro_p JUNKER, ASSISTANT 


MANAGER FOR CruM & ForSTER 


COMPANIES AT SAN FRANCISCO, ANALYZES OUTLOOK IN 
VARIOUS SIDE LINES WRITTEN BY FIRE AND 
MARINE COMPANIES 


At the recent meeting of the Fire 
Underwriters Association of the Pa- 
cific, Harold Junker, assistant man- 
ager of the North River, United States, 
and Richmond, gave a valuable review 
of the present situation as affecting 
the more important side lines of the 
fire insurance business. Mr. Junker did 
not treat his subject by the use of gen- 
eralities, but went rather deeply into 
each of the lines producing more than 
average premium income. His views 
are of interest at this time when par- 
ticular attention is being directed to 
the side lines. Mr. Junker said in part: 

During this period of uncertainty 
there is the possibility of the merchant 
or manufacturer overbuying in a fall- 
ing market, and the attendant danger 
of moral hazard. We have also edu- 
cated the public to carry insurance in 
keeping with present- -day replacement 
values, which had a desirable effect on 
premium income, but under a reverse 
situation which will be downward dur- 
ing the term of the present insurance, 
what will be the effect on the loss ra- 
tio? Many fires we know are caused 
by the friction of rubbing a $5,000 pol- 
icy on a $3,000 stock, but little appre- 
hension should be felt in dealing with 
high grade concerns. Much !ess confi- 
dence should be felt in new ventures 
which have been the outgrowth of the 
war. 

No Need for Alarm 


On the surface it is natural to view 
the future pessimistically, but automo- 
bile underwriters will recall a similar 
situation which existed in the automo- 
bile market a couple of years ago when 
automobile manufacturing had reached 
the peak of factory production, result- 
ing in the reduction of list prices all 
the way from $200 to $500 a car. Many 
valued policies were outstanding issued 
for 100 percent of former factory 
prices, and in view of the fact that in 
event of total loss an assured could 
recover for the face of the policy, pur- 
chase a new machine and have a few 
hundred dollars profit on the transac- 
tion, the usual fear was expressed re- 
garding moral hazard losses, but little 
evidence of more than the ordinary run 
of- losses of this origin was experi- 
enced. In the premium account the 
reduction of insurable values will tell 
its own story. 


Comment on Use and Occupancy 


With the return of peace use and oc- 
cupancy underwriting will show the 
greatest readjustment. During the war 
period plants engaged in the manufac- 
ture of commodities necessary to the 
successful prosecution of the war and 
working under Government contract, 
were regarded preferred because of the 
priority feature of rebuilding and re- 
placement with government aid in the 
event of loss by fire, which would mini- 
mize a use and occupancy loss. Plants 
engaged in ordinary peace time pur- 
suits were less desirable, while risks 
of the so-called “non-essential” classes 
were to be avoided for obvious reasons. 
With the cessation of hostilities the 
situation is just the reverse. There 
will be a slowing up in the production 
of war plants, due to diminishing de- 
mands with a corresponding reduction 
in profits, and in some cases the actual 
cancellation of contracts will present 
a serious situation. Many plants have 
been built purely on the war baby 
class, while others have been greatly 
enlarged far in excess of ordinary re- 
quirements. 

Dangers of Valued Forms 


Policies written under valued forms 
will probably be recalled for cancella- 








tion. Under present conditions of di- 
minishing returns the use and occupancy 
form quite generally used providing 
that the daily loss shall be the average 
for the three hundred days preceding 
the fire, is very much in the assured’s 
favor, for it covers a period over which 
output was constantly increasing and 
the daily average arrived at on that 
bdsis. It has an over-insurance tend- 
ency when business is on the decline. 
We have always felt that thirty days 
immediately preceding the fire would 
be a more equitable basis on which. to 
arrive at a daily average. It would 
give the assured the proper protection 
when his facilities are rapidly increas- 
ing, and in like manner it would reduce 
the liability of the companies propor- 
tionately when business is slowing up. 

When conditions return to normal 
use and occupancy will again be more 
desirable than general form insurance 
in many cases, for with the situation 
eased in the labor and material mar- 
kets the possibilities of a use and oc- 
cupancy loss exceeding 50 percent or 
60 percent would seem rather remote. 


U. & O. and Fire Compared 


It has always impressed us as pe- 
culiar that some companies will de- 
cline to write use and occupancy, be- 
lieving that an assured should stand to 
lose something in event of a gnisfor- 
tune, and that full protection against 
any possible loss breeds moral hazard, 
when the same companies will write 
straight fire on the risk without ques- 
tion. A fire will not only involve the 
use and occupancy insurance, but the 
fire property as well, and the chances 
are under normal conditions that the 
fire property policy will pay a heavier 
loss than the use and occupancy insur- 
ance. I do not mean to say that it is 
not necessary to scrutinize the moral 
hazard very closely or that replace- 
ment conditions must not be taken into 
careful consideration, for these things 
are of prime importance, but my 
thought is that if a risk is not a desir- 
able one as a use and occupancy propo- 
sition from a moral hazard standpoint, 
it is no more attractive as a fire risk. 

Increased profits as a result of the 
war and a desire for full protection 
against loss from any contingency has 
greatly stimulated use and occupancy 
along with the introduction of several 
new lines .of insurance, and with the 
educational work which has been done 
along this line, it is not likely that the 
demand for this protection will reduce 
itself to pre-war conditions. As a mat- 
ter of fact, use and occupancy is still 
an avenue of premium revenue open 
for much development. 


Automobile and Tractor 


In the automobile and tractor field 
there is every evidence of prosperity, 
and this year gives promise of the 
greatest possibilities in the history of 
this branch of the business. There is 
a condition in the automobile situation 
entirely peculiar to this field of under- 
writing. It was well illustrated in the 
experience of 1918. In the face of a 
factory output of 500,000 cars less than 
the previous year, automobile pre- 
miums over the country have increased 
about 25 percent. Had the war con- 
tinued and pleasure car manufacture 
been discontinued on Jan. 1, the 
chances are that the 1919 automobile 
premiums would compare favorably to 
1918. This condition, unusual as it ap- 
pears on the surface, could be made 
entirely possible by the increased value 
of cars in use and the automatic in- 
crease in rates with the turn of the 
calendar year. Fewer cars would be 





junked, and approximately the same 
insurable values at increased rates 
would not only keep up the income, 
but increase it. The factories are re- 
suming normal production as rapidly 
as it is possible to convert their op- 
erations from war work and the ma- 
terial market will permit. 

While it is not probable that the top 
production of 1917 will be reached this 
year, it is possible that it may be ex- 
ceeded. As quantity production is re- 
sumed there wil come a reduction in 
factory prices and a corresponding re- 
duction in insurable values, which 
again reminds us that the valued pol- 
icy is as much an evil in the automo- 
bile business as in fire underwriting. 


Will Adopt Term Plan 


From an insurance point of view, the 
time is not far distant when both auto- 
mobiles and tractors will be generally 
written for a three-year term with a 
fixed percentage of monthly deptecia- 
tion in keeping with trade values, for 
every argument in favor of the term 
policy is sound and logical. Both 
agents and companies recognize the 
value of putting the business on the 
books for a term, for with automobile 
insurance, unlike fire, the assured has 
to be actually sold every year. Poli- 
cies which are renewed for a reduced 
amount and an increased rate always 
require an explanation which some- 
times results in the loss of the busi- 
ness. The term policy with fixed 
diminishment automatically takes care 
of these features and eliminates the 
cost of annually soliciting the business. 
In the case of tractor insurance, a 
three-year policy would be particularly 
desirable, for the farmer is accustomed 
to buying insurance on the term plan. 
The tractor business is in its infancy, 
but if America is to continue the re- 
sponsibility of feeding most of the 
world, farming must become more in- 
tensive and be conducted along com- 
mercial lines. The same methods 
which have increased factory produc- 
tion must be introduced on the farm. 
Power machinery must do for the 
farmer what improved machinery has 
done for the factory. 


Growth of Tractor 


Some idea of how the manufacturers 
view the future development of this 
country agriculturally may be formed 
from the fact that there are 79 tractor 
concerns with one or more models on 
the market. The small tractor is prov- 
ing itself practical. Automobile deal- 
ers and agricultural implement men are 
much like insurance agents in that they 
do not push new lines until the demand 
is created. A dealer in Oklahoma re- 
cently sold 7,800 Fordson tractors in 
two weeks. There dre between five 
and six million farmers in the United 
States. When a farmer sees his neigh- 
bor with a tractor which does the work 
he will buy one, too. The dealers must 
create the demand and our agents must 
educate the farmer to insure the trac- 
tor, 


Explosion and War Risk 


Necessity is always the mother of 
invention, and as a result of the war 
this country has not only learned to 
do many things for itself, including the 
production of potash and the manufac- 
ture of dye stuffs, but in the fire insur- 
ance business we have met the demand 
for protection under new and unusual 
covers. The war gave birth to the 
explosion policy covering the mali- 
cious, inherent and outside hazards, and 
also the full war cover, including ex- 
plosion, bombardment, strike, riot and 
civil commotion. The volume of busi- 
ness written under these two covers 
can well be said to have far exceeded 
all expectations, and the experience 
which companies have had is nothing 
short of wonderfully good. These 
policies have been designed to supply 
protection against hazards which have 
always been specifically excluded in all 
other forms of insurance contracts. 
Under such terms as “explosion” and 
“war policies” these forms of insurance 
would appear to have outlived their 
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usefulness, but the arrival of the strike 
and riot policy at a material rate re- 
duction will, it is believed, not only 
hold much of the expiring business, 
but open a larger field for big business, 
which the large brokers and aggressive 
agents in industrial communities will 
appreciate. 
Riot and Civil Commotion 


There is a spirit of unrest in the 
world of labor today which is being in- 
flamed by active agencies. Whether 
Bolshevism, Socialism or I. W. W., 
their chief object in life seems to be 
to disturb the relations between capital 
and labor. There is considerable agi- 
tation among organized labor the 
world over, notwithstanding that both 
skilled and unskilled labor enjoys the 
highest wages ever known. When our 
supply of labor exceeds the demand 
through reduced industrial activities, 
emigration and demobilization and the 
readjustment of the wage scale sets in, 
as it ultimately must, considerable la- 
bor trouble is inevitable for organized 
labor is up on its toes in anticipation 
of this very action. It is hoped that 
by cooperation and a common under- 
standing of conditions that the read- 
justment may be brought about with- 
out ruinous strikes and violence, but 
during this unsettled period large em- 
ployers of labor are going to see the 
value in strike and riot insurance. A 
certain amount of missionary work 
must be done to acquaint employers 
with the fact that this form of insur- 
ance is on the market, and the agent 
who solicits strike and riot business 
with the firm conviction that he is sell- 
ing a legitimate article created by post- 
war conditions, will find a responsive 
field for his efforts. 





a. 


The Aetna Underwriters has been placed 
with Turner, Kemp & Coldwell at El Paso, 
Texas. Lewis Turner was formerly in 
the insurance business in El Paso as mem- 
ber of the firm of Davis & Turner. He 
has now_ become associated with Kemp 


CONFERENCE TROUBLES 
MEMBERS WANT SOME CHANGE 


Dissatisfaction Over Commission Ar- 
rangements of Marine Companies— 
Appointing Strong Committee 
in West 


It is hoped that the committee which 
Fred J. Sauter, president of the West- 
ern Automobile Underwriters’ Confer- 
ence, is to appoint will be able to get 
a firm grip on conference affairs and 
smooth out the troubles that are now 
confronting the organization. At the 
present time the outlook is not particu- 
larly encouraging. Some of the com- 
panies seem disinclined to continue to 
support the work of the Automobile 
Protective & Information Bureau and 
others charge that certain conference 
members are violating the rules. There 
seems to be a rather general feeling of 
dissatisfaction, and it is evident that 
steps must be taken to revise some of 
the present plans and put the affairs of 
the conference on a basis that will be 
satisfactory to all. 


Tacties of Marine Companies 


One’ of the chief causes of unrest is 
the aggressive position taken by the 
majority of the marine companies writ- 
ing automobile business. Attention was 
centered on this aspect of the situation 
when the British & Foreign Marine 
captured the Cadillac automobile line at 
Cleveland at what was declared to be 
a reduced rate and then refused to re- 
tire from the risk. As a result of this, 
the Automobile of Hartford, which lost 
the line, retired from the conference. 





and Coldwell, who have just returned 
from service in France. 


Conference members representing fire 


panies have the advantage in that when 
they appoint a general agent, they pay 
an additional 5 per cent commission. 
It is contended that the marine com- 
panies appoint a general agent in a 
large city in the state, but make no 
effort to develop the state or to create 
an agency plant. In other words, the 


‘appointment of the general agency in 


the large cities is simply a subterfuge 
that permits the payment of an addi- 
tional 5 per cent commission, which 
thus becomes an excess commission. 


cxample of Denver 


Denver, Colo., furnishes a typical ex- 
ample. There is little in Colorado in 
the way of automobile business outside 
of Denver. A number of the marine 


-companies have appointed Denver gen- 


eral agents, who have simply furnished 
them with Denver business, but have 
made no effort to develop the other 
cities in Colorado. The same is true 
of other large cities. In order to meet 
competition of this sort, the fire com- 
panies have paid the additional 5 per 
cent, in spite of the fact that this was a 
wiolation of conference rules. This step 
was taken merely to hold the business 
in the face of this competition and not 
because of the desirability of the busi- 
ness. In fact, the experience on auto- 
mobile business in large cities has been 
poor, so that the fire companies have 
been, in effect, paying excess commis- 
sions for undesirable business. 


Not Getting Rural Business 


At the same time, the local mutuals 
and inter-insurance exchanges have be- 
come stronger in the rural communities. 
In the country districts and in the small 
towns the stock companies do not seem 
to have a very strong hold. This class 
of business yields a profit, and yet many 
companies have been able to write very 
little of it, but instead have been ac- 
cumulating large city business at 5 
per cent extra. With many companies, 
this condition has become intolerable 





companies know that the marine com- 


‘and protests of a very decided nature 


have been voiced. This has long been 
one of the disturbing questions to auto- 
¢mobile underwriters, and it is felt that 
jt will now be finally ironed out. 


Conference “Out of Business” 


Some are inclined to attach signifi- 
cance to the fact that the retirement of 
the Automobile from the conference 
automatically dissolves the conference 
It is pointed out that the constitution 
and bylaws provide that if one member 
resigns from the conference, all rules 
and regulations are suspended. How- 
ever, there does not seem to be any in- 
clination on the part of conference 
members to disregard rules, and al- 
though technically the conference 
ceased to exist when the Automobile 
withdrew, its regulations are being ob- 
served, pending any revisions that may 
be made. 


Superior Fire’s Capital Increase 

The Superior Fire of Pittsburgh an- 
nounces that at a directors’ meeting it 
was voted to increase the capital from 
$400,000 to $500,000. Stock will be is- 
sued so that $100,000 can be added to the 
surplus. A. H. Trimble is president of 
this company and deserves special credit 
for its success. 


Transfer of Jurisdiction 


Transfer of active control of the Law 
Union & Rock in the country from Hall 
& Henshaw to the London & Lancashire 
Fire management will be effected Sept. 
1. All present field and office employes 
of the former company that elect to re- 
main in its service will be taken care of 
while those leaving will receive their 
salaries to October 1. 





Cleveland National’s Figures 


The July statement of the Cleveland 
National Fire shows total assets of 
$1,730,565, an increase of $68,350; pre- 
\nium reserve of $368,311, an increase of 
$3,661; net surplus $447,165, an increase 
of $76,900. Archibald Kemp, managing 





underwriter, was elected a director at 
the directors’ meeting this week. 











The Washington Marine Insurance Co., 


OF NEW YORK 
47-51 Beaver Street, New York City 








Announces the opening of its 


AUTOMOBILE DEPARTMENT 


under the management of 


MR. A. E. WHITE 
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Coverage under liberal policy forms. 
Prompt adjustment Service. 


Efficient aid to Agents and Brokers. 
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Testing Time 


AN assistant manager of a western 
department in Chicago, said the other 
day that on the morning that the news- 
papers announced that there was a 
street railway strike and most of the 
regular facilities for getting downtown 
were eliminated, he wrote down on the 
margin of his morning paper the names 
of employes in his office, who he would 
bet would not show up that day or at 
least would not get down until about 
noon, giving the excuse that it was 
impossible to find means of transpor- 
tation. 

He said that these same employes 
were the ones who were always look- 
ing for light excuses to stay away from 
work, who, in fact, looked at the 
clock many times a day, who work in 
a perfunctory way, who were never in 
earnest and who had to be watched. 


Taking Advantage of Current Events 


Any live local agent'can take advan- 
tage of current happenings these days 
and increase his business materially. 
There never was a time when events 
were occurring in such rapid order that 
affect the safety and well being of 
people. The conditions are augmented 
in the great cities but they are found 
even in the smaller places in propor- 
tionate degree. The agent should 
take advantage of each opportunity and 
seek to protect his customers while 
the price is reasonable before trouble 
comes, 

Take the labor unrest for example. 
Take the Chicago race riots. Such a 
condition is liable to happen in any 
good sized city. When the trouble 
is on, riot and civil commotion insur- 
ance costs three times the normal price. 
The jcost of a policy thus is much 
higher. It is well worth the price for 
a risk to be protected. This no 
time for property owners to take 
chances. Chicago seemingly was far 
from a race riot and yet it came in a 
flash. 

Wherever there are industries and 
labor is employed there is danger of 


is 


Few Commercial Failures 


A stupy of the reports issued by the 
commercial rating companies during 
the past four years shows that there 
has been a steady decline in the num- 
ber of failures. Each year the num- 
ber grows smaller and last month, for 
example, there were only ninety fail- 
ures in the whole country. 

As affecting the fire insurance busi- 


ness, it is felt that there are fewer 
shaky concerns to deal with these 
days. The stress and strain of the 


high cost of living, war prices, etc., 


for Employes 


They were just doing enough to hold 
their jobs. They did not consider that 
the work was theirs. They were 
simply working to get enough to live 
upon. This assistant manager said that 
these are the people who make a loud 
complaint because they are not pro- 
moted, their salaries are not increased 
nor given a word of commendation. 

There are certain testing times when 
the true worth of workers is shown. 
Despite obstacles, the men and women 
who are in earnest will get to their 
offices some way. They will see to it 
that their work is done, and well done. 
Their minds are centered on the task 
at hand. They get ahead because they 
cannot stand still. Their jobs are just 
as important as that of the boss and 
they intend to see it done in the right 
way and at the right time. 


trouble these days. There is a fanatical 
unrest abroad. The wage earners are 
determined to force a more even dis- 
tribution of wealth. The events in the 
cities show the value of explosion in- 
surance, riot and civil commotion. in- 
surance, plate glass insurance and so 
on. Then we have our violent wind 
storms, hail storms and the like which 
show the advantage of being protected 
in case of injury from either of these 
causes. We have the hazard of the air 
aS was witnessed recently in Chicago 
when the dirigible caught fire and burst 
through the roof of one of the substan- 
tial bank buildings in that city. This 
shows that the most solid and seem- 
ingly the safest kind of buildings are 
subject to damage. There are auto- 
mobile claims of various kinds that 
can be cited in every community. This 
shows that owners of automobiles 
should be amply fortified against loss. 
Truly, indeed, a local agent has but to 
look about him, pick some leading cur- 
rent event and then go and get busi- 
ness. There never was a time when 
such golden opportunities for business 
building were at hand. 


has caused the weaker merchanis, 
wholesalers and others to drop out. 
In other words, the business world has 
sifted down to a comparatively solid 
foundation. Fire insurance companies 
find that fewer unfavorable commercial 
reports are being issued. Those who 
are in business today and have been 
in business for a number of years, seem 
likely to stay. If they had been able 
to withstand the shock up to this time, 
it is quite safe to™assume that they will 
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Stephen W. Rice, state agent of the 


‘Rochester Underwriters in Michigan, 


died last week at Atlantic City. He had 
been helping at the head office in New 
York for some time, but five weeks ago 
suffered a nervous breakdown and went 
to Atlantic City for a rest. Mr. Rice 
was formerly superintendent of agents 
of the old German of Wheeling, now 
the Wheeling Fire, and prior to that 
traveled for it in Ohio. He was forced 
to resign from the company to endea- 
vor to regain his health, and stayed in 
Atlantic City and other points for a 
number of months before going with 
the Rochester. , 


J. H. Doyle of New York City, gen- 
eral counsel of the National Board, is 
spending his vacation in the Rocky 
Mountains. Before returning to New 
York, he will likely visit San Fran- 
cisco and perhaps other points.on che 
Pacific Coast. 


Fred A. Rye, secretary of the West- 
ern Insurance Bureau and manager of 
the Western Sprinklered Risk Associa- 
tion, is captain of Company K in the 
National Guard, the company being 
composed of men of Wilmette, IIl., 
where he resides. The troops were 
called out at the time of the Chicago 
race riot and Capt. Rye is on the job 
in good shape. 

Western Manager George E. Haas 
of the Atlas is a corporal in Captain 
Rye’s company. He is on duty in the 
south side riot district. 

Another man out on the firing line 
is Secretary Paul Fry of the Western 
Automobile Underwriters Conference. 
He is a quartermaster sergeant. 

Charles Y. Bean, who was formerly 
state agent of the Westchester in In- 
diana, has become associated with the 
War Risk Insurance Bureau at Wash- 
ington. He has recently been discharged 
from military service. 


G. L. Martini, who has been ap- 
pointed state agent for the Martini- 
Robertson Company of Omaha, in IIli- 
nois, Wisconsin, Iowa and Nebraska, 
will travel for the Columbian Natioaal 
Fire of Detroit, this general agency 
representing the company. 


J. V. Parker of Chicago, manager of 
the Western Actuarial Bureau, is laid 
up at a hospital at Columbus. Mr. Par- 
ker had an abrasion of the skin on his 
foot which did not heal up properly. 
He went to Columbus on business last 
week and suddenly found that his foot 
was beginning to swell. He was taken 
to a hospital and is now recuperating. 


Vice-President J. W. Cochran of the 
Fire Association will be in Chicago the 
latter part of this week on his way 
to Philadelphia from his summer home 
on Burt Lake, Indian River, Mich. 
Mr. Cochran has maintained a summer 
home on Indian River for some time 
and during the course of years it has 
developed into a most attractive spot. 
However, owing to the distance from 
Philadelphia he found it inconvenient to 
spend much time there and hence has 
disposed of his holdings. 


Capt. Edward A. Surentin, who was 
granted leave of absence by the North- 
western National (Fire) of Milwaukee 
to be able to accompany Maj. Alfred 
James, president of the company, on 
an American Red Cross mission to 
Greece, returned home last week after 
nine months of service. Maj. James 
returned in June, but Capt. Surentin 
delayed his voyage in order to make a 
visit to Belgium, his native country, to 
visit his aged mother, who is 85 years 
old. She almost died of starvation as 
a result of German atrocities. While 
on active duty in Greece, Capt. Surentin 





be able to go ahead. 


acted as secretary to Maj. James, who 





PERSONAL SIDE OF THE BUSINESS 


was deputy commissioner of the mis- 
sion. Because of their effective relief 
work, Maj. James and Capt. Surentin 
were awarded the Royal Order of the 
Redeemer by King Alexander of 
Greece, this being the highest honor 
in the gift of the Greek government to 
bestow. Capt. Surentin intends to re- 
sume his duties as chief examiner of 
the Northwestern National at once. 


John E. Spiegel, general agent of the 
accident and health department of the 
Pacific Mutual Life for Indiana, has 
been appointed supervisor of the cen- 
sus for the seventh congressional dis- 
trict. He is president of the local 
democratic club at Indianapolis. 


Ashbrook Carroll Frank, of New 
York, secretary of the “Insurance 
Field,” was married last week to Miss 
Kathryn Sackett of Louisville. Mr. 
Frank is well and favorably known to 
the insurance fraternity. 


F. H. Ross, of New York, general 
agent for the Columbian National Fire 
of Detroit, was recently requested to 
appear before the directors. In rec- 
ognition of valuable and extraordinary 
services rendered to the company was 
presented with a $400 watch. Mr. Ross 
has an enviable: record with this com- 
pany. 

L. A. Handley of Richmond of the 
local agency of Kelly & Handley of 
that city is something of a poet. His 
firm represents the Ohio Farmers and 
its trademark as is well known, is an 
old man sitting on the fence holding 
his scythe. Mr. Handley has written 
some verses entitled “The Old Man on 
the Fence.” The contribution is as 
follows: 

“THE OLD MAN ON THE FENCE” 
“The old man on the fence” and what 

does he mean 
A sittin up there in an O, 
Is a question that many a kid ast his pa 

A great many years ago; 

An’ wouldn’t it sound mighty good just 
to know 

The answer that Pa gave his kid ; 
"Bout what the old man up there with his 

scythe 

Was thinkin’ about or did. 


But the farmer that sees the “Old Man 
on the Fence” 
A-lookin’ him straight in the face 
From the top of a policy written for fire, 
Tornado and sich on his place, 
He knows what it means to his family to 
feel 
That lightning, tornado and flame 
Don’t have any terrors for them an for 


Par? 


Man’s the 


him ws 
While the “Old watchin 


game. 


He stands for help when you need it the 
most, 
When everything seems gone to pot, 
An’ all you can see just as far as you 
look 
Is a great big ugly black blot; 
Then’s when the “Old Man” climbs down 
off the fence 
An’ gives you a Slap on the back, 
As he reaches clear down in his pocket 
so deep ; FS 
An’ hands you a bundle of “jack. 


That’s what the “Old Man on the Fence 
means to us, . ; 
As he sits there and quietly waits, 
An’ only climbs down when he goes to 
the help 
Of the man who’s a victim of fates; 
No man ever knows and he never can 
tell 
‘When calamity camps near his door, 
But if guarded secure by the “Man on 
the fence” ¥ 
He don’t have to worry “no more. 


There was a man in our town, 

And he was wondrous dumb, 

He tried to put a rear tire on 

And badly smashed his thumb. 

He saw this wouldn’t do at all, 

It hurt to beat the band, 

So he walked into the clocksmith’s 

And got another hand. 2 
—Ralph Rawlings, Mich. 
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‘*AMERICA FORE”’ 
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As an American Institution and a strong adherent of the 
American Agency System, the FIDELITY-PHENIX 
builds itself always stronger by first giving its Agents a 
service that will strengthen them. 


Prompt settlement—cash without discount—of all 
honest claims is the foundation of the Company’s solid 
reputation with the insuring public that aids the Agent 
in building up his business. 


The good of the Agent is reflected 
in the growth of the Company 


_ * * 
FIDELIT Y-PHENIX 


Fire Insurance Company 














Cash Capital ; , HENRY EVANS 
$2,500,000 Home Office: 80 Maiden Lane, New York President 
Canadian Department Pacific Coast Department Western Department 
W. E. Baldwin, Manager C. E. Allan, Secretary C. R. Street, Vice-President 
17 St. John St. Insurance Exchange Building 137 South La Salle St. 


MONTREAL SAN FRANCISCO CHICAGO 








FAMOUS for FAIR DEALING 
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“Unexcelled Service to Agents and to Policyholders Alike’’ 





ELBRIDGE G. SNOW, President 


THE HOME 


INSURANCE COMPANY 
NEW YORK 


Cash Capital, $6,000,000.00 


Organized 1853 





STATEMENT, JANUARY 1, 1919 


Cash Assets ..... . . + $50,291,005.74 
eee ee ee ee 6,000,000.00* 
idebilities .. . .. . + «6 « « @QRGeeeee 
Net Surplus ..... . . .  15,256,703.60* 
Surplus as regards Policyholders . 21,256,703.60* 





Fire and Allied Branches of Insurance 


Fire, Lightning, Automobile (Complete Cover in Combination Policy), Ex- 

plosion, Hail, Marine (Inland and Ocean), Parcel Post, Profits and Com- 

missions, Registered Mail, Rents, Rental Values, Riot and Civil Commotion, 

hog Leakage, Tourists’ Baggage, Use and Occupancy, Windstorm, Full 
ar Cover. 


STRENGTH REPUTATION SERVICE 
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$58 


| VALUABLE TO ANY AGENCY 
| WHY? 


' No overhead writing. Attractive advertising matter for agents. © 
+ Helpful suggestions from Field Force and Home Office. Up-to-date | 
supplies, excellent in quality sud appearance. Satisfactory. line 
facilities. Safe and dependable protection. Prompt and equitable 
adjusiments. Cash Capital, $1,000,000. Policy Holders’ Surplus, 
$1,824,414. Assets, $5,274,000. Writes Fire, Windstorm, Explosion, 
- Riot and Civil Commotion, Rent, Profits, Leasehold, Use and Occu- 
pancy, Sprinkler Leakage and Marine Insurance. Displays a sincere — 
spirit of co-operation and renders real support. Extends a general 
service that more than satisfies. Several. thousand agents are en- 
joying these advantages. ‘ 


WHY NOT YOU? 
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NOW WRITE AIRPLANE POLICIES 


NEW YORK, Aug. 5—To a very 
limited degree both the North British 
& Mercantile and its subsidiary, the 
Pennsylvania Fire, are writing policies 
covering the fire and theft hazard on 
airplanes. No effort has been made to 
secure the business, such lines as have 
been written being for the accommo- 
dation of established clients. That air- 
plane insurance will eventually develop 
into a business of large proportions is 
generally accepted in underwriting cir- 
cles, and forward looking managers 
are studying the subject closely, and 
reaching out for whatever data is ob- 
tainable or is likely to be produced that 
will prove helpful in determining haz- 
ards and costs. 

The first essential move, it is agreed, 
will be a listing of all standard makes 
of machines, and a tabulation of li- 
censed aviators with their professional 
records, just as London Lloyds lists 
marine captains. 

In figuring upon the new department, 
company, Officials are confronted with 
the lack of men competent to manage 
the branch: the business as yet being 
wholly in the experimental state. Five 
or ten years will probably elapse be- 
fore a body of thoroughly competent 
airplane underwriters can be developed. 
Meantime, the most promising talent 
is to be found among the young colle- 
gians who have seen service in the 
army or navy flying divisions, and 
hence are familiar with the construc- 
tion and costs of the various types of 
machines; in a general way with the 
records of pilots, and the principal haz- 
ards to be guarded against. 

The automobile industry developed 
slowly at first, but in the last twenty 
years its growth has been phenomenal, 
and while it is unlikely that airplanes 
will attain like popularity, still under- 
writers appreciate that in the course of 
time it is certain to be an established 
means of travel, and that the insurance 
companies must be ready to offer in- 
demnity covering its various hazards. 

* 
GETTING NEW AGENTS 

A field man in commenting on the 
securing of new agents made the re- 
mark that it is becoming more difficult 
to sectire good men inasmuch as the 
building boom has not started. Agents 
depend a great deal on new buildings 
for increased income. Buildings, of 
course, were not erected during the 
war and they are slow in starting now 
owing to the high cost. High wages 
are attracting promising agency ma- 
terial to other lines of work. 


GOVERNMENT GETS MUNICH ASSETS 


Under a decision by Judge Hand in 
federal court here, the United States 
marshal is directed to turn over to the 
alien property custodian $4,000,000 in 
securities of the Munich Reinsurance. 
Trustees for the company fought the 
case vigorously, maintaining that they 
should not be required to give up the 
securities, because they held them un- 
der a deed of trust, which made them 
liable to policyholders and other claim- 
ants against the company. Attorneys 
for the government state that about 
$15,000,000 worth of securities are in- 
volved in the series of suits, of which 
this is the first to be decided. 

ek. ae 

ENTERING THE CASUALTY FIELD 

The Norwich Union Fire of Eng- 
land is arranging to enter the casualty 
and surety field in this country through 
the organization of an auxiliary com- 
pany to be known as the Norwicn 
Union Indemnity. It will be managed 
in this country by W. E. Falconer, wno 
is assistant secretary of the Hartford 
Accident. General Manager R. Y. 
Sketch of the Norwich Union visited 














this country and looked over the con- 


VIEWED FROM NEW YORK 


By G. A. WATSON 














ditions here deciding on his return +o 
launch the Norwich Union in the gen- 
eral casualty field on this side. 

The Norwich Union Indemnity will 
be organized under the laws of New 
York with capital of $500,000 and sur- 
plus of $500,000. It will write all casu- 
alty and surety lines. The Norwich 
Union Fire has been writing fire in- 
surance on this side since 1877. 

x * * 
ACTIVE IN AUTOMOBILE LINES 


_ If automobile premiums are coming 
in at lively rate just now, so, too, are 
the losses, the growing number of cars 
upon the roads, recklessness of many 
drivers and the standing invitation to 
speeding offered by the fine stretches 
of new roadways constantly being 
added to the mileage, all tending to in- 
crease the number of accidents which 
the insurance companies are called 
upon to meet. Again car repairs, tires, 
and the hundred and one attachments 
with which the up-to-date machine is 
equipped, cost far more than they did 
in pre-war days, and claim bills 
usually run up large figures. Never- 
theless fire, marfie and casualty as well 
as the sole line companies are all 
actively seeking the business, and new 
cffices are going into the field con- 
stantly. The department is one every 
wide-awake local agent must handle, 
and if the companies in the office are 
not prepared to supply it, other rep- 
resentation must be secured. 
x ok * 
“ABANDONED TOWNS” LITTLE LOSS 


Underwriters as such are not par- 
ticularly concerned in the problem of 
what to do with the properties in aban- 
doned communities, that is, towns that 
sprang up about extensive war manu- 
facturing plants and kave fallen into 
Gisuse with the arrival of the peace 
era. As a rule, houses in such places, 
aside from those built by the govern- 
ment or under s:ibsidies from it, were 
of very poor construction, and not in- 
tended for permanent occupancy. In- 
surance companies fought shy of all 
such risks, and while writing the con- 
tents did so in a restricted way. The 
passing of the boom communities will 
not prove a loss, other than to specu- 
lators who may have invested in land 
tracts in the hone that the war manu- 
factures would be succeeded by plants 
of a permanent character. 


* OK OO 
LIQUORS IN HOME COVERED 


Some householders have stored con- 
siderable quantities of liquor in their 
residences becausé of the prohibition 
act. Some of them have been doubt- 
ful whether their regular household 
furniture and contents forms covered 
these liquor stocks. Most insurance 
men are satisfied there will be no 
trouble in adjustment because the 
liquor stock is covered in the regular 
household furniture form. The uni- 
form form reads “fuel, family stores 
and supplies.” This undoubtedly will 
cover liquor up to any amount. Some 
householders have taken out specific 
insurance on liquor stocks. but almost 
all have not changed the wording ot 
their policy but in some cases have 
increased the lines on household fur- 
niture. 

There may some question arise as to 
the value of liquor but most companies 
will insist on adjusting at the cost 
price or the export value. The re- 
placement clause would be abrogated 
because the companies would not be 
able to get the stock to replace that 
damaged. Some underwriters fear 
complications and are asking agents 
not to cover liquor stock in private 
residences under any form, but ex- 
plicitly to exempt such stock from 





coverage. 
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AS SEEN FROM CHICAGO 








RIOT AND STRIKE COVER 


Large amounts of strike and riot in- 
surance have been written in Chicago 
during the last 10 days. The race riots 
and street car and elevated railroad 
tieup coming at the same time im- 
pressed on the big western city the 
fact that it was confronted with a 
critical period. Throughout the black 
belt there was much tumult. The reg- 
ular policemen were taken off their 
beats, the militia was called out and 
there was much excitement. Through- 
out the south side of the city where 
rioting occurred, mercantile risks and 
industrial. plants took out riot and civil 
commotion insurance, the companies 
charging three times the peace rate. 
Companies refused to write on prop- 
erty owned by negroes. There were 
a number of apartment buildings that 
were written. Most companies issued 
policies on these risks provided they 
were occupied entirely by white people. 
Along ‘automobile row” there was con- 
siderable volume of riot insurance 
written. Although this was out of the 
riot belt in a way, there was danger of 
the turbulence spreading. 

Managers say that the condition that 
exists in Chicago is liable to be dupli- 
cated in any other city where 
negroes have been imported from the 
south by industrial concerns. The 
great trouble in Chicago is due to the 
large influx of southern negroes that 
were brought to the city to work in 
the stock yards and other plants. They 
encroached on streets inhabited by 
whites and depressed values. 

The race riot feature opens another 
argument for riot and civil commotion 
insurance. This added to the labor un- 
rest makes an argument invincible. 
Agents are being urged to solicit this 
insurance before a riot or strike ac- 
tually takes place as it will later cost 
three times as much. It was interesting 
to note in Chicago the small concerns 
that were taking out this kind of in- 
surance. They have not been regarded 
as prospects before. Agents and 
brokers had no trouble in writing this 
class of insurance. 

There was more or less confusion 
arising out of the writing of riot and 
civil commotion as some companies 
charged three times the peace rate all 
along the so-called black belt, while 
others took the business at the regu- 
lar rate. This was particularly the 
case after the militia was called out. 
At that time some companies felt that 
the danger was practically over and 
began taking business at regular rates. 
There was no uniformity in action 
which demonstrates the necessity of 
having some rules to govern cases of 

this character. The companies that 
charged three times the ‘peace rate all 
over the city got very little business 
outside of the riot zone even during 


the acute period. 
* * 


LIBRARY IS PROGRESSIVE 


Miss Janet C. McFarland, the libra- 
rian of the Northwest Association and 
Fire Insurance Club Library in the In- 
surance Exchange, Chicago, has re- 
catalogued all the books and pamphlets 
in the library so that persons desiring 
information can make a short cut to 
the desired end. Miss McFarland has 
adopted the public library system of 
cataloging, using the title, subject and 
author. She personally supervised and 
took part in this very important work. 
One of the important moves made by 
Miss McFarland is the establishment 
of a working relationship between the 
Chicago Public Library and the Insur- 
ance Library, whereby insurance men 
are entitled through their library to 
get any book from the Public Library 
lor research or educational work and 
the Public Library is entitled to consult 
books in the Insurance Library. Miss 
McFarland is going even farther than 


this. She is doing considerable re- 
search work in the Public Library for 
insurance men, who are specialists and 
desire certain ‘subjects looked up. She 
intends to establish a similar relation- 
ship between the John Crerar Library 
of Chicago and the Insurance Library. 
The Crerar Library, as is known, is a 
technical library which keeps up to date 
on all technical subjects. 

Miss McFarland will shortly estab- 
lish a clipping system whereby there 
will be carefully and systematically 
filed the current literature on all sub- 
jects of immediate interest. Miss Mc- 
Farland is desirous of making the 
library render the largest possible 
service to insurance men and the pub- 
lic. She is personally devoting herself 
with energy to the enlargement of this 
service and certainly deserves the sup- 
port of insurance men in her con- 
scientious and intelligent endeavors. 

oe 8 
ATTRACTIVE PROFIT FOR AGENTS ° 


Agents are taking hold of the fire 
protection question with unusual zest 
these days. Never before has every 
one been so keenly interested and 30 
thoroughly awake to the possibilities 
in this service. 

When an-agent can say to his client, 
“We not only take care of you in case 
of fire, but we show you how to pre- 
vent fire,” there is recognized imme- 
diately the advent of a new movement 
in the insurance world. Such an agent 
will have the advantage of being the 
first to suggest this peculiarly apt form 
of protection at a time when such a 
subject is uppermost in the client’s 


mind, In such a way the agent can 
Yroaden his scope and increase his 
profits. 


The Fyr-Fyter Company of Daytoa, 
O., has a definite and liberal proposi- 
tion for insurance agents who would 
add fire protection appliances to their 
underwriting service. No special train- 
ing is necessary. Any agency can qual- 
ify from the largest to the smallest. 
The profit for the agent, while liberal, 
is perfectly legitimate for the service 
rendered and the Fyr-Fyter Company 
encourages full participation in every 
case, as well as maintaining the list 
price of its products at all times. Now 
is the time to co-operate with the in- 
surance companies in reducing losses. 

+ 4 

PROTECTION FROM GRASS FIRES 


There have been a number of grass 
and prairie fires in middle western 
states this year and a number of agents 
have sent inquiries to their companies 
asking whether fire insurance is pro- 
vided on grain in fields, crchards, etc. 
A number of the farm writing com- 
panies have for many years written a 
contract providing coverage on grain, 
cut or uncut, in the field or anywhere 
on the premises. The policy includes 
coverage on bags and bagging and pro- 
vides protection on grain and feed dur- 
ing the harvesting process and through- 
out the time the grain is on the 
premises. 

No company seems to be willing to 
undertake to write fire insurance on 
growing orchards or on fruit tem- 
porarily stored in orchards. 

ee 

Manager Charles Lyman Case of the 
London Assurance is in Chicago this 
week. 

ae 
- O. B. Swanson & Co. of Chicago, who 
have the Cook County general agency 
of the American Mutual of Indianapolis, 
have been appointed Cook County gen- 
eral agents of the International Lloyds 
of Indianapolis. 

* * * 

A. C. Mack, managing underwriter of 
the Great Lakes Fire of Chicago, is suf- 
fering from an attack of typhoid-pneu- 
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INSURANCE COMPANY 
OF HARTFORD, CONN. 


MORGAN G. BULKELEY, President 


$2,000,000.00 
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Inspections 





in Chicago, Cook County and the Greater Metropolitan District. 


{This inspectorate very properly gauges the expectancy of fire risks 
and intelligently anticipates events before they occur. 


{The under- 


signed sells this talent to companies, agents, brokers and the busi- 


ness public, herewith tendering counsel to all State Insurance Officials, Legislative -— Municipal 
Committees and all those who formulate insurance laws designed for the public weal. 


18 years in this field. 


ffice with Knight, Smith & Co. Cc. 
Room 1568 Ins. Exchange, CHICAGO, ILL. Phone Wabash 3033 


—Dizit et Fecit— - PIERCE 


Independent nate and Fire Prevention Counselor 














monia. A report on Mr. Mack’s condition 
issued from the Evangelican Deaconess 
Hospital states that he is slowly improv- 
ing. 
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Surplus to Policyholders ‘ 





——— <r 


A. M. WAGNER, Supt. of Agencie> 


The Columbian Jusurance Co. 


430 N. Pennsylvania St., Indianapolis, Ind. 


$529,005.00 
344,529.00 


> 


The Securities of this Company are deposited with the Indiana Insurance 
Department for the Protection of Policyholders and Creditors 


Agents Wanted in Indiana, Illinois, Ohio, Michigan, Wisconsin and Minnesota 











CAPITAL $200,000.00 


M. S. CREMER, President 





INCORPORATED 1876 


ILLINOIS FIRE 


INSURANCE COMPANY OF PEORIA 
Total losses paid since organization $6,618, 180.00 


Reliable Agents Wanted in Illinois, Indiana, Wisconsin and Penn- 
sylvania. For Particulars Address Home Office 


HENRY F. TUERK, Secretary 














American Merchants 
Fire Insurance Company 


Capital and Surplus 
$250,000.00 
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PHILIP BREITMEYER, Pres. 








DETROIT NATIONAL FIRE 


41-43 John R. Street 


Company 


MICHIGAN 


GEORGE K. MARCH, Sec. & Gen. Mgr. 























INDEPENDENT ADJUSTERS 








ILLINOIS MISSOURI 
QUINCY ADJUSTMENT 
& SERVICE BUREAU 
Well's Building, Quincy GEORGE C. GILL, Mgr. 


ILL., WIS . IND. 
C.H.TAYLOR 
1865 Insurance Exchange, Chicago 
Phone Wabash 2546 
ADJUSTER OF FIRE LOSSES 


YLLINOIS AND_EASTERN IOWA 
WESTERN ILLINOIS ADJUSTMENT 


62 8. Cher: Ss St, alesburg, I Til. 
t., Ga 
Amold FR. W.A. 
— Fire an ile 


ILLINOIS INDIANA 
ELDRIDGE H. SPERRY 
606 & 7 Robeson Bldg., ( hampaiwn, III. 
Western Union or Long Dist. Phone (Office 147, 
Res. 458) facilitates promnt service 


ILLINOIS 


THOMAS A. PETTIGREW 
Eades Building, Streator, Illinois 
Fire loss adjuster for the companies. Building Losses 
a specialty. 


IOWA 








Bartlett 











‘North & Central 
ILLINOIS 


Southern Eastern 
WISCONSI- IOWA 
BEN C. COOPER 
fentral Life Bldg., Ottawa, Illinoi 
‘ADJUSTER OF FIRE LOSSES FOR THE COMPANIES 


34 vears in insurance work 


Western 


INDIANA 





‘NORTHERN ILLINOIS EASTERN IOWA 
t and Insp Bureau 
“STACEY M. CAHN, Manager Chadwick, Illinois 
djuster of fire losses and inspector of risks 
for the companies. 12 years’ experience in in- 
surance work. 


di, 








Kansas Oklahoma Eastern Colorado 
WARREN ADJUSTMENT BUREAU 
R. B. WARREN, Manager. 
Fire Loss Adjustments for the Companies Only 
No. 229 Beacon Building Wichita, Kansas 





| NORTHERN MICHIGAN 7 eg end COMPAN: 


Adiusters of Fire Losse 
206 Schirmer Bide . 301 Federal Ave. agean, Mic ' 





MINNESOTA AND TRIBUTARY STATES 
J. F. MAIN & COMPANY 





General Adjusters. 14 years experience. 
506 Palace Bldg., Minneapolis, Minn. 
KANSAS 
JOHN M, KINKEL W. P. KINKEL 


KINKEL ADJUSTMENT AGENCY 
« FIRE, TORNADO and AUTOMOBILE 
LOSSES ADJUSTED 


HUTCHINSON 2 © KANSAS 


NEBRASKA WESTERN IOWA 


CONFIDENTIAL ADVICE & ADJUSTMENT BUREAU 
W. H. Hatteroth, Attorney and Manager. 
Inspection reports. a and ‘oes < 

all classes of claims. (Cases handled in court ff ni 
essary. 1418 First National Bank Building, OMAHA. 





OHIO—WESTERN PENNSYLVANIA 
FRANK A. DUNNING CO. 


Claims & Adjustments 
Ohio Bldg., Akron, O. Main 50, O. C. 2667 


WISCONSIN AND MICHIGAN 
Wise Lens Adiagtentate. Wisconsin and No. Michigar 
BA A v vi iD'LA AWSON NL. 
Wisconsia 
Ese roll Distance Tienes 786 





Boom 2. Cooke 





-IND. ILL. Ky, 


H,. N, ODELL 


110 Upper Second Second St., Evansville, Ind. 
Adjusters of Fire, Tornado, Automobile and Iniacd 
Marine Losses 
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CHANGES IN THE FIELD 

















GWINN GOES TO THE NIAGARA 


Chief Examiner in the Firemens West- 
ern Department Takes the West- 
ern Pennsylvania Field 





. H. Gwinn of Chicago has been 
appointed special agent of. the Niagara 
Fire in western Pennsylvania with 
headquarters at Pittsburgh. Mr. Gwinn 
is now the chief examiner in the west- 
ern department of the Firemen’s and 
was formerly state agent of the com- 
pany in Wisconsin. He is a man of 
splendid ability and fine experience. 
At the annual meeting of the Wiscon- 
sin Insurance Club, the Bureau organ- 
ization, in 1918 he was elected presi- 
dent. He served in the militia during 
the Mexican troubles and saw service 
on the border. 





YATES RETURNS TO ILLINOIS 





Tennessee Special Agent of the Hart- 
ford Fire Goes With the London 
in Illinois 





Harry A. Yates of Nashville, Tenn., 
special agent of the Hartford and Citi- 
zens in that state, has been appointed 
Illinois state agent of the London As- 
surance and will make his headquarters 
in Springfield, Ill, where he formerly 
resided when he was special agent of 
the Hartford in the southern part of 
the state before being advanced to 
Tennessee. Mr. Yates is a young man 
of exceptional ability and splendid ex- 
perience. At the annual meeting of the 
Illinois State Board in 1918 he was 
elected vice-president and would have 
been chosen president at the last an- 
nual meeting had he still been in the 
state. 





M. D. Kinney 

M. D. Kinney, state agent of the Na- 
tional Union Fire in Texas, has re- 
signed, effective Sept. 1, at which time 
he will become affiliated with the Phoe- 
nix Assurance as special agent in the 
Texas field. Mr. Kinney, prior to his 
National Union connection was for 
eleven years associated with the Hart- 
ford Fire, both in the Dallas general 
agency and in the Atlanta southern de- 
partment. 





G. Ralph Manderbach 


G. Ralph Manderbach, who traveled 
for the Pittsburgh Underwriters in 
Pennsylvania and New York, has gone 
with the Globe of Pennsylvania; and 
will cover Illinois and other territory. 
He will have his headquarters in Pitts- 
burgh. 





D. W. Andrews and M. L. Degenaar 


The Fireman’s Fund has rearranged 
its Michigan field. Hereafter D. °% 
Andrews of Grand Haven will handle 
the state exclusively for the Home 
Fire & Marine and will look after the 
losses of both the Fireman’s Fund and 
the Home. M. L. Degenaar of Detroit 
will have the Fireman’s Fund exclu- 
sively. Owing to the increased busi- 
ness in Michigan it was found neces- 
sary to make the division of the work. 





Fred C. Bertiaux 


Fred C. Bertiaux, who has been con- 
nected with the Joliet Inspection Bit- 
reau, has been appointed special agent 
of the Fireman’s Fund and Home Fire 
& Marine in Illinois to assist State 
Agent R. V. Prendergast. Mr. Ber- 
tiaux will have his headquarters at 
Streator. 





Haddon Gray and G. W. Flynn 
Haddon Gray, special agent of the 


‘New Jersey Fire in New Jersey, has 





been transferred to New York State. 
He is succeeded in New Jersey by 
Special Agent George W. Flynn. Mr. 
Gray will make his headquarters ‘n 
Newark and cover the field for the 
United British as well as the New 
Jersey. 





Frank S. Rogers 


Frank S. Rogers has returned from 
military service and will resume his 
position as special agent of the Stand- 
ard of Hartford, in Minnesota and the 
two Dakotas. C. E. Dalrymple, who 
has been covering the northwest terri- 
tory, will go to Kansas City to assume 
charge of Missouri, Oklahoma and 
Kansas for the Standard. 





C. T. Collins 


C. T. Collins, in the San Francisco 
office of: the American Eagle, Conti- 
nental and Fidelity-Phenix, has been 
appointed special agent of all three 
companies for southern California. Mr. 
Collins was formerly in the southern 
California field for the Fidelity-Phenix, 
being later called to a responsible po- 
sition at the department office. His 
combined field and office experience 
qualifies him in an exceptional way for 
his new work. He will make headquar- 
ters at Los Angeles. Jay C. Wickler 
has resigned as California state agent 
for the three companies effective Sept 
1. Mr. Collins is a former Chicago in- 
surance man and for a time was Min- 
nesota state agent of the North British. 





W. E. Collins 
W. E. Collins has been appointed 
state agent of the Niagara in Iowa 
and Nebraska, succeeding the late Clif- 
ford Watson. 


C. M. Limpert 


Cc. M. Limpert has resigned as special 
agent of the Caledonian in western 
Pennsylvania. He will engage in the 
local business at Pittsburgh. Mr. Lim- 
pert for many years was in the field for 
the Western of Pittsburgh, 


CHICAGO PREMIUM RETURNS 


Additional companies reporting their 
total premium writings for ‘the year 
ending June 30 to the Chicago city 
collector for taxation purposes are 
shown below: 


1919 1918 
ROE. Ns ae set iaicadaiexs 45 $ 71,837 
Amer. 
Amer. 
Amer. 
Amer. | 





Caledonian Amer. Und. 4 8,64 
Colum, NaCl ..sccscccces »DT2 55,367 
TOUDUGUC  60.0:3:0) 6'0:0-0:91056 0:5 9,341 34,108 
Fidelity b> ee res 268,763 263,376 
Firemans Fund ......... 143,715 115,490 
Grt. Amer, N. Y. i... ces 73,278 150,432 
Grt. West. Lloyds....... 1,767 6,648 
errr re 22,658 17,812 
Home F. & M........... 21,070 417,480 
Ind. Lumbermen’s Mut. 4,414 7,74 
SROUBCEIEL o.cc.cs.c ctv gs ss 8,205 16,874 
ns. Co. State of Pa..... 11,410 31,711 
Ins. Unds. Pa.:...... P 38,646 40,223 
Otis Ge ERO 0b so irnct oo 9,227 155,799 
Lon. Lloyds (A. F. Shaw) 4,837 4,008 
Lumbermen’s Mut. ..... 7,33 6,909 
Lumber Bt, .. .<..00ccca 4,206 3,768 
MGR, Ge TRAGs 665058 665s 14,673 16,746 
Millers Mut. ............ 4,381 4,246 
Mill Owners Mut........ 10,502 coe 
Minn. Imp. Mut......... 1,387 3,1 
WAGIONE),. Cle <.0:0-<c0s cesses 170,986 168,621 
Wacl UNG. Ne. Kies ccccccc 78 2,834 
DION OENG cca ciais se eee wees 49,730 57,441 
Northern, Eng. ......... 181,023 165,372 
ING. Wi EE 8: 6:0:-9 -eseinievesere-o <- 8,72 6,40 
Pa. Lumbermen’s Mut. 4,171 3,461 
Pa. Millers Mut......... 7,670 3,650 
PACCPNENMO csc idcccicccce 101,027 85,992 
Pawtucket Mut. ........ 2,294 2,662 
TAIID: - 60:6:9, 068 bs:008- 06 ws 70,146 69,137 
Roch. Dept. Grt. Amer... 97,091 170,063 
| Grrr ie carn 39,112 429,690 
a Se eer er ers 101,018 85,829 
WR UO, 65060 wa desc ,00 5,256 
United States .......... 48,622 106, 843 
Westchester ...........- 202, eee 


Murphy Succeeds Orr 


J. E. Murphy, superintendent of agen- 
cies of the Columbian National Fire of 
Detroit, has recently been appointed sec- 
retary, owing to the resignation of H. P. 


Orr, -who will,enter the practice of law 
at Lansing, Mich. Mr. Murphy has made .- 





an excellent récord. - * 
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ORDERS SURCHARGE DROPPED 





Ohio Agents Expected to Comply with 
Mandate Issued by Commissioner 
Tomlinson 





COLUMBUS, O., Aug. 5.—Superin- 
tendent Tomlinson, with the approval 
of Governor Cox, has issued a general 
order that all companies doing business 
in Ohio, must drop the 10 per cent sur- 
charge, effective Sept. 1. Compliance 
is expected as the agents at a meeting 
Monday, approved and sent a com- 
mittee to Chicago to urge acceptance. 
The elimination of the 10 per cent flat 
premium charge will make a difference 
of about $8,000,000 in Ohio. 

The Governor held that the sur- 
charge was a war measure and that the 
war being over there was no necessity 
for the 10 per cent any longer. 

The state, never recognized the 
action of the companies formally, but 
permitted the charge on the grounds 
that special hazards existed. 

Careful survey of the situation does 
not disclose that the anticipated increase 
in fire losses followed as a result of the 
war. Through inspections and through 
additional precautions, as well as by rea- 
son of the efficiency of the State Fire 
Marshal’s Department, the losses were 
held to reasonable levels. 

Recapitulation of the losses during sev- 
eral years shows that Ohio passed 
through the war period in excellent con- 
dition. In 1914 there were 7,033 fires, 
with a loss of $7,889,167. For the fiscal 
year of July 1, 1915, to June 30, 1916, the 
number of fires was 5,806, and the loss 
was $6,837,773. For the calendar year of 
1917 there were 5,803 fires, and the loss 
was $7,426,300. For the calendar year of 
1918 there were 5,125 fires, and the loss 
was $8,656,886. 


ORGANIZE FOR CONSERVATION 





Ohio Divided into Districts and Chair- 
Men Named for Each by New 
Association 





COLUMBUS, O., Aug. 5—The ex- 
ecutive committee of the Conservation 
and Fire Prevention Association of 
Ohio held a session at Columbus, July 
29, that lasted practically all day. John 
H. Gray was in the chair. Details for 
carrying on the inspection and other 


The state was divided into districts the 
same as the congressional districts. 
Mrs. S. C. Webb continues in the or- 
ganization as acting ‘gecretary, while 
Governor Cox and State Fire Marshal 
Fleming continue to be associate mem- 
bers. An effort will be made to interest 
all fire prevention agencies in this work, 
including chambers of commerce, Ro- 
tary Clubs, school teachers and business 
organizations. 


HELD DEPOSITS ARE GENERAL 





Acting Solicitor Reeve of Treasury 
Department Gives Opinion on 
the Ohio Law 





F. H. Reeve, acting solicitor tor the 
Treasury Department, has given an 
opinion that deposits made in Ohio by 
insurance companies of foreign coun- 
tries under section 9565 of the laws of 
that state are general deposits for the 
benefit of all policyholders and not spe- 
cial deposits solely for the protection 
of Ohio policyholders. The Treasury 
Department, acting through the surety 
and bond section, some time since ruled 
that the deposits in Ohio made by for- 
eign companies were special, and not 
general, and must, therefore, be ex- 
cluded from assets in the reports made 
to the Treasury Department. The pres- 
ent opinion is made in the case of the 
European Accident. 


Mutuals Making Inroads 


COLUMBUS, 0O., Aug. 5.—Field men 
say that the mutuals are making more 
and more inroads on the automobile busi- 
ness in this state. Their rates are still 
much lower than the stock companies 
and agents representing stock companies 
for fire, tornado and other lines are tak- 
‘ing on mutuals for automobile. There 
has been some riot and civil commotion 
written in large cities. Local agents say 


that about all the use and occupancy 
lines that can be secured have been 
closed. 





Chance for Ohio Business 


COLUMBUS, O., Aug. 5.—There should 
be a nifty bunch of insurance floating 
about Ohio. For July there was a net 
gain of over $100,000,000 in authorized 
capital of Buckeye concerns—about 
$4,000,000 increase for every working 
day. There were 374 new companies in- 
corporated. Cleveland had 116, with a 
net gain in capital of $29,165,000; Cin- 
cinnati, 374 companies, net gain $103,- 
045,000; Columbus, 15, $1,205,000 net 
gain; Toledo, 20, net gain $835,000; Day- 
ton, 26, $1,955,000 net gain; Akron, 26, 
$2,210,000 net gain; Canton, 6, net gain 
$405,000; Youngstown, 17, $3,805,000 net 
gain. In all other Ohio cities and towns 
149 new companies were incorporated 
with $5,725,000 new capital. 


Lloyd Goes to Cleveland 


A. E. Lloyd, superintendent of the 
Toledo office of the Ohio Audit Bureau, 
has resigned to go to Cleveland to be- 
come associated with the Albert Reese 
Agency. 





Now Handling Ohio Field 


A. E. Hayes of Detroit, Mich., who is 
traveling for the Columbian National 
Fire of that city, is now handling the 
Ohio field. 





West Virginia Meeting 


The semi-annual meeting of the West 
Virginia Fire Underwriters Association 
will be held at the Statler Hotel, Buffalo, 
N. Y., Aug. 27-28. The Fire Prevention 
& Conservation Association of West 
Virginia will be organized at this time. 





Ohio Notes 


State Fire Marshal Fleming reports 191 
fires in Ohio during June, with a loss of 
$378,192. In June, 1918, there were 277 
fires with a loss of $316,622. This year in 
June there were twenty-three lighting 
fires reported, with a loss of $31,318. 





E. T. Adams, who has been manager 
of the sprinkler leakage department of the 
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work for the next year were gone into. 





LIGHTNING RODS 





TRADE MARK 


St. Louis Lightning Rod Company 


DeKalb and Trudeau Streets 


IT 
INSURES 
THE BEST 


ST. LOUIS, MO. 


Maryland Casualty in New York City, has 
been appointed manager of the sprinkler 
leakage and water damage departments of 
the Aetna Casualty & Surety in Chicago. 
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PLANS FOR THE MADISON 





President H. H. Woodsmall Will Oper- 
ate Old Indiana Company Along 
Same Lines as the Union 





INDIANAPOLIS, IND., Aug. 5— 
H. H. Weodsmall, president of the 


-Union of Indiana, who recently came 


in control of the Madison Fire, another 
old charter company, which reinsured 
its business, announces that the Madi- 
son will operate in the same office as 
the Union in this city. The officers and 
directors of the latter are associated 
with Mr. Woodsmall in his operations. 
It will write fire insurance in Indiana. 
having an agency plant independent of 
the Union. It has already arranged a 
reinsurance treaty with a large Amer- 
ican company. It will write marine in- 
surance through the same connections 
as the Union and will probably do some 
surplus business outside of the state. 
It will probably do a reinsurance and 
excess business. 

Mr. Woodsmall will be president of 
the company, with Charles E. Hender- 
son of Indianapolis vice-president and 
counsel and Elven H. Walcott of the 
State Savings & Trust Company of 





Indianapolis, treasurer. 





WANTS AVERAGE REDUCED 





State Agent Lasher of Home Says Cau- 
tion Should Be Exercised in 
Writing “U. & O.” 





INDIANAPOLIS, IND., Aug. 5— 
State Agent Clinton D. Lasher of the 
Home in Indiana calls attention to the 
importance of reducing, for the pres- 
ent, the period upon which average is 
based prior to loss in use and occu- 
pancy insurance, The ‘period of 300 
days he regards as too long a period 
upon which to base the average of daily 
profits. He is recommending that 90 
days be substituted tntil production 
conditions, especially in plants which 
had war work, return to normal. By 
making the period 300 days he claims 
that the average resulting is not a 














true index of present conditions. He 
says that a fair conclusion may also be 








The Commonwealth Insurance Company of New York 


CECIL F. SHALLCROSS, President 76 William St., New York City 











Fire, Automobile, Windstorm, Sprinkler Leakage, Riot and 
Civil Commotion and Kindred Forms of Indemnity 











Through its field men and engineers the COMMONWEALTH is prepared to give expert service in co-operation with its agents 


everywhere in the United States. 











Asset, over $1,000,000.00 


The Indemnity Co. of America 


St. Louis, Mo. 












AUTOMOBILE INSURANCE In All Its Branches 







LIABILITY 
PROPERTY DAMAGE 
COLLISION 
FIRE 
THEFT 


FULL COVERAGE 
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H. C. WHALEN, Pres. A. S. BUZZE, Secy. 
, THE CENTRAL STATES FIRE 
INSURANCE COMPANY 
Wichita, Kansas 


Writing 
FIRE :: TORNADO :: HAIL :: AUTOMOBILE :: MARINE 
Entered 
KANSAS OKLAHOMA TEXAS 














The COLUMBIAN NATIONAL 


FIRE INSURANCE COMPANY 


DETROIT, MICH. 


ASSETS - - ma & 
SURPLUS TO POLICYHOLDERS - - - 


$1,765,472.60 
1,096,744.07 


LICENSED IN 
Michigan, Ohio, Pennsylvania, New Jersey, Illinois, Indiana, 
Wisconsin, Iowa, Minnesota, New York, Massachusetts, 
Rhode Island, Louisiana, California, 
Tennessee and Kansas 
A Reliable, Progressive Agency Company Representatives solicited 











H. M. BARFIELD H. S. BASSETT 


Sarretary 


CHARLES H. HARRADEN 
Managing Underwriter 


~ Buckeye National Fire 


Insurance Co. | 
Surplus to Policyholders ... . $149,508.34 











ECONOMIC MANAGEMENT MAKING SPLENDID PROGRESS 





OHIO AND MICHIGAN AGENTS WANTED! 








NATIONAL SECURITY FIRE INSURANCE COMPANY 


Reliable 


Service 


Western 
Progressive 


Conservative 
Prompt 


A Useful and Desirable Agency Company 


Agents wanted in Iowa, Kansas, Colorado, 
Wyoming and Nebraska 


Home Office: 1406 Farnam St. - - Omaha, Nebraska 








ANTHONY MATRE 


esident 


HENRY REIS, M. D. 
Vice-President 


JOSEPH BERNING 
ice-President 


DIRECTORS 
THOMAS E. GALLAGHER HENRY REIS, M. D. 
JAMES F. HOULEHAN JOSEPH BERNING 
DR. FELIX GAUDIN HUGH O'NEILL 


NAPOLEON PICARD 
y-Treas. 






NAPOLEON PICARD 
ANTHONY MATRE 
FRANCIS J. MATRE 


A good company for good agents 


MARQUETTE NATIONAL 


FIRE INSURANCE COMPANY 
INSURANCE EXCHANGE 


ASSETS OVER ONE MILLION CHICAGO, 











GEO. A. MOWRY 


Preise Twin City Fire Ins. Co. 
7. sgenaon | MINNEAPOLIS 
cede Capital $500,000 

















Capital Fire Insurance Company of California 
Agents wishing to represent a high class pregressive company, apply to 
BIERCE & SAGE Co., Michigan State Agents 
219-220-221 Hammond Bidg., Detroit 
Correspondence solicited for direct lines or re-insurance on mercantiles and special hazards where not represented 
Telephone, Cherry 5154 


Prompt Service 














reached by basing the average on the 
period which may have elapsed be- 
tween some fixed date since the sign- 
ing of the armistice and the date of 
the-loss. If companies do not thus 
protect themselves to meet the changed 
situation in industrial plants they are 
in danger of standing unnecessary 
losses, he believes. “Of course, after 
a year,” he says, “it will be all right 
to return to the old standard for aver- 
age. 





Meeting Set for Aug. 12 


A meeting of the Fire Prevention As- 
sociation and the Conservation Associa- 
tion of Michigan will be held in Detroit 
ug. 12 to organize the Conservation and 
Fire Prevention Association of Michigan 
along the lines recently proposed in Chi- 
cago. . 


Set Conservation Meeting Date 


The Illinois Conservation Association 
will remodel its organization, adopting 
plans suggested at the recent conserva- 
tion meeting in Chicago. A meeting for 
this purpose will be held at the Moraine 
Hotel, Highland Park, Ill., September 9. 


Wisconsin Garage Owners’ Mutual 


MILWAUKEE, WIS., Aug. 5.—The or- 
ganization of the Garage Owners’ Mu- 
tual of Wisconsin is .being-handled by 
George A. Jacobs of Janesville, manager 
of the Bowér City Mutual of that city 
and representative of the Citizens’ Mu- 
tual of Janesville; LaCrosse Mutual of 
LaCrosse, Wis., and Portage Mutual of 
Portage, Wis. The new mutual intends 
to follow closely the organization plan 
of the Retail Hardware and Retail 
Implement Dealers’ mutuals. It is being 
organized through the use of the Bower 
City Mutual, the intention being to re- 
insure the general business of this com- 
pany as soon ag the required amount of 
garage owners’ dusiness has heen writ- 
Len. 


Wisconsin State Fund 


The State Insurance Fund of Wiscon- 
sin shows as of Dec. 31, assets $155,523; 
surplus, $102,680; premium reserve, $52,- 
843; premiums last year, $94,947; losses, 
$31,879. 


To Continue Paris Agency 


Howard A. Archer of Paris, Ill., who 
has been appointed western agency 
superintendent of the Pacific and Bank- 
ers & Shippers, will have his official 
headquarters in Chicago as soon as he 
can get an office location. Mr. Archer 
is a well known local agent at Paris, 
ill, and will continue his agency. 


Interest in Achenbach’s Paper 


W. N. Achenbach of Detroit, Mich., 
special agent of the Aetna, who read a 
very valuable paper before the Michigan 
field men’s meeting at Mackinac, is re- 
ceiving many compliments on it as it was 
printed in the Michigan local agents’ 
number of The National Underwriter re- 
cently issued. This paper of course was 
not read at the agents’ meeting but local 
agents are interested in the viewpoint of 
the field men in commenting on the work 
of his own craft. 





Agree on Sisal Values 


INDIANAPOLIS, IND., Aug. 5.—In the 
sisal loss at Indianapolis which occur- 
red on July 1 the sound value which 
has been agreed upon is $303,302.78 and 
the loss and damage, $246,302.78. While 
the former figures are definitely fixed 
the latter item is subject to change, as 
the expense of salvaging about a third 
of the stock has been estimated at 
$15,000 and may be somewhat more or 
less when the final audit is made. 


Indiana Notes 


The Sterling Fire, Indianapolis, has de- 
clared a dividend of 3 per eent, payable 
September 1. 


Clinton D. Lasher, Indiana state agent 
of the Home, is spending a two weeks va- 
cation at Northport, Me. 


The Hoosier Cyclone Insurance Com- 
pan has been organized at Goshen, Ind., 
with the following directors: William H. 
Hout, I. L. Berkey, C. Ff. Hoover and Solo- 
mon Mishler. 

Huber Casey, a fireman at the dry clean- 
ing eStablishment of Gregg & Co., Indian- 
apolis, was arrested on a charge of arson, 
in causing two fires at the establishment. 
The plant has a still which cleans dirty 
gasoline. Detectives say Casey threw 








some of this gasoline on hot coals and 
on another occasion threw a cigarette into 
some of it, to see whether it would burn. 


The board of public works of South 
Bend, Ind., has prepared an ordinance for 
the city council authorizing an issue of 
$250,000 in bonds, which will provide 
funds for twenty miles of extensions of 
water mains. 

The Doak Company Agency at Terre 
Haute, Ind., has been sold to the Terre 
Haute Trust Company. The Doak agency, 
one of the oldest in the state, was*estab- 
lished in 1863. It has controlled a large 
business. Mr. Doak, who is a son of the 
tounder, retires to look after other busi- 
ness interests. 


Illinois Notes 


Walter Tanner, a local agent of Paris, 
Ill., died suddenly after a few days ill- 
ness of typhoid fever. Last-fall he had a 
severe attack of the influenza which left 
him in bad shape. He was a brother of 
Everett T. Tanner, state agent of the Se- 
curity of Connecticut and Reliance in Illi- 
nois. 


Wisconsin Notes 


The Wisconsin Retail Clothiers’ Asso- 
ciation, in convention at Milwaukee, voted 
in favor of organizing a mutual to write 
fire protection for members only. 


E. M. Allen, president of the National 
Association of Insurance Agents, who. is 
spending the summer at one of the Wis- 
consin lakes, will address the Milwaukee 
Board of Fire Underwriters next Monday 
afternoon. 

Louis G. Brechler, for seven years as- 
sistant cashier of the First National Bank 
of Fennimore, Wis., resigned August 1 to 
accept the position of secretary and treas- 
urer of the Neckerman Agency at Madi- 
son, writing general lines. Mr. Brechler 
enters upon his new duties August 15. 








NORTHWESTERN STATES 

















EDUCATIONAL COURSE GIVEN 


State Fire Marshal Nettleton Arranges 
to Give Week’s Training to 
the Firemen 


ST. PAUL, Minn., Aug. 6.—State 
Fire Marshal Nettleton has arranged 
for a school for firemen in connection 


‘with the state fire marshal’s office. The 


state fire marshal will offer a week’s 
training and schooling to two firemen 
from any point who desire to come 
here and take the course. The 
most modern methods of fire fight- 
ing will be taught. Some great ad- 
vancement has been made in fire fight- 
ing and Mr. Nettleton is, therefore, 
offering to the municipalities througn- 
out his state the valuable training that 
he is able to give. The expenses of 
the firemen during their course will be 
paid by their own city. 


Good Work in Minnesota 


MINNEAPOLIS, MINN., Aug. 5.—Sec- 
retary C. S. S. Miller of the National 
Association of Insurance Agents has 
completed his tour in this state, having 
visited the agents in the larger cities. 
His last important piece of work was at 
Duluth, having met with the agents 
there, advising them as to the organiza- 
tion of a local board. Karl Rieke, spe- 
cial agent of the National association, 
is still working in Minnesota and will 
be here for about two weeks more. He 
is now visiting the agents in the so 
ealled Range District, securing mem- 
bers for the Minnesota association. 

The Minnesota association a year ago 
had 53 members and now has 330 mem- 
bers. Some very excellent work has 
been done therefore along organization 
lines. 








North Dakota Organizing 


Secretary C. S. S. Miller of the National 
Association of Insurance Agents during 
his trip through Minnesota ran over to 
Fargo, N. D., for the purpose of helping 
the agents organize the North Dakota 
Association of Insurance Agents. A pre- 
liminary organization was started with 
R. T. Baker as president and R. D. War- 
ner as vice-president. 





New South Dakota Company 


SIOUX FALLS, S. D., Aug. 5.—For the 
purpose of writing insurance only on 
automobiles for the present, the Atlas 
National Insurance Company has been or- 
ganized in Sioux Falls with an author- 
ized capital of $200,000. It will carry a 
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Agents in Central and 
North Pacific States 
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AUTOMOBILE DEPT. 


HANOVER FIRE 


INSURANCE CO. 
NEWYORK CHICAGO SAN FRANC SCO 








ATTORNEYS & COUNSELORS AT LAW 
Suite 601 Register & Tribune Bldg. 
DES MOINES - - - - - IOWA 


fa 


HENRY E. SAMPSON 


For six years Assistant AttorneyGeneral of Iowa 
and Special Counsel of the Commissioner 
of Insurance 


SIDNEY J. DILLON 





SAMPSON & DILLON 


surplus of $100,000; all of the stock has 
been subscribed. 

Among its directors are well known 
business men of Sioux Falls; including 
W. B. Sharp, president of the Security 
National bank; Z. A. Hazard, manager 
Sioux Falls Mutual Fire; H. E. Judge, 
president of the same company; F. H. 
‘Wollister, capitalist and formerly presi- 
dent of the Van Brunt Overland Com- 


»any; C. W. Thompson, auto dealer and 


distributor; and W. H. T. Foster, owner 
and manager of the Morrell Packing 
Company. 

A little later other lines of insurance 
are to be added. 


Conservation Association Revised 


At a meeting held in Minneapolis last 
Monday, the Conservation Association 
of Minnesota was reorganized as the 
Conservation and Fire Prevention As- 
sociation of Minnesota to conform with 
the movement taking place to national- 
ize and enlarge conservation inspection 
work. Louis L. Law of the London As- 
surance who was chairman of the old 
Conservation Association was elected 
president of the new organization. H. 
M. Giles, northwestern manager of a 
number of mill and elevator mutual 
companies ‘was. chosen. vice-president 
and William H. Zingg of the Boston, sec- 
retary-treasurer. An executive commit- 
tee of four will be appointed shortly by 
the president. Mr. Law presided at the 
meeting and talks were made by James 
F. Joseph, secretary of the Chicago ad- 
visory committee, and George H. Nettle- 
ton, Minnesota state fire marshal. There 
was a full attendance at the meeting. 








THE MISSOURI VALLEY 




















ISSUES REPORT ON IOWA LOSS 


National Inspection Company’s Con- 
clusions on Douglas Starch Works 
at Cedar Rapids, Ia. 


Joseph G. Hubbell, manager of the 

National Inspection Company of Chi- 
cago, has issued a report on the Doug- 
las Starch Work’s plant explosion 
which occurred at Cedar Rapids, Iowa, 
on May 22. Mr. Hubbell arrives at 
the conclusion that this explosion did 
not involve all the dry starch depart- 
ments and that evidently it took place 
also in the wet process buildings in 
which there was some dry starch. His 
report states that the explosion was 
of a progressive character, the place of 
origin being somewhat in doubt. Con- 
cerning the cause of the explosion the 
report states: 
A number of underwriting suggestions 
and ideas for the control of starch ex- 
plosions are submitted by Mr. Hubbell 
important among them being: 

“As dry starch grinding is known to 
be the most prolific cause of starch dust 
explosions, it is clear this operation in 
all starch plants should be conducted in 
detached buildings not connected with 
any other buildings by conveyors, spouts, 
elevators, passageways or any other en- 
closed space through which a draft or 
dust cloud can be set up or an impulse 
propelled into other buildings or along 
which flames may flash or burning stock 
be conveyed to other sections. If not so 
separated such connected sections should 
be regarded as subject to one possible 
blow up with the grinding department. 

“All dry starch buildings engaged in 
different operations, and finished dry 
fstarch warehouses, should be _ sepa- 
rated so that there is no chance of an 
explosion in any one producing a dust 
cloud in another or of propelling a dust 
tloud into another or of communicating 
flame thereto at a time when the jar of 
explosion in one may have stirred up a 
fdust cloud in another. Dry starch packed 
gcods warehouses are not likely to origi- 
nate explosions, but, because of character 
of contents, would certainly be able to 
pick up and extend an explosion coming 
into them from other sections. For that 
reason they should be detached. 

“All material handled between dry 
starch handling, milling, packing or stor- 
age sections should be conveyed only by 
carts on trucking ways which may have 
shelter roofs but should never have en- 
closed sides.” 

It is now ascertained that  pro- 
jecting air blasts through the doors 











and conveyors connecting these sections. 


filled them with a starch dust cloud 


caused by smashing and upsetting of 
conveyors, packages, bins, trays, etc., 
land went to the end with increasing 
speed and compression until the building 
structure gave way. 

“It seems clear that, as these explo- 
sions are initiated almost entirely by | 
manufacturing opera.ions having to do 
with dry siarch, the grinding mill was 
probably the cause here. It is clear that | 
proximity of this mill to other depart- | 
men.s and its connection to these by 
spouts, conveyors and doorways afforded 
an easy avenue of spread for drafts and 
ignition. 


STOCK SOON ON THE MARKET 
Plans of the Service Fire That Is Now 
Being Organized at 
Topeka, Kan. 





TOPEKA, KANS., Aug. 4.—D. D. 
Alderman, general agent of the Far- 
mers Crop Insurance Company of this 
city, has been chosen president of the 
new Service Fire that is being organ- 
ized here. Mr. Alderman has beea 
active in the hail business for the last 
eighteen years. R. G. Reynolds is sec- 
retary and treasurer of the Service 
Fire. He was an incorporator of the 
Capital Live Stock of this city and 
mained with the company until January 
of this year, serving as secretary and 
later as vice-president. Since he left 
the Capital Live Stock he has been 
agency manager of the Farmers Crop 
which is a mutual company that was 
organized under the direction of Mr. 
Alderman. 

H. E. Drum, state agent of the Great 
American, is a director of the Service 
Fire, as is William R. Falkiner, a well 
known local agent here. E. P. Snow- 
den, another director of Denver, has 
been in the life insurance business. 
Mr. Alderman and Mr. Reynolds were 
fiscal agents of the Capital Live Stock 
and the Preferred Risk Fire. They 
believe that there is ample room for 
another good live fire company in Kan- 
sas. Mr. Alderman, the president, is 
also president of the Bankers Mort- 
gage Company of Denver and is also 
a stockholder in the Preferred Risk 
Fire. The capital stock of the Service 
Fire will be $250,000 and the stock will 
be put on the market within the next 
30 days. It is felt that the company 
will be ready for business by Jan. 
It will do a direct agency business, 
writing all regular lines and hail and 
automobile. 


Buys Omaha Agency 


Royal L. Stewart, formerly of Tecum- 
seh, Neb., at one time in the banking 
business at that point and a member of 
the Stewart Brothers Investment Com- 
pany, has purchased the Osborne-Hall- 
gren Insurance Agency at Omaha, Neb. 
The agency will now be known as the 


in the Omaha National Bank building. 


Federated Fire Chartered 


Royal L. Stewart & Co., and has offices | 





Examiner 


Situation wanted by an experienced fire under- 
writer with ten years experience as an assistant 
examiner. Desire position as examiner or assist- 
ant. Address89-A,care The National Underwriter. 








Young man with thorough knowledge 
Liability and Casualty business, also 
some Surety experience, now employed 
in Home Office large company as Manager Lia- 
bility Department, desires to make change. 
Several years experience in General Agency. 
Address 88-Z, care The National Underwriter 











AGENCY FOR SALE 


Local agency in Eastern Iowa, producing from 
$15,000 to $20,000 in annual premiums. Alive 
and in the best of condition. Good reasons for 
selling. Address 87-Y, care The National Un- 


derwriter. 








GOOD MAN WANTED 


Field Supervisor of producing ability to 
work with banker agents in agricultural 
communities in Minnesota. Salary and ex- 
penses. Security Life Insurance Company, 
Endicott Building, St. Paul, Minn. 














FIELD MAN WANTED. 


For western state by (Fire) Company | 
well planted in Union Agencies. Good 


opportunity for right man. Answer stat- 
ing experience, age and salary expected. Address 


92-D care The National Underwriter. 








INSURANCE STOCKS 
BOUGHT AND SOLD 


uotations Furnished 


BABCOCK, RUSHTON & COMPANY 


137 So. La Salle St. Central 8900 
CHICAGO 








Capable Adjuster 
WANTED — Adjuster capable of hand- 
ling fire and automobile losses. Ex- 
cellent connection. Address 84-U, 
care The National Underwriter, giving 
age, experience and references. 








FIELD MEN WANTED 


Experienced field men in surety and 
casualty lines might be able to form 
advantageous connections by address- 
ing Box 845, Omaha, Nebraska, stating 


experience and salary desired. 











MASON CITY, ITA., Aug. 5—The Feder- 
ated Fire, with $500,000 capital and 


attorney, is president. W. S. Hazard, 
vice-president of the Hawkeye Fire, is 
first vice-president of the new company, 
with J. N. Johnson of Belmond as second 
vice-president, A. H. Gale, supreme treas- 
urer of the M. B. A., as’ secretary, and 
J. A. Parden, cashier of the City National 
Bank of Mason City, treasurer. 

The company plans to do a reinsurance 
business and does not intend to enter the 
direct writing field. Mr. Hazard will be 
in direct charge of the underwriting. 


Paint Blamed for Explosion 


DES MOINES, IA., Aug. 5.—Paint ex- 
ploded and wrecked the plant of the Na- 
tional Vuleanizing company of Des 
Moines according to the official report of 
adjusters filed with Qeorge Newman, 
manager of the Western Adjustment 
Company in Des Moines. The report set- 
tles a controversy between local concerns 
selling oxygen tanks and ascetylene 





.j tanks. 


tanks, both of whom contended that the 
explosion could not have come from such 
The adjusters find that cement 
paint, containing gasoline, became pock- 


headquarters at Mason City, has received | 
its charter. E. G. Dunn, who has had ; 
considerable experience as an insurance | 





4 STRICTLY FIREPROOF 
NEW HOTEL 


BREVOORT 


Chicago, Illinois 
On Madison St., near LaSalle 


One minute from the 
Insurance District 


The Patronage of In- 
surance Men !s 
Solicited $ 


Laurence R. Adams , Sec’y and Mgr. 

















WHEELING FIRE 
INSURANCE COMPANY 
OF WHEELING, W. VA. 
Organized in 1867 

Cash Capital $200,000 
Assets $624,780 Net Surplus $151,269 
WM. F. STIFEL, Pee. 

F. RIESTER, oO. B.S RAUCH, 
Sec ~~ 
WM. v. FISCHER, a Ae hate 
E. A. KEELER 


714 Hippodrome ‘Sao. a Ohio 
Special Agent for Ohio, Indiana and Penna. 
Herrick & Auerbach, ob or igeca 

Western hg 


Insurance Exchange B Ctiindiin, Ti. 
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407 RIALTO'’BU 
KANSAS CITy, Mo. 








BUILDING 

























It ie the Age of the Specialist. 


The Security Automobile Mutual Ins. Co. 


YOUNGSTOWN, OHIO 


Our Specialty is Automobile Insurance. 


Organized under and supervised by the Ohio Insurance Department 
To Ohio Agents: Give us your Automobile business! 
Agents wanted where not represented 











eted in the plant and the flames from a 
nearby blow pipe did the rest. 





Asks Sprinklered Risk Schedule 


TOPEKA, KAN., Aug. 5.—Commis- 
sioner Travis has demanded that all the 
fire companies writing sprinklered risks 
in this state file with the department at 
once the basis schedule for the rates for 
this class of business. It seems that 
the companies have never made up a 
basis schedule for sprinklered risks. 
Some of the companies assert that they 
have no basis schedule, fixing the rate 
on a percentage of the ordinary rates for 
a similar structure used for similar pur- 
poses. A few of the companies assert 





Position open in the states 
of Illinois and Indiana, for 
a Special Agent, for an old 
established company writing farm 
and mercantile business. All re- 
plies held confidential. Address 
91-C, care The National Underwriter. 




















NEW YORK 


**One of the Giants”’ 


CHICAGO 


P.D.McGREGOR, - |-  - 
W. 


McCULLOUGH, - 


INS. CO. OF AMERICA 


OU KEN 


Western Department 


reer - - Assistant Manager 


STATEMENT JANUARY 1, 1919 
ASSETS yp fatst ¥2"sis LIABILITIES 
U.S, Liberty Loan Bonds «:...-... $2,025,000.00 | |, Premium 
—.... es 1,125,735.84 ga $6,162,361.72 
wl f Municipalities 2232.27.16 
Bee eT Rackocie  Nuunicipalities 771650067 | Losees. in the Course of 
Guaranteed Stocks of Railroads ....  1,622,093.50 Adjustment ..... 989,574.90 
Preferred Stocks of Railroads ...... 275,635.00 encaalaiaatiie 
‘ Re ;, 
ae et Liabilities.....-. 644,763.63 
ortgages .... $ 62,000.00 21795500077 
Cech eS one SEAN HEMET | Copiest Stock ....... . «_2,000,000.00 
Hlieal.. cc0s-00 927,503.43 $9,796.700.25 
Premiums in Co ee 
peers llestion «174,819.13 van 
ccrued Interest a: Net Surplus beyond Capital and a 
other Awets =. _ 2665519.29 243084185 | Linblitiee nsec tensecnseene $4,660,450.04 
Manager | en Qe ese ccis oiLiabiltiy ° Or 77173. | Net Surplus to Policy Holders....... $6,660,450.04 
TOTAL ADMITTED ASSETS $14,457,150.29 
Agency Supt. *Security valuations on basis fixed by National Convention of Insurance Commissioners. 

































The Leading Fire 


Fire, Tornado 


P. W. CADMAN, Asst. Mgr. 


Company of the World 


Not Here for a Day 
But for All Time 
INSURANCE COMPANY, Limited 


Assets in United States $18,269,657 


Invested in the highest grade of American Securities and held in trust for sole protection of 
American Policy Holders by United States Insurance Departments and United States Trustees. 





WESTERN DEPARTMENT, ROYAL INSURANCE BUILDING, CHICAGO 


GEORGE W. LAW, Manager 


Sprinkler Leakage, Automobiles 


L. C. STARK, Genl. Adj. 
























1849 


THREE SCORE YEARS AND TEN—A LONG 
AND HONOURABLE RECORD 


THE WESTERN INSURANCE COMPANY 


OF PITTSBURGH 


THE OLDEST FIRE INSURANCE COMPANY WEST OF THE ALLEGHANY MOUNTAINS 


JOHN D. MILLER, Secretary and Treasurer 


1919 







































GLOBE NATION 


REINSURANCE ONLY 


AL FIRE INSURANCE CO. 


SIOUX CITY, IOWA 


Paid Up Capital, $1,000,000.00 i 
EDD G. DOERFLER, Secretary and General Manager siislas 
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that the experience has not been suffi- 
cient to build a basis table. 





Conservation Meeting Sept. 16 


The meeting of the Missouri Conserva- 
tion Association for the purpose of 
changing the name of the organization 
to the Conservation and Fire Prevention 
Association of Missouri and remodeling 
it to conform with the plans being 
adopted in other states will be held at 
Excelsior Springs, Mo., Sept. 16-17. 





Equity Mutual Closed Up 


The affairs of the defunct Equity 
Mutual of Sioux City, Ia., were closed 
last week when C. C. Hamilton, receiver, 
was ordered to declare a 19 percent divi- 
dend to all approved creditors. Mr. Ham- 
ilton was appointed the receiver of the 
company two years ago. At that time 
there were $72,000 in claims against the 
company. Of these, $32,155 were allowed 
by the court. ; 





Kansas Men’s Meeting 


Kansas field men will meet at Topeka, 
Aug. 12, to organize the Fire Prevention 
& Conservation Association of Kansas. 





Plan Blue Goose Function 


The Missouri-Kansas Pond of the Blue 
Goose will hold its next meeting at Kan- 
sas City Sept. 16-17. This meeting will 
probably be well attended in view of the 
large number of candidates to be in- 
itiated, and also the fact that all of the 
field men with headquarters at St. Louis, 
will be in Kansas City at that time to 
attend the meeting of the dissolution of 
the Missouri Fire Prevention Association 
and the organization of the Conservation 
& Fire Prevertion Association of Mis- 
souri. The Missouri-Kansas Pond has 
the reputation of furnishing high class 
entertainment at all of their meetings 
and this affair will be particularly in 
teresting. 





Kansas Notes 


W. D. MacAllister is now a member of 
the firm of Roseberry & MacAllister at 
Arkansas City, Kan. 

Charles C. Mellies of Johnson & Mel- 
lies, local agents at Ellinwood, Kan., died 
recently and the agency is now in charge 
of D. C. Johnson alone. 

The Special Agents Oil & Gas Company 
has struck its third oil well near Girard, 
Kan. This company has been heavily in- 
vested in by the field men of Kansas. 
Harmon E. Drum, state agent of the Twin 
City Fire, is secretary and treasurer of 
the organization, which now has a daily 
output of 200 barrels. 





Iowa Notes 


A grain elevator fire in Iowa at Maple- 
ton caused loss estimated at $20,000. 


E. H. Warner, Iowa state agent for the 
London Assurance in Iowa and Nebraska, 
who is leaving the Des Moines field to be- 
come secretary of the new automobile 
company just forming at Mason City, is 
wielder of the goose quill for the Iowa 
Blue Goose. It is thought that his re- 
moval to Mason City will result in his res- 
ignation from that office. 





Nebraska Notes 


W. C. Lyle, Nebraska agent for the St. 
Paul ‘Fire & Marine, has returned from 
eatching trout in yoming. ‘ 

Horace M. Higgins, Omaha local agent, 
has just returned from Seattle, Wash., 
where he spent his vacation. 

F. T. B. Martin of Martin Brothers & 
Co., local agents, Omaha, Neb., has gone 
to the Rocky Mountains for a vacation. 





Missouri Notes 


Bales & Hogsett, one of the oldest local 
agencies in Kansas City, Mo., have secured 
the sole agency of the Pennsylvania Fire. 
The Pennsylvania has not been repre- 
sented in Kansas City for some time, hav- 
ing withdrawn about a year ago. 

John T. Ricketts, one of the oldest local 
agents at Mexico, Mo., died suddenly the 
other day. J. Nesbit Livingston had ac- 
quired a half interest in the agency, but 
did not intend to become active until Sep- 
tember 1. However, he is now in charge. 

By selling 100 lots which will be turned 
over to it by the city, Jefferson City, Mo., 
fire department will have sufficient funds 
to purchase a standard make triple com- 
bination pumper. At present the depart- 
ment is equipped only with the Seagrave 
hose and chemical wagon purchased seven 
years ago. 


One solicitor alone “put. on 99 new indi- 
vidual subscriptions to the Casualty Re- 
view last month just by showing the paper 
to accident and health men. Why don't 
you send to 1362 Insurance Exchange, 
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MANSFIELD,OHIO. 


SCOTT RUTLEDGE, President 





Our Policy Holders Know Why 





The Great American 


has grown so rapidly. We give them the kind 
of insurance they want and can afford to have. 
Full protection at cost. 
write our 


F. B. BLACK, Pres. 


7 on FARMERSMUT TUAL 


= HAIL [NSURAN 


Agents find it easy to 


Automobile and Health 
and Accident Insurance 
Write us for terms 


H. R. ENDLY, Sec’y. HOME OFFICE o @ 
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THE LARGEST AND LOWEST PRICED HAIL INSURANCE ASSOC 
IN THE WORLD. INSURES GROWING CROPS een” 


cE Asst 


or lowA~ 


= DES MOINES, IOWA 

















GRAND RAPIDS MERCHANTS MUTUAL FIRE INSURANCE COMPANY 


325-28 HOUSEMAN BUILDING, GRAND RAPIDS, MICH. 
A Clean Company Opercting in Michigan Only 


ANTHONY KLAASEN, Pres. WM. A. HAAN, Secy. 


PAUL HOEKSTRA, Treas. F. J. MARTIN, Pres. 











act, AMERICAN MUTUAL INSURANCE COMPANY 


Agents Wanted in Ohio, Indiana and Illinois 
FIRE, TORNADO, AUTOMOBILE and MARINE 
J. W. McGINETY, Secretary. | 


The Leading Mutual Fire Insurance Company on the Pacific Coast 


Northwestern Mutual 
Fire Association 


H. K. DENT, V. Pres. 
Chicago Representative, JAMES S. KEMPER, Lumber Exchange Building 


M. D. L. RHODES, Sup 








MAIN OFFICES, CENTRAL BUILDING, SEATTLE, WASH. 











Indiana Pythian Bldg., Indianapolis 











—The Original tony : 
ncorpora 
THE RETAIL DRUGGISTS’ MUTUAL FIRE INSURANCE COMPANY 
Cincinnati, Ohio, 81 Atlas Bank Bldg. 
Total Assets $282,855.70. Operating orily in Ohio and Indiana 
ROBT. GROENLAND., Treas 


LIP LEHR, Pres. 
— *® Special Agent: C. C. FELTS, Ft. Wayne, land. 


gists’ Fire Insurance Company— 


| WRITE 
| TODAY 


C. L. McINTIRE, Secy. 


LIVE AGENTS WANTED 
| _TO WRITE HAIL AND CYCLONE. INSURANCE. 
| TERRITORY OPEN IN ALL NORTHWEST STATES. 
od 090 TWENTY PER CENT COMMISSION. 


ST. PAUL MUTUAL HAIL & CYCLONE INS. CO. 
805-6 Pioneer Bldg., St. Paul, Minn. 
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Indiana Mutual Automobile Insurance Company 





agents. 


LA PORTE, INDIANA. 
We specialize on Automobile Insurance (full coverage). 
If you are not getting this Home Office service let us tell you more. 








It means service to our 


F. C. BREWER, Sec. and Treas. a A. C. CUMMINS, President 


Richland Mutual Insurance Company 
MANSFIELD, OHIO 
Incorporated 1850 
TOTAL ASSETS - - - - - - $2,486,445.48 
BUSINESS CONFINED TO OHIO 











OHIO UNDERWRITERS MUTUAL FIRE INS. CO. “*S:35" 


Organized 1903 Cash Surplus Over $50,000.00 


Conservatively Managed 


KNOX MUTUAL INSURANCE CO. 





Incorporated 1838 


C. M. PURMORT, Secretary B. M. ALLEN, President 








Home Offices, 


Suite 804 Merchants Bank 
ndianapolis 


“Fire Insurance as You Would Write It’® 


The Merchants Fire Insurance Co. of Indiana 

(A Stock Compan: 

The Indiana a Merchants ‘Mutual Fire Ins. Co. 
Mutual Company) 

Both Companies oan same management in the same office, 


MT. VERNON, OHIO 


SURPLUS OVER $200,000.00 
Business Confined to Ohio 


H. S. JENNINGS, Secretary 
] 








R. SMITH, Secretary | 





Total Cash Assets $300,319.63 





Ralph B. Clark, 
Secretary & 





Mg. J.R. VERNON, President 


Nearly Fifty Years of success under same managemen} 


INCORPORATED 1876 


THE OHIO MUTUAL FIRE INSURANCE CO. 
SALEM, OHIO 
Losses Paid Since Organization, $1,252,848.24 


Net Cash Surplus $221,123.76 


J. AMBLER, Secretary 











Dayton 


Insurance Co., 


Mutual Fire 


DAYTON 
OHIO 


B. C. COLEMAN, Secy. 


Conservative and Careful 


Managemeut 


AGEN1S WANTED 
Address Home Office. 





THE AUTO OWNER WANTS fice cnet eascn we write it the way we do. 
THE AGENT WANTS: THE SAME KIND 


That’s another reason 


MID-WEST $urust surOMoens msmeury assoc ysTion 








MINSTER MUTUAL FIRE 


INSURANCE CO. Inc. 1849 MINSTER, OHIO 


J. B. RATERMAN, President JOS. E. SCHMIEDER, Secretary 
VERNON B. ARNOLD, Special Agent, Lima, Ohio 








Columbiana County 


Mutual Fire Ins. Co. 


Lisbon, O. 
1837 


Wm. Hostetter, Sec. and Treas. 


Ohio’s oldest company doing a | 


general business. 


Our contracts have been good for 
three fourths of a century and are 
still good. 























Low Rates on Automobile Insurance 


While Manufacturers of Automobiles are increasing 
their prices, our rates remain the same. 
Standard fire and theft floaters 
Broad Policy and Liberal Commissions 
An Attractive Proposition for Indiana and Ohio Agents 


UNION MUTUAL INSURANCE COMPANY 


- Rentschler Building 


HAMILTON, OHIO 











E. J. Forney, Pres. J. M. Cook, Sec’y 
Incorporated 1873 


Mansfield Mutual 


Fire Insurance Company 
OF MANSFIELD, OHIO 


Insurance = $8,918.528.00 
Total Assets 472,284.09 





An Agency Company | 
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CASH CAPITAL $839,580.00 


LEVELAND NATIONAL 


FIRE INSURANCE COMPANY pues 
CLEVELAND, OHIO ai 


APPLICATIONS FOR AGENCIES DESIRED 


E. KIMBALL 
PRESIDENT 


ARCHIBALD KEMP 
SECRETARY -TREASURER 
& MANAGING UNDER- 
WRITER 





ASSETS 
$1,662,212.57 






















FRED. S. JAMES GEO. W. BLOSSOM WM. A. BLODGETT 


FRED. S. JAMES & CO. 


Chicago New York San Francisco 
United States Managers 


General Fire Assurance Co.—Paris. Organized 1819 
Urbaine Fire Insurance Co.—Paris. Organized 1838 
Eagle, Star & British Dominions Ins. Co.—London. 1807 


Agency Superintendents 


123 William Street 
New York 


CARROLL L. De WITT P. A. COSGROVE 
















F.C. VAN DUSEN, President JOHN D. McMILLAN, Vice-President 


FIRE AND 


Minneapolis sae‘xe Insurance Company 


MINNEAPOLIS, MINNESOTA 


WALTER C. LEACH, Secy, 


This company will be glad to receive agency applications and will take up with union offices the question of its repre- 
sentation. 


The underwriters are former field men who had had long experience in agency operations. 


There are many striking features in the Minneapolis F. & M. which make it attractive. We can tell them to an 

















F. H. Hawley, President W. E. Haines, Secretary 
71ST ANNUAL STATEMENT OF THE 


Ohio Farmers Insurance Co. 


LE ROY, OHIO 


RB Eins cs wise wns ie ee $4,632,142 
ee re rrr er eee 
Reserve for Reinsurance...........ss002+++ 2,845,381 
Increase ............ «5 6d6eeielnie Serica Bese eteu oD 
Net SUrplus ...... ..ccceccccessccescccccesve dyeIytOe 
Increase ........... Se Pe eee er 26,280 











NORTH BRANCH FIRE. comeany’ SUNBURY, PA. 


Incorporated 1911 Capital $500,000 Net Surplus $160,493.14 Assets $1,392,556.14 


CITY cmay OF PENNA., PITTSBURGH 


Incorporated 1870 Capital $250,000 Net Surplus $68,381.07 Assets $660,328.77 


PITTSBURGH FIRE comeaxy. PITTSBURGH, PA. 


Incorporated 1851 Capital $200,000 Net Surplus $116,057.35 Assets $644,677.62 


























(Established in 1782) Head Office: 


PHOENIX ASSURANCE COMPANY, Ltd. “sx2rex 


OF LONDON Marine and Automobile Dept: 


si Ciinpaiey Tes egicel taesar tae Mieag Use ded Oieipg alias Pile: Van ig pee 
Company has special facilities for handling Use an pancy, Explosion, Profits, Traction, Pacifie Department: 

Sprinkler Leakage, Street Car, Power Plants, Inter-urban Properties, Gas and Electric Light Plants, Sprinklered c a 
Risks and so es <li service in furnished agents by experts. 343 Sansome St., San Francisco 








SOUTHWESTERN FIELD 




















WILL GO FOR 1921 MEETING 





Texas Agents Want the National Asso- 
ciation to Hold Convention in 
That State 





DALLAS, TEX., Aug. 5—The 
Texas Association of Insurance Agents 
is planning to get the National Asso- 
ciation of Insurance Agents to hold its 
1921 convention in that state. The con- 
vention this year will be held at Louis- 
ville. The Texas agents feel that the 
convention next year should go to a 
northern city but are going to hold out 
big inducements for the year after. The 
Texas association is one of the strong- 
est in the country. It has the most 
forceful and prominent agents in the 
state in its membership. The mem- 
bers believe that the National associa- 
tion can do Texas much good and per- 
haps Texas can do the National asso- 
ciation some good if a convention were 
held within its domain. 


Crude Petroleum Schedule 


The new schedule for rating crude 
petroleum tanks and contents has now 


siderable change in this schedule. One 
of the main changes is the increase of 
he storage period from 3 to 12 months. 
Where a foam type chemical extin- 
guisher system is used it allows credit for 
coinsurance in addition to credit for this 
extinguisher. The basis on which this 
is granted is that there is chance for 
good salvage in case the foam system is 
used. 





Buddy in Field Work 


Lieut. Robert S. Buddy, who served on 
the general staff of the Nintieth Division, 
has returned from overseas after sev- 
eral months with the army of occupa- 
tion. Lieut. Buddy, who was formerly 
cennected with John S. Aldehoff & Co. 
at Dallas, has accepted a position as spe- 
cial agent for Beers, Kenison & Co., gen- 
eral agents at Galveston, Tex. 





Foster in Local Business 


W. L. Foster of Fort Worth, Tex., 
state agent of the United States Fire 
and North River, has resigned and en- 
tered the local agency business, being 
associated with Schuyler French of 
Ranger, Tex. 





Oklahoma Association Organized 


OKLAHOMA CITY, OKLA., Aug. 5—In 
line with the plans endorsed at the re- 
cent Chicago conference, the new Con- 
servation and Fire Prevention Associa- 
tion of Oklahoma was organized at a 
meeting here last week. Officers are: 

President, H. C. Seitz, American Cen- 
tral. 

Vice-president, H. .—E. Benson, Fire- 
men’s. 

Secretary-treasurer, D. M. Murchison, 
National Union. : 

The executive committee is composed 
of Fred F. Thompson, North British & 
Mercantile; Stanley R. Bruce, Hartford; 
i. E. Clinger, Queen, and A. M. Neilson, 
Pennsylvania. 

A. L. Welch, insurance commissioner; 
John: Connolly, state fire marshal; C. E. 
Gafford, secretary of the insurance 
‘board; Governor Robertson and G. B. Rit- 
tenhouse, insurance attorney, were made 
associate members. 





American Marine Chartered 


AUSTIN, TEX., Aug. 5—The Texas 
attorney general approved and the com- 
missioner of insurance and banking 
filed the charter of the American Marine 
of Galveston; capital stock, $200,000, all 
paid in; purpose, to write all marine 
lines. Incorporators, S. E. Kempner, J. 
F. Seisheimer and T. J. Anderson. The 
company is being examined preparatory 
to issuance of license. It is backed by 
the American Indemnity interests. 

A Spanish marine company is soon to 
enter Texas and will make -its deposit 
in Texas to operate in the United States. 
It will have principal office in Galveston 
and will be the only foreign marine com- 
peny which has ever made a deposit in 
Texas and used that state as headquart- 








ers in this country. 
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Fuller Working in Oklahoma 


Thomas Fuller, special agent of the 
National Association of Insurance 
Agents, is now working in Oklahoma, 
securing members for the state associa- 
tion and creating favorable association 
sentiment. Mr. Fuller was formerly a 
local agent at Laurel, Miss. 


Texas Notes 


R. R. McDoweil of the Rochester Un- 
derwriters in Texas is spending his vaca- 
tion in Manitou, Colo. 

T. L. Monagan, state agent of the Phoe- 
nix Assurance in Texas, has been visiting 
his head office in New York. 

The local agency of R. M. Kasling at 
Hughes Springs, Texas, has been sold to 
George C. Jones and Robert Gibson. 

Special Agent Edward Wright, J. A. 
Brackney and W. Scott Clarke have gone 
to Hartford to visit the home office of 
the Aetna. 


The city commission of San Antonio has 
passed an ordinance regulating gasoline 
storage tank installation, and limiting the 
capacity of containers at filling stations 
to ten barrels. 

J. L. Parker of the Electra Insurance 
agency, Electra, Texas, has sold his in- 
terest in his agency to C. L. Aven. Mr. 
Parker, who was mayor of Electra, has 
entered the automobile business in Fort 
Worth. 


San Angelo is to construct and operate 
its own water, light and power plant. 
The city of San Angelo last March voted 
$590,000 in bonds, either for the purchase 
of the old plant or the building of a new 
system. 








THE SOUTHERN STATES 

















HEARS PROTEST OF AGENTS 


Louisville Locals Want Embargo 
Placed Against Field Men on 
Rate Make-Ups 


LOUISVILLE, KY., Aug. 4.—Man- 
ager Parker of the Kentucky Actuarial 
Bureau had a conference here today 
with some of the Louisville local agents 
constituting the conference committee 
of the local board and some of the 
field men, regarding the practice of 
field men asking for the rate make-up 
and other rating information about 
risks. The Louisville agents desired 
the Kentucky Actuarial Bureau to rule 
that the field men were not entitled 
to this information. However, the mat- 
ter was taken up with the subscribers 
actuarial committee who decided that 
the field men were entitled to this. 
Some of the local agents are very 
much opposed to it and are endeavor- 
ing to press the matter still further. 


To Organize Kentucky Firemen 


LOUISVILLE, KY., Aug. 5.—E. M. Hite, 
chief deputy in the state fire marshal’s 
office, has sent out letters to every fire 
chief in the state calling on them ito 
come to Louisville on Sept. 10 to 12, for 
the purpose of organizing a conserva- 
tion organization to co-operate with the 
Conservation and Fire Prevention Asso- 
ciation of Kentucky in an effort to put 
down losses. It is planned t» have the 
chiefs in Louisville at the same time 
that the Conservation AsSociation meets, 
and the special agents meet, there being 
prospect of a joint meeting of all ir- 
terests. It is also planned to organize 
local unions in various cities of the 
state, with the firemen, leading business 
men, underwriters, etc., as local mem- 
bers. An effort is being made to ar- 
range a big display of fire fighting equip- 
ment. 


Commissary Rates Changed 


LOUISVILLE, KY., Aug. 5.—Agents 
writing coal property risks throughout 
the widely separated coal mining dis- 
tricts of Kentucky have been throwr up 
in the air by another political play of 
Superintendent of Ratings N. O. Gray, 
who circularized the coal trade, stating 
in the circular that the underwriters had 
reduced exorbitant rates on coal com- 
missaries, and that the coal men were 
entitled to rebates paid on former rat- 
ings. Local agents began writing in at 
once in an effort to find out what Gray 
was driving at. 

It seems that commissaries were orig- 
inally rated on a-$1.45 basis on the state 
table, while other coal properties such 
as power plants, screen houses, fan 
houses,. tipples, ete., were rated at $1.22. 
There has long been a contention for the 


dealers, brokers and merchants to the 


same rating on commissary stores as on 
mine property. Finally the underwriters 
issued a bulletin carrying a reduction 
on commissaries to the same rate as coal 
property, $1.22. 


Warning Issued on Matches 


RALEIGH, N. C., Aug. 5—Numerous 
complaints are coming from different 
sections of the state in regard to the 
character of matches being offered for 
sale, and the insurance commissioner is 
directing the attention of wholesale 


fact that while the state law provides 
that only safety matches as prescribed 
by the law can be sold in this state, it 
does not allow the placing upon the 
market of any but first class matches. 


Tobacco Loss Adjusted 


RICHMOND, VA., Aug. 5.—The loss on 
the stock of the Imperial tobacco ware- 
house destroyed by fire June 30 in Nor- 
folk has been adjusted at $2,421,601.07 
which is 79.5 per cent of the total cover 
of $3,045,540. It was a total loss but the: 
companies were saved the difference be- 
tween these two amounts as a result of 
considerable stock being removed from 
the warehouse a day or so before the 
fire. The loss on the building is yet to 
be adjusted. 


Standing ‘Committee Named 


The South Eastern Underwriters Asso- 
ciation has appointed a committee of 
conference with local agents composed 
or the following: S. Y. Tupper, H. R. 
Bush, Clarence F. Low, George C. Long, 
and W. R. Prescott. The purpose of the 
committee will be to bring into close 
touch the recognized national and state 
associations of local agents with the 
company management in the south. 


Virginia Notes 


S. M. Brooks and G. L. Richardson have 
formed a local agency partnership in 
Richmond, Va., under the style of Brooks 
& Richardson. They will represent the 
Milwaukee Mechanics and the Travelers. 
Mr. Brooks was formerly the head of an 
agency known as S. M. Brooks & Co. 


Tennessee Notes 


The Moury & Stout general agency of 
Memphis, Tenn., has incorporated as the 
Moury-Stout Company with a capital of 
$25,000, the incorporators being R. M. 
Moury, I. H. Stout, J. V. Humphreys, L. 
W. Taylor and O. H. Cleveland. 





Kentucky Notes 


The German Mutual Fire has filed 
amended articles in Louisville changing 





Great American 
Susurance Company 


New Dork 


ORGANIZED IN 1872 


STATEMENT JANUARY 1, 1919 
CAPITAL 


$5,000,000.00 


RESERVE FOR ALL OTHER LIABILITIES 


$15,231,512.92 


NET SURPLUS 


$10,619,509.09 


ASSETS 


$30,851,022.01' 


“includes $134,574.96 excess deposit in Canada. 


Western Department, Chicago 
WALTER H. SAGE, General Manager INGRAM & LERCH, Managers 
GEORGE B. SEDGWICK, Assistant Manager 
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EDWARD MILLIGAN, President 
GEORGE M. LOVEJOY, Vice-President JOHN B. KNOX, Secre 
THOMAS C. T 


'EMPLE, Secretary GEORGE C. LONG, JR., Secretary 
HENRY P. WHITMAN, Ass’t Secretary FRED C. GUSTETTER, Ass’t Secretary 
EDWARD V. CHAPLIN, Ass’t Secretary F. MINOT BLAKE, Ass’t Secretary 


Surplus to Policyholders ... . . . $10,506,412 
Total Losses Paid ...... . + . 91,623,036 


Cash Capital - Three Million Dollars 
X Reinsurance Reserves ..... . . . $7,601,014 
Reserve for Outstanding Losses and all 
= other Liabilities . . .... =... 1,598,770 
Net Surplus ...... + «+ « « « 47,506,412 


Total Assets . . . . . $19,706,197 
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the name of the company to the American 
Mutual Fire. 

A. I. McPherson, Kentucky and Tennes- 
see state agent for the St. Paul Fire & 
Marine, recently made his semi-annual 
visit to the home office. 

William Hare, United States man- 
ager of the Norwich Union, and Special 
Agent Hugh Sowards of Cincinnati were 
recently in Louisville looking over the 
general field. 


It is understood that court action will 
be forthcoming in the Green River distil- 
lery fire loss in early September. This 
matter has been hanging fire for several 
months, and has now been in the courts 
for about two months. 


Reports on the recent fire that swept 
Marion, Ky., indicate that the total loss 
ran about $300,000, with only about one- 
fifth of the loss covered. Reports of the 
fire stated that if one fair hose line could 
have been played on the fire it would 
never have spread. 


Minnesota Notes 


Marcus J. Rogers, manager of the Jo- 
seph A. Rogers agency at St. Paul, Minn., 
was married last week to Miss Florence 
Hart of St. Paul. 


South Dakota Notes 


Preliminaries are under way at Sioux 
Falls to call a special election on a $300,- 
000 bond issue for extensive water sys- 
ter improvements. The city fire depart- 
ment has called attention to the need of 
improvements to avoid reducing the pres- 
sure at any time in the future. 


Eastern Notes 


Admission into Massachusetts has been 
secured by the Rossia of Hartford, the 
Western of Pittsburgh and the South 
Carolina. 

D. J. Walsh’s Sons, Inc., have been ap- 
pointed representatives of the Fireman’s 
Fund in Philadelphia and vicinity. 

The Smith-Austermuhl Company of 
Camden, N. J., plan to erect a modern 
brick office building. The first floor will 
be occupied by the company for conduct- 
ing its general insurance business and 





the upper floors will be leased. 


WM. B. CLARK, President. 
% A. N. WILLIAMS, . Vice-President 
E. J. SLOAN, . . .  . Vice-President 


GUY E. BEARDSLEY, 
Vice-President and Secretary 


1919 RALPH B. IVES, | 
y Vice-President, at Western Branch 


E. S. ALLEN, ; . Assistant Secretary 
W. ROSS McCAIN, Assistant Secretary 


W. F. WHITTELSEY, Marine Vice-President 
R. E. STRONACH,. 4 arine Secretary 
GEO. L. BURNHAM, . mptroller 














The Girard F. & M. ‘Company. Of Philadelphia 


JANUARY 1, 1918 


Cash Capital $500,000 Net Surplus $452,411.23 
Surplus to Policyholders, $952,411.23 


EASTERN DEPARTMENT HoME OFFICE WESTERN DEPARTMENT 


D. H. DUNHAM, V.-PRES. H. M. GRATZ, PRES. NEAL BASSETT, V.-PRES. AND MGR. 
JOHN KAY, TREASURER E. J. THOMASON, SEC’Y 
A. H. HASSINGER. SEC’Y PHILADELPHIA W. T. BASSETT, Ass’T 


AJ MGR. 
NEWARK, NEW JERSEY PENNA. CHICAGO, ILL. 


ORGANIZED 1855 


FIREMEN’S "Someany OF NEWARK 


JANUARY 1, 1918 


Cash Capital $1,250,000 Net Suplus $2,384,971.20 
Surplus to Policyholders, $3,634,971.20 


EASTERN DEPARTMENT 
D. H. DUNHAM, PRESIDENT 
AH. NASSINGER, SECR ETARY W. T 
A. H- INEWARK, NEW JERSEY 
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PIONEER 


Fire Insurance Company 


of America 


29 South LaSalle Street 
| CHICAGO 














AN ILLINOIS 
COMPANY 











ARIZONA 


CENTRAL DEPARTMENT 


FIRE INSURANCE COMPANYS CERING =— 
PHOENIX, ARIZONA iii 
eats WISCONSIN — MICHIGAN 

CAPITAL 
$200,000.00 CHAS. P. HALL 


EDGAR M. DAVIS 2019 INSURANCE EXCHANGE 

















VICE-PRESIDENT AND CHICAGO 
: GENERAL MANAGER 
[FIRE] 
Great Lakes 
Snsurance Company — 


Home Office, Insurance Exchange 


CHICAGO, ILL. 


N. L. Piotrowski, President 
A.C. Mack, Managing Underwriter 


CASH CAPITAL - - = - $200,000.00 
SURPLUS TO POLICY HOLDERS $323,174.71 














410 TONS OF GOLD 833s" 


Insurance Com Ln of 


NORTH AMERICA 


‘THE OLDEST AMERICAN STOCK FIRE INSURANCE COMPANY 


WE MAINTAIN A DEPARTMENT TO ASSIST AGENTS IN SECURING 
LOCAL RISKS CONTROLLED OUTSIDE. IF THERE ARE ANY SUCH RISKS 
IN YOUR FIELD, WRITE US ABOUT THEM. WE MAY BEABLE TO HELP YOU, 
IT IS WORTH TRYING 























1794—125th ANNIVERSARY—1919 





GUSTAVUS REMAK, Jr., Pres. 
WAITE BLIVEN , Vice-Pres. 
H. W. STEPHENSON, Vice-Pres. 


JOHN J. P. RODGERS, Sec’y and Treas, 
SAM’L P. RODGERS, Asst. Sec’y 


CASH CAPITAL $1,000,000 
TOTAL ASSEYS SURPLUS TO ty pS HOLDERS 
$4,737,532.76 $1,310,91 


FIRE, eee. AUTOMOBILE, LIGHTNING, RENT, USE AND OCCUPANCY 
INSURANCE. AGENTS WANTED WHERE NOT REPRESENTE 














WM. L. DICKELMAN HENRY J, WOESSNER HAROLD J. BARBOUR 


DICKELMAN, WOESSNER AND BARBOUR 


Successor to Wm. L. Dickelman & Co. 
ee > Ee General Agents (U. S. and Canada) Excess Lines Telephone Wabash 
































PACIFIC COAST FIELD 




















WICKLER TO NATIONAL UNION 





President Cole Announces New Man- 
ager for Pacific Department— 
Beals Assistant 





SAN FRANCISCO, CAL., Aug. 6— 
President E. E. Cole of the National 
Union Fire, who came to San Fran- 
cisco several weeks ago to reorgan- 
ize the Pacific department, has ap- 
pointed Jay C. Wickler as manager, 
succeeding Dixwell Davenport, who <e- 
signed Aug. 1. John T. Beals was ap- 
pointed assistant manager. 

Wickter has been a field man with 
the Continental for twelve years, cov- 
ering northern California, and for the 
past two years has been state agent. 
He is generally regarded as one of 
the pillars of the Evans Companizs 
here. He is a brother of H. R. Wick- 
ler, who resigned as Mountain Special 
for the Continental last week. 

Beales also has been prominent here 
as city manager of the North America, 
Pacific department, which position he 
gives up to join the National Union. 





CIRCULAR CAUSES AMUSEMENT 





Decument Alleges Prussian National, 
Hamburg-Bremen and Aachen & 
Munich Forced Short Settlements 


SAN FRANCISCO, CALIF., Aug. 
6—A circular has been addressed to 
the policyholders of the Aachen & 
Munich, Hamburg-Bremen and Prus- 
sian National insurance companies 
which suffered losses in the San Fran- 
cisco conflagration of 1906. The docu- 
ment is signed by Ceasar Bertheau and 
F. J. Solinsky. The circular suggests 
to policyholders the advisability of 
placing in the hands of Messrs. Ber- 
theau and Solinsky claims for the por- 
tion of the fire losses which they as- 
sert these companies failed to pay. 
These claims will be submitted to th2 
alien property custodian. For the 
transaction of this slight service the 
modest sum of $5 a claim plus 33% per- 
cent of the amount collected is asked. 

The circular recites at great length 
the methods alleged to have been used 
in forcing policyholders to accept less 
than the full amount of their claims. 
According to the circular Mr. Ber- 
theau lost his position as Pacific coast 
manager of the Aachen & Munich 
because he “declined to follow the in- 
structions of the company.” The cir- 
cular has afforded considerable amuse- 
ment to the insurance men into whose 
hands it has come. 








Blue Goose Picnic Called Off 


SPOKANE, WASH., Aug. 5.—The an- 
nual picnic of Washington Blue Goose 
has been called off for this year, accord- 
ing to Charles P. Brant, of the associa- 
tion. Mr. Brant also announced the post- 
ponement of the weekly luncheons of the 
Blue Goose until the grain season is 
over, about August 16. 





Blanket Policy Recommended 


SPOKANE, WASH., Aug. 5.—A blanket 
insurance policy of $2,000,000, at a cost 
of $22,000 for three years, was recom- 
mended to the school board by Frank 
W. McCasky, representing the eastern di- 
vision of the Washington insurance fed- 
eration. The insurance would cover all 
the school buildings with the exception 
of one already insured, and three which 
are fireproof. 





Spokane Grain Losses Heavy 


SPOKANE, WASH., Aug. 5.—Grain 
losses in Walla Walla county alone this 
season have already been larger than in 
any past year, according to the estimates 
of well known insurance men here, who 
state that for probably the first time the 
combined grain insurance premiums of 
the county will not cover the losses to be 
paid out by the insurance companies. 








Apply to your Agent: for Insurance covers on 
EXPORTS and IMPORTS 


PARCEL POST—Domestic and 
Foreign 


HOUSEHOLD FURNITURE and 
MERCHANDISE IN 
TRANSIT 


TOURIST BAGGAGE and 
PERSONAL EFFECTS 
Domestic and Worldwide 


SECURITIES and CURRENCY 
by REGISTERED MAIL 


Prompt and Efficient Service 


Insurance Company of North America | 
Marine Department 


GEORGE L. McCURDY 
MANAGER 


1101-209 W. Jackson C!vd., CHICAGO, ILLINOIS 
| Telephones: Wabash 1543—1027 
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London & Lancashire 


FIRE 


Insurance Company 
Limited 


of Liverpool, England 








CHARLES E. DOX, Manager 
Western Department 


39 S. La Salle St., Chicago, Illinois 





A. G. McILWAINE, JR., Manager 
Hartford, Conn. 





SAM B. STOY, Manager 
San Francisco 























The Concordia Fire 


Insurance Company 
of Milwaukee, Wis... 


Total Assets, 

_ Jan. 1, 1919 . ... $3,404,843.08 
Capital Stock .... 750,000.00 
Reserve .. «2... 1,904,913.89 


Surplus to Policy- 
holders ..... 





- 1,253,367.64 
— Writing— 
Fire Tornado 
Sprinkler Leakage 
Rents Use and Occupancy 
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LOST POLICY 
CERTIFICATES 


Save work of coneelling and rewriting lost pol- 
icies, and trouble of calculating earned pree 
miums. No troublesome signatures to be 
obtained. Safer than —* out a second 
policy. q@ Designed by Carey & Zimmerman. 
local agents at Cincinnati, Ohio. Thousands 
have been used. 


$75 si80 s $4.50 $7.25. ry 0 ry 
— Sold by — 
THE NATIONAL UNDERWRITER 
Rough Notes 


Chicago Indianapolis NewYork Cincinnati 
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6.515.629 58 .006,944 79 
6.969, 672 54 100.428 41 \ 
7.383,893.68 112,189.53 
£8.011,409.82 137,302.08 








TOTAL LIABILITIES $4,374,107.74 
POLICVHOLDERS SURPLUS $3,637, 302.08 

















WESTERN ay ggg nn AGENTS—M. 8S. Moore, Exeo- 
utive Special Agent, Haute, Ind.; Wm. Biel, 

Haute, Ind.; Tart = Jamea, Rw 
Mich.; A. \" Jones 


Ohio; Chase, 
oH Gosnell 1126 itcKnight Bldg., 
Minneapolis, mi A. _D. . te Water 


Wis. ; Mill 
lowa; W. G. Shipe, Sharp Bidg., Kansas City, Mo.; 
C. Stire, ite Agent, Gas and Electric Blidg., Den- 








Prevents 
Lightning 
Losses 


Shinn-Flat is ~ only 
Lightning Conductor 
made in the form of a 





woven flat cable. which 
electrical authorities say 
is more efficient. 


Shinn-Flat has 36 per- 
cent wore conducting 
surface than any round 
rod or cable containing 
the same amount. of 
material, and it is con- 
sequently more effec- 
tive in controlling an 
electrical discharge. 


Shinn-Felt is woven 
in a_ continuous ribbon- 
like form without joints. 
and the machines used in 
its construction are pat- 
ented. 
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Ack for agency infor- 
niation. 


W. C. SHINN MFG. CO. 
W. C. SHINN, President 
General Offices: 1648 Monadnock Black; CHICAGO 
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Cincinnati Underwriters 
121 East 3rd St.. CINCINNATI, O. 


Eureka F. & M. Ins. Co. Security Ins. Co. 
Organized 1864 Organized 1881 











COMBINED STATEMENT 


ae. aw. wt $250,000.00 
Assets - - - 818.90 
Surplus to Policy Holders 631,728.12 





FA. ROTHIES. Prest. 
ADAM B ENUS, Secy, 
F.C. B ARTON, sst. Secy. 
R.B HEATON, State Agt. 








ROSSIA INSURANCE CO. 


HARTFORD, CONN. 
FIRE and MARINE INSURANCE 
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They estimate that there have already 
been fires in the county which will re- 
quire payments totaling $100,000 and that 
the total premiums collected will approx- 
mate $75,000. 


Lieut. Carr with Phoenix 


SPOKANE, WASH., Aug. 5.—Lieut. 
Richard Carr, for a number of years 
connected with the insurance and bond- 
ing department of the McCrea & Merry- 
weather company, has accepted a posi- 
tion as special agent for the Phoenix 
of London in Montana, Utah and Idaho. 
He will make his headquarters in some 
Montana city. 

Lieut. Carr served with the aviation 
forces during the war and was stationed 
most of the time in Texas. 





Entering Two States 


The Cleveland National Fire is mak- 
ing application to enter Oregon and 
Washington. It has appointed Lamping 
& Co. of Seattle, as general agents for 
the two states. 





Pacific States Fire 


The Pacific States Fire in its semi- 
annual statement shows assets $822,793, 
premium reserve $133,774, capital $297,- 
310, net surplus $318,980. 





Coast Field Changes 


SAN FRANCISCO, CAL. Aug. 6.—G. L. 
Coodell, who gave up the special agency 
for the London & Lancashire in the 
Pacific Northwest to join the American 
expeditionary forces, has resumed his old 
position. He gained promotion for bril- 
liant war service to captain and was dec- 
orated by France with the croix de 
guerre. 


W. W. Jaquette, appointed special 
agent for Chapman & Nauman for north- 
ern California, comes from San Diego, 
where he was in the local agency busi- 
ness. 
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WESTBROOK IS UNDERWRITER 





New Excelsior of Syracuse Has a 
Strong Board of Directors 
Back of Company 





The managing underwriter of the 
Excelsior of Syracuse, N. Y., which re- 
cently was licensed is Ralph Wesbrook 
of Harrisburg, Pa., who has had over 
twenty years experience in the field. 
Mr. Westbrook has been connected 
with the Crum & Forster companies, the 
Sterling of Indiana and the Michigan 
Commercial. Ray B. Smith of Syra- 
cuse, the president, is an attorney. He 
is president of the Salina Paper Com- 
pany also president of the Syracuse 
Press. He was formerly clerk in the 
New York Assembly. Robert Dey, 
the first vice-president, is president of 
Dey Brothers & Co., a ——— 
store in Syracuse. William T. Klink, 
the treasurer,.is presidentcand manager 
of the Klink Coal Co. at Syra- 
cuse. Frank T. Miller, second vice- 
president, is an attorney in Syracuse. 
W. A. Start is president of the Utica 
Fire and secretary and treasurer of 
Steele & Stare, grocers at Utica. H. S. 
Getman, the secretary, is an undertaker 
at Frankfort, N. Y. and is president of 
tne village of Frankfort. Other direc- 
tors as follows: 

George H. Watson of Utica, N. Y., re- 
tired, formerly president Ilion National 
Bank; Theodore Foster, Utica, N. Y., 
manager Box-Board Company; Daniel F. 
Strobel, Herkimer, N. Y., lumber dealer, 
president of West Canada Lumber Com- 
pany; H. B. Cutter, Seneca Falls, N. Y., 
eapitalist; L. G. DeCant, Watertown, 
N. Y., paper manufacturer, formerly of 
DeCant & Mathews (fire insurance); 
Ralph R. Brown, South Otselic, N. Y., 
president of B. F. Gladding & Co.; 
Charles M. Bedell, Syracuse, N. Y., mer- 
chant; James Moore, Oneida, N. Y., presi- 
dent and manager of Bert Olney Canning 
Co., vice-president of Madison County 
Trust Company; Albert A. Copeley, Louis- 
ville, N. Y., real estate and insurance, 
member of assembly for Lewis county; 
Clayton R. Lusk,’ Cortland, N. Y., attor- 
rey, State senator 40th Sehatorial Dis- 














New Jersey Insurance Company 


CAPITAL ONE MILLION DOLLARS 
Head Office: 
40 Clinton Street, 
Newark, N. J. 


Gresham Ennis, Vice-President. 
J. B. Guthrie, Secretary 


C. P. Stewart, President. 
F. L. Brokaw, Treasur 





WESTERN DEPARTMENT: 
Insurance Exchange Bldg., Chicago, Ill. 
H. H_ Ingalls, Manager. 


PACIFIC COAST DEPARTMENT: 
140 Sansome St., San Francisco, Cal. 
. Seeley & Co., Manag:rs. 








PITTSBURG UNDERWRITERS 


CEO: SEEMS, Nene’ Maneger Commonwealth Bldg., Pittsburgh, Pa. 
UNDERWRITTEN BY 


Allemannia Fire Insurance Company Superior Fire Insurance Company 
National-Ben Franklin Insurance Company Republic Fire Insurance Company 
ALL OF PITTSBURGH, PA. : 


Combined Capital, $1 ,800,000 Assets, $9,911,358 
Surplus to Policyholders, $3,899,135 


FRANK D. YOUNG, Columbus, Ohio, State Agent for Ohio 
H. C. UPHAM, Megr., Indianapolis, Ind. 
ELIEL & LOEB COMPANY, General Agents for Illinois and Indiana 
FISH & SCHULKAMP, Madison, Wis., General Agents for Wisconsin 


NEW AGENTS SOLICITED 














ational Hihertsy 


Susurance Gompany 
of Amevira. | 


{NCORPORATED UNDER THE LAWS OF THE STATE OF NEW YORE IN 1859 
STATEMENT JANUARY 1, 1919 


Cash Capital $1,000,000.00 
: $9,609,646.00 Net Surplus $2,395,417.89 
Lib including Capital - 7,214,228.11 Surplus to Policy Holders = 3,395,417.89 
HEAD OFFICE: 62 WILLIAM STREET, NEW YORK e 








INCORPORATED 1720 


Rovat EXCHANGE ASSURANCE 


LONDON, ENGLAND 


UNITED STATES BRANCH 


RICHARD D. HARVEY 
92 WILLIAM STREET, NEw YORK 


UNITED STATES MANAGER 

















trict; E. Eugene Lay, Seneca Falls, N. Y., 


*SECURIT Yx 


Fire Insurance Company, of Davenport, Ia. 
CASH CAPITAL $200,000 


This ny has had 36 years of successful business experience, and is now doing business in 
Towa, Illinois, isconsin, Ohio and Indiana. Itis a good company for the agent, because in addition to 
writing a general business, it accepts practically all classes of farm risks. 


We want agents in the above states, and would appreciate 
hearing from agents desiring to represent us. 6 


| JAMES W. BOLLINGER, Pres. E, E. SOENKE, Secy. 








ov : FIRE, MARINE, WINDSTORM, 
AUTOMOBILE, SPRINKLER 
4 LEAKAGE, RIOT AND 
ss EXPLOSION INSURANCE 


STUART MORGAN, State Agent, Michigan, East Lansing 
ag HMAN & EVANS, General Agents, Col o, Denver 
Mie State Agent, Ohio and West Virginia, Columbus 
HERMAN, State Agent, Indiana and Kentucky, Jodienapelie, Ind. 
ake py Py WIPPELL, State Agent; Illinois and Wisconsin, P.O, Box 225. Chi a} 

©. T. PRICE, State Agent, Missouri,, Kansas and Oklahoma, Kansas C ity 

_ BUS. FREEMAN, State Agent, Iowa, Nebraska and Minnesota, Omaha, ws 
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Asurance (. 
oF NEW HAVEN.CONNECTICUT. 


CASH CAPITAL, $ 1,000,000 


Western Department, Roc «ford, Illinois 
WALTER D. WILLIAMS, Mgr. 

















WRITE HAIL INSURANCE 


Establish your connections now for 1919 with 


A. J. Shaw General Agency 


HAIL INSURANCE BUILDING, McPHERSON KANS. 


Five high class stock companies covering the states of 
Kansas, Oklahoma, Nebraska, Colorado, New 
Mexico and Wyoming. 








Many of our agents made from $1000 to $2000 in commissions in 45 days in 1918 

















THE LIVERPOOL & LONDON & GLOBE 


Insurance Company, Limited 


Its United States assets are $17,083,985.30, every 
dollar representing UNITED STATES INVEST- 
MENTS, which are held in trust for sole protection 
of American policyholders and subject to strict 
“kGirdlestheGlobe” +s SUpervision of State Insurance Department. 


WESTERN DEPARTMENT, 1144 Insurance Exchange, CHICAGO 
CINCINNATI DEPT., 401 Fourth Nat. Bank Bldg., Cincinnati, O. 
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By PROF. DODD’S FAMOUS SYSTEM 


Most perfect lightning protection ever developed. Will ab- 


solutely prevent more than 99.9% of losses due to lightning. 
250,000 users recommend it—2, 000 successful insurance com- 


panies endorse it. Has a 25-year record of practically 100% 

efficiency. Originated by Prof. West. Dodd, America’s 

Lightning Specialist. Every job absolutely guaranteed—rod- 

ding done by responsible, skilled men ONLY. 

Investigate the Dodd System now—write for full information 
today. 


DODD & STRUTHERS 


118 Eighth Street DES MOINES, IOWA 








AUTO-OWNERS. INSURANCE COMPANY 
LANSING - - MICHIGAN 


Live Agents Wanted where not represented 
Most protection offered by any Company in Michigan 


V.V. MOULTON, Sec’y., F. P. WRIGHT and F. A. WALL, Field Su’0, 
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farmer; Fred M. Moore, Richland, N. Y., 
retired; A. Klein, Gloversville, N. Y., 
glove manufacturer, Bellis & Klein; 
George O. Dawson, Syracuse, N. Y., re- 
tired. 


New Boston Managers 


BOSTON, MASS., Aug. 5.—Announce- 
ment is made this week of the appoint- 
ment of C. H. J. Kimball, of Bruerton & 
Kimball, managers of the Hartford Fire, 
and Harry .W. Gilman as Metropolitan 
Boston district managers of the North 
British & Mercantile and Pennsylvania 
Fire, to succeed the old firm of Stevens, 
Brush & Co. 


Merger of Knickerbocker 


R. A. Carroon and T. A. Duffey, Inc., 
managers of the Equitable Underwriters 
of New York and interests identified 
with them have purchased the entire 
stock of the Knickerbocker Insurance 
Company of New York. The Knicker- 
bocker will be consolidated with the New 
York Equitable Assurance and will suc- 
ceed to the business of the New York 
Equitable Underwriters of New York as 
Soon as necessary legal formalities can 
be complied with. The New York Equit- 
lable Assurance now completing organi- 
zation will first take over the entire 
business of the Equitable Underwriters 
and will then be merged with the Knick- 
erbocker Insurance Company of New 
York, retaining the name of the Knicker- 
bocker. 


Make New Field Arrangements 


The Firemen’s of Newark, the Girard 
and the Mechanics of Philadelphia have 
rearranged their field forces in the mid- 
dle department states. James C. Hardie, 
who has been special agent of the Fire- 
men’s and the Firemen’s Underwriters 
will continue to handle the affairs of 
these two companies in southern New 
Jersey and eastern Pennsylvania as far 
west as Altoona. 

Robert W. Gillespie, who has been 
special agent of the Girard and the 
Mechanics in eastern Pennsylvania, 
southern New Jersey, Delaware and 
Maryland, has been transferred to Pitts- 
burgh where he will handle the Fire- 
men’s, Girard, and Mechanics for 
Pennsylvania west of Altoona and will 
also handle the Girard in West Vir- 
ginia. 

Phillip W. Barnes, formerly a head ex- 
aminer in the eastern department and 
recently returned from military service, 
becomes special agent of the Girard and 
the Mechanics for southern New Jersey. 
eastern Pennsylvania, Delaware and 
eastern Maryland with headquarters at 
Newark. 


Goldman Made President 


NEW YORK, Aug. 5.—S. P. Goldman 
has been elected president of the Mer- 
chants & Shippers of New York to suc- 
ceed the late Isaac H. Klein. Mr. Gold- 
man was formerly vice-president. Syl- 
van Bier, formerly secretary, was elected 
vice-president and Louis J. Robertson, a 
director and president of Louis S. Rob- 
ertson & Son is made vice-president. 
Samuel L. Martin, formerly assistant 
treasurer is elected secretary. Mr. Gold- 
man was one of the leading factors in 
the promotion of the Importers & Ex- 
sorters and the Washington Marine. 


New York National Fails 


NEW YORK, Aug. 6.—Nearly $223,000 
of its funds being tied up in the defunct 
North Penn Bank of Philadelphia, the 
New York National Insurance Company 
of Buffalo is unable to continue business, 
and under order from the court will be 
liquidated by the New York department. 











Exceptional facilities for handling Surplus and difficult 
lines_and unusual forms of insurance in best American 
and Foreign companies and at Lloyds, London. 
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Chicago, Ii. 


Control of the New York National was 
secured by James J. Boland and asso- 
jeiates of Scranton, Pa., in April, 1919, 
and in conjunction with the Seneca Fire, 
also of Buffalo, was operated through 
James J. Boland & Co., Inc., from offices 
in this city. An examination of the New 
York National, some months ago, disclos- 
ing an impairment in its capital, stock- 
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holders contributed $100,000, which gave 
lthe company a surplus of slightly over 
$14,000. A present examination shows 
an impairment of capital of about $82,000. 
“The present assets of the company, in- 
‘cluding the deposit in the North Penn 
Bank, are approximately $526,000, with 
liabilities of $408,000. The liquidation 
order provides that all liabilities on out- 
standing policies terminate on Aug. 14, 
beyond which there will be no protection 
to policyholders. The company endeav- 
ored to secure reinsurance and could have 
done so, had it the funds required for 
that purpose. 





Massachusetts Notes 


The American Fire of New York was 
admitted to do a fire business in Massa- 
chusetts last week and names Herbert G. 
Fairfield of Russell & Fairfield as Massa- 
chusetts agent. 

The Bankers and Shippers of New York 
has been given a license to dq a fire and 
marine business in Massachusetts and has 
appointed as its Massachusetts agent, 
Frank Gair Macomber. 

The newly formed advisory committee 
of the Boston Board has organized with 
James J. Cornish, the board member, as 
chairman, and F. Elliot Cabot as secre- 
tary. The committee took up the matter 
of uniform rules for the new handbook and 
voted to approve the same to go into ef- 
fect September 1. a 
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AUTO THEFTS SHOW INCREASE 


Losses for First Six Months of 1919 
Greater Than for Same Period 
Last Year 


Automobile thefts for the first half 
of 1919 show an alarming increase over 
the same period in 1918, according to 
reports received in Chicago by the Au- 
tomobile Protective and Information 
bureau. The greatest increase was in 
Chicago, where 1,906 cars. were stolen 
during the first six months of 1919, 
as against 922 for the same period last 
year, showing that the losses for the 
city have been more than doubled. 

The only other city from which de- 
tailed reports have been received so 
far is Detroit, where 1,534 cars were 
stolen in six months this year, against 
1,407 last year, showing an increase of 
127 compared’ with 1918, but an im- 
provement over conditions in 1917. 

Partial reports from Cleveland, St. 
Louis and Kansas City, the other mid- 
dle western cities which have espe- 
cially bad records as regards auto 
thefts, indicate that there has been 
an increase in all those cities, as well 
as in many of the small communities. 

The number of stolen cars recovered 
has, however, shown a very good in- 
crease, largely due to the activities of 
the bureau. Its bulletins go to every 
sheriff and chief of police in the 17 
states covered by its operations, and 
those officers have taken a new in- 
terest in the matter as a result. They 
know now where to report any cars 
picked up in their territory which they 
believe to have been stolen, and are 
kept informed regarding the rewards 
offered for the recovery of such cars. 

A material improvement in condi- 
tions in the near future is expected by 
E. L. Rickards, manager of the bu- 
reau, as a result of laws recently 
adopted in Ohio, Minnesota and Mis- 
souri and strongly agitated in other 
middle western states, requiring proper 
registration of automobiles and certifi- 
cates of title for them. The campaign 
of education conducted by the bureau 
also has had a very beneficial effect 
in warning the “innocent purchaser” 
against buying a car which may have 
been stolen. Several of them also have 
had to pay well for the cars which 
they secured in that way. 

The action of the governor of Ne- 
braska in heading the movement to 
halt automobile thefts in that state and 
turning over the entire law enforce- 
ment department of the state to aid 
in that work also is expected to pave 
the way for similar action in other 
states. 

Mr. Rickards considers that the 
movement of young men toward the 
cities following demobilization and the 
apparent opportunity for “easy money” 
which automobile stealing offers to 
those who happen to get into bad coim- 








An Automobile Fire Underwriter 


who thoroughly understands how to manage 
‘and develop the business would like to get 
in touch with a good Company contemplating 
entering the field. Address 93-E, care The 
National Underwriter. 
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pany is primarily responsible for the 
increase in crimes of that sort. His 
experience has been that the cases in 
which bootleggers have stolen cars to 
use them: for the illegal transporta- 
tion. of liquors have been very few 
and national prohibition is, therefore, 
expected to have little effect on the 
situation. 





Washington Marine’s Plan 

NEW YORK, Aug. 6.—The Washington 
Marine of New York, having formally 
opened its automobile department is ap- 
pointing agents for the branch. A. E. 
White, head of the department, is 
an experienced automobile underwriter, 
familiar with all phases of the business, 
and acquainted with the men engaged in 
it. He may be counted upon during his 
present trip through the Empire State 
and upon subsequent journeys he plans 
taking to secure desirable field connec- 
tions for his company. 





Many Cars Stolen in Boston 

BOSTON, MASS., Aug. 5.—Despite the 
unusual efforts of the Boston police 
against automobile thieves the July rec- 
ords for the city show 48 cars stolen in 
25 days. This constitutes the highest 
record of the year with one exception, a 
period of 48 hours in May when 26 cars 
were stolen. Fourteen of the cars stolen 
in July were recovered. 





Automobile to Write Airplanes 

The Automobile of Hartford has an- 
nounced its readiness to write fire and 
theft insurance for airplanes. This 
makes two Hartford companies writing 
such protection—the Travelers and the 
Automobile. 

aa o 

Protective Organization Proposed 

KANSAS CITY, MO., Aug. 6.—It is pro- 
posed to enlarge the Kansas City Traffic 
Safety League into a protective organi- 
zation against motor car thieves. Ac- 
cording to the plans now being developed, 
it is expected that the Traffic Safety 
League will be established along the 
lines of the Anti-Horse Thief Association 
which did so much to eliminate horse and 
cattle stealing in the rural communities 
of the southwest some years ago. City 
officials have become interested in the 
plan and it is likely that within the next 
week, revised rules and by-laws will be 
adopted. 





Take Out Airplane Insurance 

DES MOINES, IA., Aug. 5.—The first 
airplane insurance in Des Moines was 
taken out this week by the Herring 
Motor Company, which has six machines, 
and by the Morrison Air Taxi Company, 
which has two. Such hazards as loss due 
to damage or disabling of the machine, 
injury to employes, damage to property 
of other people, loss of life due to the 
fiying of the machines are some of the 
risks covered. Cne clothing store in Des 
Moines reports that a heavy iron bar be- 
came detached from a machine and fell 
through the skylight, narrowly missing 
a_ tailor. 





Redraw Standard Bond 

Certain changes in the proposed stand- 
ard automobile bond having been sug- 
gested by the committee*on laws of the 
National Convention of Insurance Com- 
missioners, the contract will be redrawn 
and, it is hoped, completed in time for 
presentation in the annual gathering of 
the Commissioners’ Convention in Hart- 
ford next month. 


U. & O. LINES TRIMMED 


Many use and occupancy lines have 
been trimmed during the business re- 
adjustment following the cessation of 
the war. Many assured found that it 
was unnecessary to carry such large 
amounts of use and occupancy. How- 
ever, most of the business has renewed 
with less liability. Companies say that 
there has been no case of moral haz- 
ard involved where it could be traced 
to the carrying of use and occupancv 
instrance. There have been very few 
,osses that have adjusted as total on 
the use and occupancy item. There 
are comparatively tew new use ani 
occupancy risks, although live agents 
who are on to their job have been able 
to create business. 


General Manager James Hamilton from 
the head office of the Yorkshire will reach 
this country in September. 





business in 1904. 


The Fireman’s Fund was established and started in the 
fire business in 1863, organized a marine department in 


1867 and originated the agency system for automobile 


Today the company stands in the 


front rank in all three lines throughout the country. 
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Attention ! 





THE GENERAL AGENCY OF 


NEARE, GIBBS & LENT 


CINCINNATI 
“The Office with the Quick Service™ 
Handles eight companies for automobile, fire, theft and transportation 
insurance and has an agency organization, with first class special 
agents and adjusters’ service, in fourteen states. 
Prompt correspondence with agents, quick adjustments and settlements. Only 
high grade companies handled. 


Write Us for an Agency 


We also handle river hull, yacht, river cargo, ocean cargo, parcel post, registratered mail, tourist 
floater, transportation floater and traveling salesmen floater insurance. 








OFFICE 


SAGINAW. MICHIGAN 


Will write general classification with special service and something new for farm insurance. 
» « «+ « Salesmen who can present a high grade proposition convincingly will be inter- 
ested. . ..A Michigan company—organized, owned and managed by Michigan men. 


COLON C. LILLIE, President 
COMFORT A. TYLER, Vice-President 


Peninsular Fire Insurance Company 


EXECUTIVE OFFICE 
GRAND RAPIDS, MICHIGAN 


J. FLOYD IRISH, Managing Underwriter 
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Marietta, O., July 24—There is a 15 
percent loss to The Obex Co., manufac- 
turers of chemicals. Insurance: 

Atlas Assur.$ 7,500 Fid.-Phen. ..$10,000 
Amer. Nat’l. 7,500 Newark Fire 10,000 
Westchester. 7,500 L. & L. & G. 7,500 
Som’! Union. 7,500 Norwich Un. 7,500 


Springfield, Mo., Aug. 2—There is an 
estimated loss of $25,500 on the building 
and $7,200 on the equipment of the Dom- 
ino’s Bakery & Macaroni Factory, 456- 
458-460 Pearl St. The fire originated 
while cleaning flues of boiler. 


* Ok 
Beatrice, Neb—The Paddock Hotel 
burned here. It was exposed by the 
Paddock Theatre and the property was 
not in good shape. 


* * * 

Mankato, Minn. Aug. 1—There is a 75 
percent loss to the Fred W. Kruse Com- 
pany, 417-419 S. Front St. on its stock 
of clothing and gents’ furnishings. The 
cause remains undetermined. Total in- 


surance, $73,000. Insurance: 

Sontinental .$ 1,000 Detroit ..... $ 1,000 
Dubuque 2,000 Mil. Mech. 1,000 
ree 000 Hanover .. 1,000 
Springfield . 1,500 Bank. & Mere 2,000 
Hartford ... 1,500 North’wn 2,000 
Nat. Ben niels Ee dc ee 4,000 
Solonial ... ,000 Fire Assn .. 4,000 
National, Ct. 1,000 In Co N. A. 2,000 
Niagara ; 2,000 Northern 2,000 
Com’wealth 6,000 Queen ...... 1,000 
Western Co.. 2,000 N. W. Nat’l 2,000 
Lond. & Lanc_ 1,000 eg 4 - 1,000 
ee 4,000 B. & M... 2,000 
Great Amer. 7,000 Re ae 1,000 
BOSTON ..cus 1,000 Com. Union. 2,000 
Westchester . 2,000 Prov. Wash. 1,000 
Twin City .. 2,000 Home Und .. 1,000 
New Hamp... 2,000 Springfield 1,500 


* * x 
Minneapolis, Minn., Aug. 1—There is a 
total loss to the building owned by Anna 
Waterman, 501 Huron St. The building 
is occupi¢d by the Glide Road Machine 


Company for factory. Insurance: 
Hanover ....$ 2,000 N. B. & M...$ 2,000 
Prov. Wash. 


2,000 
* 


* 

Ottawa, IlL—There is a total loss to 
the McAvoy warehouse here which con- 
tained barrels of beer. 

* * + 


Detroit, Mich.—There is a 60 percent 
less to the Wadsworth Manufacturing 
Company’s sprinklered plant on Jefferson 
avenue. This concern manufactures the 
bodies for the Ford sedan cars. Fire 
started in an areaway between the six- 
story building of slow-burning construc- 
tion and the one-story brick veneered 
building. The areaway was not sprink- 
lered. Considerable baled hair and cot- 
ton had been placed in the areaway and 
it is supposed that a spark from the in- 
cinerator flew into the areaway and set 
the inflammable material on fire. There 
was a strong wind blowing and regard- 
less of the substantial character of the 
risk the whole concern was soon in 
flames. The gravity tank was drained 
and although the fire department con- 
nected with the sprinkler system the 
pressure was insufficient. This is an old 
story in Detroit. Big concerns have had 
heavy losses because of lack of pressure. 
Exposing the Wadsworth plant was the 
Sibly Lumber Company which had a loss 
of $100, 000.. The fire blew across Snug 
Harbor and burned the hotel. The Chal- 
mers-Maxwell Company’s plant. across 
the street from the Wadsworth plant was 

saved through thé instrumentality ,of its 
private fire department. The Wadsworth 
people carried no’ use and ‘occupancy, 
claiming: that their risk was ‘practically 
unburnable.,,, The: Wadsworth, insurance 
was placed through the Western Factory 
Association. 


* 

Chicago, Ill, Aug. te fire originating 
in the factory of the Hanke Wire Co., 
840 N. Albany Ave., extended through 
the three-story building also occupied by 
the American Drug & Sundries Co. and 
the Federat Vulcanizing Company, caus- 
ing an estimated damage of $100,000. 
Several explosions took place in the drug 
company’s section endangering the lives 
of the firemen. Insurance: 

Hanke Wire Co.— 


Aetna ...... $ 6,000 N. Y. Undt. .$10,000 
Firemen’s S. U..& N.. 7,500 
Se elbiee 2,500 United States 
Massachusetts mM, 4,500 
2. ee ,000 as 
National Ben Total ... 40,000 
Franklin .. 4,500 
Insurance on tools: 
N. Y. Undt...$ 750 S. U. & N....$ 750 


No insurance on stock and machin- 
ery. Also occupied by American Drug 
Sundries Co., druggist’s sundries. In- 


surance: 
Albany ..... $ 1,250 Reliable --$ 1,250 
Giohe «<a. 1,250.S. U.. & N.... 3,700 
le a Undat... 3,200 are WB CROTT. £2 
New Total ...$11,900, 
Brunswick. 20 
Cause, not” dette ap he 
Ohbenige, TH, | Pi * souTne! Chiteago 


Folding Box Co: sustained a $125,000 loss” 


on its three-story building which was 
heavily stocked. The fire started from 
the burning of small rubbish in an alley 
adjoining the building. Insurance: 
Chicago Folding Box: Co. 


Agricul’l. ...$ 2,500 Ins. Unit. ..$ 1,500 
Niagara 2,500 Ind. Undt. .. 1,500 
American Imperial .... ,000 
Ee Aa 10,000 Key. Undt 1,500 
Buckeye Na- Lond, & Las. 3,000 
tional 1,500 Mer. Nat. 1,000 
Brit. Dom.... 4,500 Ohio Fair ... 2,500 
Com’wealth . 5,000 Pacific .... 4,500 
Co Un. Eng. * oe Phoenix Eng 13,000 
Caled. ..0s0% 2,500 Stuyv ere 1,500 
Camden praia 5000 SBOneCCR «.c00. 3,000 
Franklin ... 1.500 Spring. ..... 15,000 
Globe & Rut. 7,500 Sec. N. H.... 5,000 
Cte. 4,000 an 
Hamilton ... 1,500 Total ..$119,500 
Fire originated on outside. ee. bares 
determined. Communicated to 


story and basement brick, 2555- osei Ww. 
Taylor Street. Owned by Frank W. Wil- 


liams Co. 

Insurance: 
OS - $10, sod Superior ....$ 5,000 
BROS: 66s ss - 10,0 On 
PRM. ss6~585 10, 000 . - $35,000 


Total . 
* 


*K 

Ashland, Ky., July 25—A fire, seeming- 
ly of unknown origin, sustained a total 
loss of $16,000 to the building of the Og- 
den Hardware Co., Inc., and also a total 
loss to the Field Furniture Co. in the ad- 
joining building. Insurance: 
Ogden Hardware Co., Inc. on List) 
Amer. Eagle.$ goed Nor. Union...$ 2,000 
Royal 2,000 

Field Furniture Co. (Partial list) 
Amer. Eagle.$ ie —* a 


1,000 


Kokomo, os. Suly 31—Lightning 
caused a fire in the factory of the Wal- 
ton-Macke Nail Co., causing a total loss. 
Insurance: 


Springfield .$ 4,000 Royal ......$ 4,000 

Citizens ... ,000 Fid. -Phen -. 4,000 

Lon. & Lane 4,000 ee ee 3,000 
“ie 

Lakeside, Nebr., July 22—Fire de- 


stroyed the business section causing a 
loss on the building and stock of the 
Lakeside Mercantile €o., Inc., of $10,000 
and a total loss to the W. R. Crowther 
Co., Inc. Origin of fire is unknown. In- 
surance: 

Lakeside Mercantile Co., In 
—_ 500 Springfield . 


Com’1 Un. ‘$10, 500 
Gt. Amer. 

Ww. . Crowther Co., Inc. 
Springfield . “10, 000 Home ..... - $10,000 
BOIA sisaws 10, 








POINTERS 


RETURNED COMMISSION ON 
FARM CANCELLATIONS 


Question—We represent a farm com- 
pany and hold that where the short 
rate table is applied in cancellation the 
short rate is based on the cost of writ- 
ing the risk which includes the com- 
mission paid the agent, and when the 
short rate table is used in cancellation 
the cost of commission to the company 
is charged to the assured, and as he 
pays this commission on the entire pre- 
mium, the agent should not be charged 
with any return commission. The 
policy provides that where the assured 
asks for cancellation the company 
retains the cost of putting the business 
on the books, all of, which is covered 
according to our opinion in the short. 
rate table. 

Answer—It is probably true that over 
50 percent of the farm writing com- 
panies take the position that where the 
short rate table is applied to cancel- 
lation, it is based on the cost of writ- 
ing the risk which includes the com- 
mission paid the agent and that the 
agent may retain the commission on 
the earned premium. In fact, some 
of the companies include in their pol- 
icies a clause to this effect. Some time 

ago the companies drew up what is 
now referred to as the “Good Fellow- 
ship” farm policy. It was the idea at 
the time that all farm companies were 
to adopt this policy and that it was to 
be used uniformly. Although this 
step was never taken, a number of the 
companies are now using this form of 
contract, which is regarded as very 
equitable and probably the best for 
both the company and the assured. 
Under the cancellation clause of this 
policy may be found this statement: 

“The assured may cancel when the 
prémium note or obligation given for 
»such ‘premium has been fully, and’ ac- 
tually paid in cash, in which. case this 











company ‘shall retain the customary 








short rate and expense of taking the 
risk.” The expense of taking the risk, 
of course, includes the commission. 

In some states the farm writing com- 
panies have gotten away from this 
practice and the agents do not ask that 
the commission be retained where the 
policy is cancelled. Some companies 
assume one attitude and others another, 
so that no general statement may be 
made to completely cover the condi- 
tion. A number of companies estab- 
lish rules on this question, on the basis 
cf the agency writing the business. 
That is, if a farm writing agent who 
is compelled to go long distances for 
his business, and take trips that involve 
some expense, there is not the same 
hesitancy about allowing him to retain 
the commission that there would be 
with the agent who puts the business 
on the books at small cost. 


INSURING AGENT AGAINST 
LOSS OF UNPAID PREMIUMS 


Question—Some time ago I read an 
article in THE UNDERWRITER of a com- 
pany that insured an agent’s premiums. 

Myself and partner have written 
quite a large volume of farm instal- 
ment business in the last eighteen 
months. 

Will you please put me in connection 
with a company that will give us some 
protection from losses on those unpaid 
instalments? 

Answer—We know of no companies 
that will insure an agency against loss 
of commission on unpaid instalments 
on farm business or against loss of 
premiums under instalment policies. 

This really amounts to what is 
known in the insurance business as 
credit, insurance. 

There are three companies writing 
this line, the London Guarantee & 
Accident, Chicago; Ocean Accident & 
Guarantee, New York, and the Amer- 
ican Credit Indemnity, St. Louis. 

We do not believe that any of these 
credit companies write this class of 
business for insurance agents, as they 
do not write retail merchants and a 
local agent compares to a retail mer- 
chant from a credit standpoint. 

These ‘credit companies write only 
wholesalers and manufacturers who 
sell to regular merchants or dealers 
who are listed and rated in commer- 
cial reporting agencies, such as Dun’s 
or Bradstreets. 

We presume that the article you re- 
fer to in your letter was one about 
the insurance of contingent commis- 
sions. The contingent commissions 
referred to are, of course, those con- 
tingent on the company making un- 
derwriting profits from the business of 
the agency. In other words, if an 
agent receives a certain percent com- 
mission on all business and then a 
percentage of profits made on that 
business, the percentage of profits is 
the contingent commission. An agent 
might have .a very profitable year up 
until the last month or two and then 
have.one fire wipe out the profits of his 
business for the company. Under such 
circumstances he would not make any 
contingent commission. The compa- 
nies that insure these contingent com- 
missions would under such circum- 
stances pay the contingent to the 
agency. 


INTERPRETATION OF SALE OF 
LOCAL AGENCY 


QueEstion.—Can you advise us of any 
court decision affecting the sale of an 
agency under the following condition: 
The agency I have in mind was sold 
in 1911 and a contract entered into in 
which the old agent and his son were 
prohibited from soliciting insurance 
for a period of ten years. The son was 
not engaged in the business, but was 
made a party to the contract. The 
father died eight years ago and the son 
now wishes to engage in the business. 


| Is a contract covering a period of over 


five years enforceable? 
AnSwer—Guilford A. Deitch, the well 

known insurance attorney, says: © ' 
Answering the inquiry in which your 


FIELD MAN’S COMMENT 


INSURANCE PUBLICITY PLANS 


Shows That the Trade Secrets of Com- 
panies Need Not Be Given 
the People 


COLUMBUS, O., August 5.—There 
has been much discussion among the 
field men and local agents here as to 
the address of Associate General Coun- 
sel C. J. Doyle of the National Board 
before the field men at Cedar Point in 
which he advocated greater fire insur- 
ance publicity. Some claim that the 
companies will not take any action. 
Some say there are men high in the 
business who refuse to see or recog- 


nize that conditions have changed and 
that the insurance business cannot be 


carried on as it was 25 years ago. 
Others said that Mr. Doyle had be- 
come suddenly frightened over some 
development, and still others said that 
he is trying to throw a scare into the 
insurance men. Others claim that the 


companies will balk at a campaign of 
education or general publicity as they 
would not want to make public their 
underwriting experience. Commenting 
on the last opinion, one well known 
state agent expressed himself as 
follows: 


What the Public Needs 


“Those who hold this opinion seem to 
confound underwriting experience, in 
which the public is very little interested, 
with such things as the various factors 
that go into the making of a rate, ex- 
planations of the various kinds of in- 
surance and the forms they take, and 
other things of kindred nature in which 
the public is much interested; in short, 
they mistake management methods for 
the fundamentals of the business. Mr. 
Doyle merely stated what has been said 
many times by those having the best 
interests of the insurance business at 
heart, and notably by John F. Anken- 
bauer, secretary of the Cincinnati Un- 
derwriters’ Association, that as fire in- 
surance is a vehicle of valuable public 
service, the public should be told why 
it is a vehicle of that kind and how it 
operates. 

Try to Repeal Law 


“The effort in the Ohio General As- 
sembly last winter to repeal the anti- 
discrimination law would not have 
amounted to a flash in the pan if the 
insuring public of the state had been 
properly advised as to the operation of 
the law and the benefits it confers on 
the people, individually and collectively, 
together with a few other facts vital 
to companies and people alike in the 
conduct of the insurance business. 

“That attempt, unsuccessful as it was, 
cost the insurance companies dearly in 
more ways than one, and it didn’t settle 
a single question or solve a single prob- 
lem relating to fire insurance in Ohio. 
The only thing it made certain is that 
there will be another fight of the same 
kind in the next legislature, with less 
prospect of saving to the people of the 
state the best piece of insurance legis- 
lation ever put on the books, unless the 
companies, in the meantime, tell Ohioans 
the things about insurance that they 
want to know and have a right to de- 


.| mand.” 








subscriber asks if a contract by which 
A sells his agency, with an agreement 
that neither he nor his son shall solicit 
insurance for a period of ten years is 
valid, I answer that such contract is 
against public policy. Roberts v. Le- 
mont, Neb. S. C., 18 Insurance Digest 
290. If the agreement is not to solicit 
insurance at all such contracts have 
been held valid where the agreement 
was not to solicit insurance within a 
specified: and limited territory. To give 
a definite’ answer as to the validity” of 
the contract inquired of, it 'would be 


fhecessary to have the. , contract before ° 





me. 
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New Interpretation of Indiana 
Compensation Law Dis- 
covered by Attorney 


RULING MADE BY BOARD 





Exempted Citizens as Well as Others 
Are Affected—Question as to 
Certificates 





INDIANAPOLIS, IND., Aug. 5.— 
Howe S. Landers, secretary of the In- 
diana Industrial Board from the time 
of its organization until about a year 
ago and now a member of the firm of 
Landers, McKay, Turner & Merrell of 
Indianapolis, insurance attorneys, has 
discovered an interpretation of amended 
section 14 of the Indiana workmen's 
compensation act which extends | goon 
ity under the law to employers of con- 
tractors and imposes upon contractors 
the liability | of sub-contractors. 
Amended section 14 reads as follows: 

“The state, any political division 
thereof, any municipal corporation, any 
corporation, partnership or person, con- 
tracting for the performance of any 
work without exacting from the con- 
tractor a certificate from the Industrial 
Board showing that such contractor 
has complied with section 68 of this 
act, shall be liable to the same extent 
as the contractor for compensation, 
physician’s fees, hospital fees, nurse’s 
charges and burial expenses on account 
of the injury or death of any employe 
of such contractor, due to an accident 
arising out of and in the course of the 
performance of the work covered by 
such contract. 


Certificate for Contractor 


“Any principal contrattor, interme- 
diate contractor, or sub-contractor, who 
shall sub-let any contract for the per- 
formance of any work, without requir- 
ing from such sub-contractor a certi- 
ficate from the Industrial Board show- 
ing that such sub-contractor has com- 
plied with section 68 hereof, shall le 
liable to the same extent as such sub- 
contractor for the payment of com- 
pensation, physician’s fees, hospital 
fees, nurse’s charges and burial ex- 
penses on account of the injury arising 
out of and in the course of the per- 
formance of the work covered by such 
sub-contract. 

May Recover Amount Paid 


“That the state, any political division 
thereof, any municipal corporation, 
any corporation, partnership, person, 
principal contractor, intermediate con- 
tractor, or sub-contractor paying com- 
pensation, physician’s fees, or hospital 
fees, nurse’s charges or burial expenses 
under the foregoing provisions of this 
section, may recover the amount paid 
from any person who independently of 
such provisions would have been liable 
for the payment thereof. ; 

“Every claim filed with the indtstrial 
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in one of the big cities in com- 
menting on the tendency of people 
at this time said that it was remarkable 
to see the number of large premiums 
that are coming in these days, showing 
that men that can afford to purchase 
disability insurance are not modest 
when it comes to the size of the policy. 
This manager remarked that in the 
early days $25 was the ruling premium 
although once in a while a $50 premium 
was sent in. Now he said that pre- 
miums of $300 and up come in every 
day. People see the advantage of dis- 
ability insurance as never before. Some 
assured are purcnasing policies for the 
weekly benefit enly relying on their 
life insurance to take care of ‘death 
protection. Others simply add to their 
life insurance by taking accident insur- 
ance for death or major injury. How- 
ever, these are rather rare. The big 
business man is not so much interested 
in two or three weeks’ disability as he 
is in the contingency ot being laid up 
for a long time. When it comes to a 
six months’ or more expense for sick- 
ness or accident it means something. 
The business man, he said, is con- 
cerned about these heavy expenses that 
mount up into big money. He can take 
care of the ordinary run of expense. 
That does not bother him a bit. How- 
ever, it is the staggering blow that 
means something to him. 
Many agents have gone to their ol@ 
policyholders and doubled or tripled 
their insurance. 


r | ‘HE manager of an accident agency 


GENTS that are soliciting insurance 

which insures against raising or 
altering checks other than forgery say 
that there is a growing demand for 
this class of indemnity. Usually some 
case in the vicinity can be found where 
a loss of this kind has been incurred. 
Tt is used as an example. The various 
forms of check protectors are not ab- 
solute protection. The insurance policy 
is sure protection against any check 
alteration except the name of ‘the 
maker. Some solicitors in large cities 
have sold large amounts of insurance. 


The rate is $5 a thousand and where 
there are branch houses authorized to 
sign checks the extra charge of $1 a 
thousand is made for them. 
THE Travelers in commenting on the 
automobile situation says that within 
a few months there will be half a mil- 
lion or more new automobiles in use 
because deliveries on 1920 models are 
being made. This year the company 
says is proving an unusual one in spite 
of the fact the deliveries of new cars 
are late. Dealers at every hand say 
that the demand is unusual. Orders 
have been booked for months ahead, 
prices are being maintained and second 
hand cars have increased in value. 
Naturally the insurance men through- 
out the country have taken advantage 
of this condition and the automobile 
premiums have increased greatly. The 
Travelers says that the real 1919 sea- 
son for writing automobile insurance 
is just beginning. 

Owing to the greater verdicts now 
being rendered in favor of injured peo- 
ple, the owner of an automobile should 
be impressed with the fact that he 
should carry sufficient insurance to 
meet all contingencies. The Travelers 
says that judgments have not merely 
kept pace with the increased cost of 
necessities, they have jumped far ahead. 
The companies are urging their agents 
to carry more than the ordinary $5,000- 
$10,000 policy. It should be doubled. 
For 20 percent additional on the lia- 
bility premium a man can secure just 
twice the insurance. Agents and bro- 
kers that have been canvassing their 
old customers for additional limits say 
that they have been most successful 
in impressing on them the need for 
greater protection. Every old cus- 
tomer is a new one for higher limits. 
Just the other day a Wyoming ranch 
Owner was seriously hurt in a motor 
accident and sued the car owner for 
$50,000. Later it was agreed to waive 
the ordinary jury trial and leave it to 
the district judge to fix the amount. 
The injured ranch owner was awarded 
$20,000 with $2,000 for doctor’s bill. 








board under the section shall Le in- 
stituted against all parties liable for 
payment, said board in its award shail 
fix the order in which said parties shall 
be exhausted, beginning with the im- 
mediate employer.” 


Important to Insurance Carriers 


“T am convinced that this section is 
of great importance to all insurance 
carriers as well as to the public,” said 
Mr. Landers in commenting on his con- 
clusions after a careful study of the 
section. “To avoid confusion, the ques- 
tions raised? should be settled at the 
outset of the application of the act. 
First is the question as to whether the 
amended section applies to classes of 
employers exempted by section 9 of the 
act—farmers, domestic employers, and 
employers of casual labor—-as well as 
to employers subject to the terms of 
the law. I have obtained a ruling on 
this point from the; Industrial Board 
which states: ‘It is the opinion of the 
board that the requirement of this sec- 








tion applies to exempted citizens «as 
well as others.’ ” 

“So, according to this ruling, all em- 
ployers, whether they are exempted by 
section 9 or not, are required, when they 
contract with an employer who is sub- 
ject to the law, to secure a certificate ev- 


jidencing the fact that such contractor 


is carrying compensation insurance and 
has filed proof of insurance with the 
board. This also applies where employ- 
ers have rejected the law.” 


Certificate Issued Freely 


Mr. Landers stated that the next im- 
portant question related to the issuing of 
certificates. In the past the industrial 
beard has issued certificates freely to em- 
ployers who have complied with the law. 
With such a supply of certificates such 
employer could continue to give to those 
persons for whom he contracts to do 
work these certificates as evidence of his 
insurance, even though, since he obtained 
his supply, his insurance may have ter- 
minated by cancellation, lack of renewal 
or from other cause. That the insurance 
was not in force at the time he presented 
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LINES ARE DEVELOPED 


Joel Tuttle Reviews Growth of 
That Business in West 
During Past 20 Years 


GOOD FIELD FOR AGENT 


Opportunities which It Offers to Local 
Man Pointed Out—Requisites 
for Success 


DULUTH, MINN., Aug. 5.—A <e- 
view of the development of casualty in- 
surance in the west, together with a 
discussion of that side of the business 
from the local agent’s viewpoint, and 
the dangers now besetting it, was given 
by Joel Tuttle, secretary of the Iowa 
Bonding & Casualty, at the meeting of 
the Minnesota Association of Insur- 
ance Agents, in session here Thursday 
and Friday of last week. Mr. Tuttle 
said in part: 


Years Bring Many Changes 


The past twenty years have brought 
about many changes in the casualty in- 
surance business as transacted in this 
country. In fact, all business has ma- 
'terially changed, and the insurance busi- 
ness, particularly its branehes dealing 
with the protection of commercial capi- 
tal, obviously has automatically adapted 
itself to the conditions with which it 
has had to deal. The one particular line 
of insurance most affected has been in- 
surance of the employer against his lia- 
bility to his employes for occupational 
injuries. ‘I have referred to the perio@ 
of twenty years because that measures 
the extent of my experience in casualty 
insurance. 

When I started in the business in 1898, 
we in the west who were then selling 
employers’ liability’ insurance were pion- 
eering a line, the importance of which 
was little understood, by the medium 
sized ,business institution. _ We had to 
use our utmost ingenuity to prevail upon 
some employers to protect their invest- 
ments. 


Pioneers Created Market 


We who in the west pioneered - these 
lines in our cities and in our smal 
towns created the market for the men 
who are in the insurance business today. 
Our problem was to create the demand: 
and your problem now in relation to lia- 
bility insurance is to qualify yourselves 
to sell it. 

I would put the selling qualifications 
of a successful agent in this order: In- 
dustry, which includes study; activity, 
which includes foot work; good health, 
which includes a cheerful and pleasant 
disposition, and last, but most important 
of .all and which includes everything 
else, resourcefulness, 


Compensation Law Changes 

The enactment of workmen’s compen- 
sation laws has been the most pro- 
nounced change in the casualty business. 
No one ever thinks nowadays of re- 
turning to the old system. The insurance 
agent, in going out to sell compensation 
insurance, has little or no argument with 
his customer as to the Value of the pro- 
tection. The problem .is Simmered down 
to.nothing but competition, and this be 
comes a question of personality, rat~ 
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Automobile Liability Insurance 


made as rapid progress in recent 

years as has the automobile indus- 
try. Fifteen years ago there were com- 
paratively few automobiles in use. 
While some ‘of the older manufactur- 
ers were at that time turning out a 
rather successful car, there were many 
still in the experimental stage. While 
a few automobile makers have failed 
and discontinued the manufacture of 
certain makes of cars, hundreds of 
other successful companies have taken 
their places and today it is one of the 
largest industries in the world. 

In 1918 there were approximately 
6,000,000 automobiles registered in the 
United States. This was more than 
1,000,000 increase over the registration 
of 1917, notwithstanding the curtail- 
ment in the output of cars occasioned 
by the war; so it can be seen that 
while fifteen years ago the automobiles 
in use could be counted by the thou- 
sands, they are now recorded by the 
millions. 


[nace is no industry that has 


HILE the output of automobiles 

has been increasing each year, it 
is a known fact that automobile liabil- 
ity insurance has not kept pace, not- 
withstanding the fact that the automo- 
bile liability premiums were referred 
to a few years ago by the thousands 
and are now also reckoned by the mil- 
lions of dollars. 

It would be a difficult matter to state 
correctly the total annual automobile 
liability insurance premiums as_ they 
are reported by the companies together 
with other liability premiums. It would 
be a much harder task to state cor- 
rectly the number of automobiles in- 
sured. Some say that not more than 
20 percent of the automobiles in the 
United States carry liability insurance, 
but such can only be a guess. It is my 
guess that from 40 to 50 percent of the 
automobiles in the large congested cen- 
ters like New York, Philadelphia and 
Boston are insured, but I would guess 
that not more than 20 percent of all 
of the cars owned in what is called 
“state wide” territory of the eastern 
states are covered by liability policies 
and if we compare the volume of lia- 
bility premiums as reported by the 
companies to the number of cars reg- 
istered in the Middle West, Western 
and Southern states, we are safe in 
guessing that not more than 10 or 15 
percent of the total number of cars 
registered in these states are covered 
by liability’ insurance. This shows, 
plainly that, notwithstanding the fact 
that there have sprung up all kinds of 
automobile insurance companies, mu- 
tuals; inter-insurers, Lloyds as well as 
many new stock companies, automobile 
liability insurance has not kept pace 
with the manufacturer’s output of cars. 


THINK the fire companies have 

more cars insured than the liability 
companies. Of course there are more 
fire companies with policies to sell and 
more fire agents to sell them. The sale 
of automobiles, both of the commercial 
and pleasure type on the deferred pay- 
ment plan, has brought millions of dol- 
lars of premiums to the fire insurance 
companies as the bankers handling the 
deferred payment notes require that all 
cars must be *imsured at least against 
loss by fire or theft while the liability 
companies have, of course, been com- 
pelled to resort to salesmanship alone 
for’ the selling of their policies. 


HE casualty companies selling auto- 

mobile liability. insurance may also 
be given some advantage if many of 
the pending bills in the various legisla- 
tures are enacted into laws which pro- 
vide that all automobile owners must 
file with the proper authorities a bond 


they can secure a license for the oper- 
ation of an automobile on the public 
highway. Some of the states are mak- 
ing it a matter of suretyship instead 
of insurance by requiring a bond con- 
ditioned to pay any damage that may 
result from the operation of the auto- 
mobile licensed. There will eventually 
be some uniform law enacted by the 
various states which will furnish the 
public protection against damage re- 
sulting from the negligent operation of 
atitomobiles on the public highway and 
the insurance companies might as well 
make up their minds that such laws 
are inevitable. In fact, such a plan has 
already been given a trial in some of 
the western states, where jitney opera- 
tors are required to file such a bond 


BY W.L. TAYLOR 





and some of the casualty companies 
who wrote these bonds have already 


There has been in the past ten years 
a wonderful development in the manu- 
facture and improvement of the elec- 
tric automobile, both for commercial 
and pleasure purposes. An examination 
of the list of cars covered by companies 
under “fleet” policies will show a sur- 
prisingly large increase in the number 
of electric trucks. It is only a matter 
of time until the companies will be 
compelled to classify the electric car 
used for commercial purposes in a sep- 
arate class and give them a premium 
under the premium charged for gas cars 
doing the same work. 


NE of the great achievements to 
my mind in connection with auto- 
mobile liability insurance is the estab- 
lishment of the automobile department 
of the National Workmen’s Compensa- 








met with a disastrous experience. This 
is practically true of one of the com- 
panies now out of business. 


HERE has been but one plan of 

rate making for pleasure type of 
cars since the companies began to write 
automobile insurance until a few months 
ago when the companies put into oper- 
ation the new plan of rates which are 
based upon the list price of the car 
insured instead of the insurable horse- 
power. There have been all kinds of 
arguments both for and against each 
of the plans. No underwriter is claim- 
ing that either of the two plans are by 
any means perfect. The argument has 
been advanced that the man with a 
costlier automobile would draw a 
larger verdict in the hands of a jury 
than would the man operating a cheaper 
car and that the horsepower basis did 
not furnish sufficient premium to meet 
this added liability. Some find fault 
with the new plan because the cheap 
car with a high horsepower takes a 
less rate while a more expensive car 
with a lower horsepower commands a 
higher premium. This is just what the 
companies had in mind when they made 
the change. While either plan is not 
perfect it is my personal opinion that 
the new plan is more equitable. 


i has been advocated by some that 
the mileage basis should be adopted. 
To this I cannot agree. While it would 
be possible no doubt to equip cars with 
meters that would properly record the 
mileage operation during the policy 
term, it would not record the exposure 
which is the real hazard to be covered. 
There may be more hazard in the op- 
eration of some cars 100 miles than 
there would be in operating other cars 
1,000 miles. Some cars might be op- 
erated only a few miles each day in a 
very congested and hazardous district 
while others might be operated in a 
less hazardous -district with a greater 
mileage. So it can be seen that it is a 
question of exposure in the territory in 
which the car is operated, and I think it 
is well taken care of under the present 
territorial differential plan. When an 
assured resides in Boston it is taken 
for granted that his car is operated 
there and should be charged the rate 
applicable to the Boston territory. If 
he resides in Dallas, Tex., he should 
take the rate applicable to that terri- 
tory, regardless of the number of miles 
that either of them should operate their 





cr some evidence of insurance before 





cars.- 


W.L. Taylor of Boston is manager of the liability department of the 
Massachusetts Bonding. He has had a wide office and field experience in 
casualty insurance. He organised and was president of the Missouri 
Fidelity & Casualty. After its merger with the Southern Surety he became 
an official of the company. Mr. Taylor has given much thought to auto- 
mobile insurance. His observations are of real interest. : 
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tion Service Bureau. The bureau has 
done more in my opinion to stabilize 
the business than any other agency, 
and while I have not always agreed 
with some of the rules adopted by the 
bureau I am, however, mindful of the 
splendid work that has been accom- 
plished by the automobile committee 
of the bureau. 

A noticeable change has taken place 
in the past few years which has re- 
sulted most beneficially to both the 
companies writing automobile liability 
insurance and their policyholders and 
that is the change in the attitude of the 
supervising insurance officials. We can 
all remember not many years ago that 
many of the superintendents of insur- 
ance thought it was their duty to aid 
the residents of their state in securing 
insurance at the least possible cost, re- 
gardless of the service or stability of 
the indemnity received. Today insur- 
ance supervising officials say that it is 
their sacred duty in addition to gen- 
eral supervising of the companies, as 
heretofore, to further see that the com- 
panies charge rates sufficient to guar- 
antee their solvency, thus guaranteeing 
to the residents of their states the pay- 





ment of their claims in full. This no 
doubt has saved some of the compa- 
nies from bankruptcy. 


A FEW days ago the rates of one of 
the small companies which is now 
putting on an automobile department 
were called to my attention. This com- 
pany is quoting quite a reduction in 
cates for a certain locality. During the 
same week several of the non-bureau 
companies were asking the bureau to 
raise the rate in this same territory. 
Here is a new company with no expe- 
rience of its own starting out to write 
business at rates which the experience 
of the older companies shows conclu- 
sively are too low. This is not humor- 
ous but pitiful. There is no one com- 
pany, including even the largest ones, 
which has had a_ sufficient volume 
nation wide of automobile liability pre- 
miums whose experience would be safe 
to follow or .bank on for any given 
territory. It requires the combined ex- 
perience of all of the companies. 


HERE were of course for many 
years prior to the advent of the au- 
tomobile, employers’ liability and dif- 
ferent forms of public liability policies 


of insurance. Such policies agreed to 
indemnify the assured against loss for 
jegal liability imposed upon the as- 
sured and were not insurance contracts 
for the benefit of the claimant or the 
person injured. The first automobile 
liability policies followed along the 
same plan, being indemnity contracts. 
Under this form of coverage the com- 
panies were not called upon to pay a 
loss where the assured was insolvent. 
It was a rule for the company to de- 
fend the assured to the court of last 
resort and in many cases no appeal 
bond was given and if the assured was 
unable to pay the judgment at the end 
of the litigation it went unpaid. This 
cf course was perfectly in accord with 
the terms of the policy. The same form 
of coverage is still in use except that 
several of the states have enacted laws 
which gives the claimant a right of 
action against the company on the re- 
turn of an unsatisfied judgment against 
the assured. The law of one state pro- 
vides that a bill in equity will lie to 
“reach and apply” the insurance funds. 
Other states have enacted similar laws 
until the companies have finally 
adopted what is known as the “bank- 
ruptcy or insolvency” clause in their 
policies, so while the policy remains 
an indemnity contract with the solvent 
assured, it does become an insurance 
contract for the benefit of the claim- 
ant in case of an insolvent assured. 


S OME argue that an automobile lia- 
bility policy is a very simple form 
of coverage, easily interpreted. Such 
statement is not borne out by the many 
recent court decisions. No form of in- 
surande has furnished more interesting 
cases than has the automobile liability 
policy. The supreme court of one state 
does not always follow the decisions 
of the supreme courts in other states. 
Some of the courts hold diametrically 
opposite to the courts of other states, 
on the same question. It was these dif- 
ferent decisions which led me two years 
ago to advocate the writing of a policy 
which would provide that the insur- 
ance would “follow the car.” This plan 
was not adopted by the bureau until 
last year, but it is now included in 
nearly all of the companies’ policies 
and is known now as the “omnibus 
coverage.” 


A® I stated the first automobile poli- 

cies followed the employers’ lia- 
bility form in so far as it was a con- 
tract of indemnity and it was quite 
natural that the adjustment of claims 
would follow along the same line. 
Most of the companies soon learned 
that automobile accidents were a dif- 
ferent class of accidents altogether. 
Other companies only learned this after 
they had accumulated a lot of suits, 
so it has been necessary to train claim 
adjusters under the automobile policies 
along altogether different lines from 
the old employers’ liability adjusters. 


1 Benge enactment of compensation laws 
in the -majority of the states has 
made it necessary for the “snitch” law- 
yer to look to other fields and the 
automobile accident like the street car 
accident -furnished them a fertile field 
of endeavor. Such injury will generally 
result in a law suit unless it is given 
immediate attention. The company that 
does not give immediate attention to 
automobile ‘accidents and dispose of 
them will soon be swamped with law 
suits. The company which serves its 
policyholders best is the company that 
keeps them out of court. It not only 





written. All such policies were con- 
tracts of indemnity and not contracts 





serves its policyholders best but serves 
itself best. It keeps its liability behind 
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it, thus enabling it to see at all times 
just where it stands. 


S to the future of the automobile 

liability business I predict a great 
increase in premiums from year to year. 
With the recent reduction in rates in 
the territory which might be termed 
“country wide” we are bound to see 
policyholders who never before carried 
liability insurance. This together with 
the increasing number of automobile 
accidents in the more congested dis- 
tricts together with the agitation of 
compulsory insurance laws is bound to 
result in an enormous increase in busi- 
ness. 

We are going to be confronted in the 
immediate future with a great many 
new laws. There are bound to be 
Townleys spring up in. the different 
states with an attempt to put across 
state insurance for automobiles. All 
of these things make it all the more 
necessary for the companies to co-oper- 
ate and give their policyholders 100 
cents worth of service for each dollar 
of premium paid which together with 
the proper publicity will educate the 
public to the fact that no state can 
manage the insurance business so suc- 
cessfully for the policyholder as can 
private interests. We will also need a 
few more Fred Grays and Mark Mc- 
Kees to spread the gospel. The agent 
too must awake to a sense of his re- 
sponsibility and appreciate the fact 
that he can render a valuable service 
to his clients and his clients should 
be made to know and appreciate that 
the agent renders a service to the as- 
sureds worth all it costs. The agent 
who does not render such service will 
eventually lose out. 


HERE is no business that runs it- 

self. All classes of business have 
their difficulties to overcome. The au- 
tomobile liability insurance business is 
no exception to this rule. As to the 
rates in the future, I am of the opinion 
that the experience of the companies 
as time goes on will warrant a gradua! 
increase. This may not be necessary 
for the pleasure car for some time to 
come with the possible exception of a 
few of the congested cities, but I feel 
confident that the experience will show 
the necessity of material increases in 
the commercial rates throughout the 
country. 


HERE are some changes in the rules 

applicable to the private pleasure 
cars which to my mind should be 
changed. As the companies are en- 
deavoring to give a broader and more 
complete coverage they should remove 
some of the “refinements” from their 
book of rules.- For example, under the 
present rule if a farmer has an ordi- 
nary five passenger touring car and 
“occasionally” puts a barrel of apples, 
or a bag of potatoes or a couple of 
hams into the tonneau (without chang- 
ing the body), and takes them to mar- 
ket, he is compelled to pay a 50 per- 
cent additional premium if he wants 
unquestionable coverage, while the 
drummer using an automobile in his 
business can carry his samples with 
him and if he does not sell them he is 
not compelled to pay any additional 


premium (neither would the farmer if 


he only took the goods to town as 
samples and brought them 
again). 


town once or twice a month. 
The basis of premium charged for a 
fleet of commercial trucks should in my 


opinion be based upon the payroll of 
the operators and not on the per car 


basis. I contend that the hazard is in 


the operation of the automobile in- 


home 
The drummer uses his car six 
days a week while the farmer gets to 








Competent Compensation and Liability Under- 
writer desires a position in the West. Recom- 
mendations will follow all communications at 
once if any Company or Large Agency is inter- 
ested. Advise of salary possible after demon- 
stration of ability, obtained by long experience, 
would be appreciated. Address 74-L, care 


The National Underwriter. 


ENTERS CASUALTY LINE 
NORWICH UNION FIRE’S PLAN 


English Corporation Will Organize a 
Company in This Country to Do 
a General Business 





The Norwich Union Fire of England 
is arranging to enter the casualty and 
surety field in this country through the 
organization of an auxiliary. company 
to be known as the Norwich Union In- 
demnity. It will be managed in this 
country by W. E. Falconer, who is 
assistant secretary of the Hartford Ac- 
cident. General Manager R. Y. Sketch 
cf the Norwich Union visited this 
country and looked over the conditions 
here deciding on his return to launch 
the Norwich Union in the general casu- 
alty field on this side. 

The Norwich Union Indemnity will 
be organized under the laws of New 
York with capital of $500,000 and sur- 
plus of $500,000. It will write all casu- 
alty and surety lines. The Norwich 
Union Fire has been writing fire insu-- 
ance on this side since 1877 


Mr. Faleoner’s Career 


Mr. Falconer started with the Gen- 
eral Accident, being for 13 years at 
the home office in Perth, Scotland. He 
went to Canada for the General and 
was manager of its accident depart- 
ment. Then he went to Australia as 
fire and casualty manager for the Gen- 
eral Accident. He was sent to the 
United States to take charge of the 
General’s claims and after about a year 
joined the Hartford Accident as agency 
supervisor. Later he was elected as- 
sistant secretary. Mr. Falconer is re- 
garded as a very able man. 


Kansas Agents Must Be Residents 


TOPEKA, KAN., Aug. 5.—Commis- 
sioner Travis has sent to all the life, 
accident, health, casualty and other in- 
surance companies operating in the state 
a notice that all agents of the compa- 
nies must be bonafide residents of Kan- 
sas. The license for these agents must 
also come through the companies on the 
regular requisition blanks. The removal 
of an agent from the state is to cancel 
the license automatically. 


Bond Goes to New York 


SAN FRANCISCO, CAL., July 6.—R. J. 
Bond, who returned to San Francisco to 
engage in casualty work after a year's 
absence in France, has gone to New York 
to take a field position with the Royal 
Indemnity in New York State, with head- 
quarters at New York. 








sured and if the premium is based on 
the operator’s wages the company gets 
a premium whenever there is an expo- 
sure; whether it, be for one hour or 
twenty-four hours per day. This change 
in the rule like the omnibus coverage 
was bound to come. 


HE future will in my opinion bring 

a change of limits. All rates today 
are based on $5,000 limits for injury to 
one person and $10,000 limits for more 
than one person injured in the same 
accident. When we have laws compell- 
ing automobile owners to protect the 
public the question of complete and 
unlimited protection for a greater num- 
ber of persons injured in one accident 
will come up just as it did for the catas- 
trophe hazard in compensation insur- 
ance. Therefore, I predict that the 
companies will soon be writing’ policies 
with but one limit, namely $10,000 for 
one person and limited to that sum 
for each person injured without limit 
as to the total sum of damages. Such 
a plan of course will necessitate a ma- 
. terial change in rates to meet the ad- 
ditional risk assumed. It will also mean 
the necessity of establishing a reinsur- 
ance department of the National Work- 
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TELLS HOW CASUALTY 
LINES ARE DEVELOPED 


(CONTINUED FROM PAGE 23) 


service. If you do not know what com- 
pensation insurance means to the em- 
ployer and to the employe, if you do not 
know the terms of the law under which 
you are selling the insurance, if you do 
not know something of the home office 
practice in underwriting risks, if you 
do not know something, not necessarily 
all, about the schedule rating system and 
if you do not know the elements of 
safety requirements, you are going to 
lose your best risks to the agent who 
does know these things. 


Must Give the Service 


Every local agent cannot be an under- 
writer, but compensation insurance is a 
technical thing and if a man is going 
to offer it for sale, his customer has 
scme reason to expect the agent to give 
him definite, absolutely correct and re- 
liable information on the subject. An 
agent who is so equipped and then who 
proceeds to take care of his customer 
after he gets him by instructing him 
as to prompt reporting of accidents, in- 
specting his plant and asking questions 
and otherwise informing himself as to 
the business of the assured, first to see 
that he is correctly classified for rating 
purposes and second that he is fully 
covered, he can perform a quality of 
service which would make it extremely 
difficult for another agent to get the 
risk. 

Agents will often telephone long dis- 
tance to the general agent or home 
oftice of the company and find out the 
rate on a fisk which they cannot find 
in their own office because they have not 
kept, their manuals posted. Think of it. 
A. man who is in the insurance business 
and would catalogue himself as a busi- 
ness man who will get the manual cor- 
rections sent out by the insurance com- 
panies and not take sufficient interest 
in them to post them so that he can 
have ready access to the correct and 
most recent rate on any given risk! I 
doubt if that man is well placed in the 
insurance business in competiton with 
the live ones who meet the postman 
with manual corrections half way and 
have the changes noted in their minds 
tefore the sheets get cold. 





Taking Advantage of Conditions 

There has never been, within the life 
of any of us here today, a _ period of 
greater business activity, but I want to 
impress upon you this one thing, that 
while you are making ‘money off of the 
increased industrial activity of the day, 
that you make it a point to earn the 
commissions you get. 

One agent that I know of wrote a pol- 
icy covering a certain number of auto- 
mobile trucks, basing the information 
given in the new policy upon information 
taken from the daily report of a former 
policy on the same risk. Later, upon 
examination of the policy by the com- 
pany, as a result of an accident, it was 
discovered that not a single car listed 
in the policy as a basis of coverage was 
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insure such excess hazards. 





where the member companies can re-|sisted of an entirely 


then owned by the assured. On the 
other hand, the equipment then con- 
different set of 





25 percent. 
aried representative, found the assured 
bad no part in the deception and paid 
his loss, rewriting the insurance to cover 


The company, through a sal- 


the risk properly. The commission on 
this policy was a little over $500. The 
.pomt I want to bring out is that this 
agent, for a consideration of $500 profit, 
‘could not and would not take the time 
to call at the premises of the assured and 
get at first hand an exact description 
,of the risk in order that he might de- 
liver to the man who paid this very large 
premium, a legal contract of indemnity. 
So when we are writing compensation 
policies or automobile policies or any 
‘other kind of policy, if we are to main- 
itain righteous claim for our vocation as 
being a business, should we not make 
‘the service we render to the assured 
worth the commission we collect on each 
{policy we write? 


Should Push Automobile Line 


The failure of any automobile owner 
to carry, public liability and property 
damage insurance is one of the greatest 
puzzles of the age to me. Of course I 
refer to the man possessed of property 
and not to the man who is judgment 
proof. I wonder sometimes if the agents, 
particularly in the smaller towns, suffi- 
ciently themselves understand the signi- 
ficance of this class of protection. I won- 
der if there are any agents who read this 
who own and operate automobiles and do 
not insure their liability. It is a hard 
thing for a man to. sell something to 
another man which he himself does not 
sufficiently value to buy it. 

Do not ever let the men who tell you 
that they are careful drivers get away 
from you without asking them in turn 
what assurance they have that they will 
continue for ever to get all the breaks 
in the game while other persons have 
all the hard luck. Do not ever let any- 
one get away from you on the theory 
that the small town driver has any im- 
munity from the common automobile 
accident any more than the man who 
lives in a large city. 

Burglary Insurance Prominent 

Burglary insurance is a line which 
has come into great prominence lately. 
Hold-ups, robberies of private dwellings, 
apartment houses and banks have be- 
come so common that it is today one 
of the easiest lines to write in the cas- 
ualty’ field. The loss has been. so 
excessive that .increased rates were 
recently made necessary. on some classi- 
fications. In the small town the resi- 
dence risk is generally harder to write 
than it is in the cities, and again the 
man who fails to insure is the one who 
is fooling himself. He alone is the one 
to suffer if he guesses wrong on a propo- 
sition of this kind. 

In the old days when pioneers came 
to this section of the country to cut 
timber and saw lumber, they did not 
have the means of insuring themselves. 
They had to gamble with fate. They 
took their chances against any one catas- 
trophe putting them out of business and 
they took their chances because they 
had no alternative, and many men were 
ruined because when the catastrophe 
came, they had no insurance. Others 
played in better luck and prospered. 

The’ man of today does not have to 
take such chances in the field of adven- 
ture. He can enter business, protect his 
profits against the unforeseen, and give 
his attention only to the development 
and promotion of his business, having no 
fear of destructive calamity. The only 
man who has no occasion to buy insur- 
ance is the man who has nothing to lose. 


Plate Glass in Riot Zone 


Plate glass companies had considerable 
trouble in the Chicago riot zone in send- 
ing adjusters into the district to inspect 
property and adjust losses. Hundreds of 
plates were destroyed throughout the 
black belt and along the border by riot- 
ers who were shooting at and destroying 
property in various ways. The plate 
glass companies will likely pay these 
losses though there may be some ques- 
tion of liability owing to riot, but will 
seek reimbursement from the city. 


United Cigar Stores Losses 


A number of plate glass losses have 
been sustained by the Chicago stores of 
the United Cigar Stores Company owing 
to a strike of the company’s clerks. Em- 
ployes of the United Cigar Stores re- 
cently organized a union. It is understood 
that in spite of the fact that the United 
Cigar Stores always occupy prominent 
locations and use large window displays, 
the concern carries its own plate glass 





automobiles, increased in number about 


insurance. 
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EXPECT HEAVY RIOT LOSSES 


Companies Writing Industrial Business 
in Chicago’s “Black Belt” Re- 
ceiving Many Claims 


Companies writing industrial health 
and accident business in the “black 
belt” of Chicago are expecting rather 
heavy loss reports from that section 
as a result of the recent race riots. A 
considerable number of claims have 
been filed already and they are ex- 
pected to come pouring in when activ- 
ities in that district are fully resumed. 
The companies, of course, made no 
collections at all last week, except in 
a few cases on Monday, but most of 
the agents went out on their regular 
routes this week, with no trouble of 
any sort reported. 

While the policies generally provide 
that the companies shall not be liable 
for injuries received when the insured 
is engaged in violation of law, it. will 
be difficult to prove that the persons 
killed or injured were actually par- 
ticipants in the riots, as all of them, 
of course, contend that they were “in- 
nocent bystanders,” and it is probable 
that all claims of that sort will be paid 
except in cases where it is shown con- 
clusively that the claimants were <c- 
tually engaged in rioting. 


“Boycott” Is Not Feared 


ffforts made by negroes in Jackson- 
ville, Fla., and a few other southern 
cities to establish a boycott against 
the white companies and turn all the 
business to negro organizations are not 
expected to spread to northern cities. 
Some of the companies which write a 
large amount of industrial business 
among negroes have received requesis, 
especially from St. Louis, for the ap- 
pointment of negro agents to work 
among their own race but no general 
action along that line is considered 
likely. One company, which has its 
home office in the north, has negro 
agents working with considerable suc- 
cess in three of the smaller southern 
cities, but finds that as a general thing 
white agents are more successful than 
negroes in handling negro business. 


May Affect Future Business 


There seems to be some difference of 
opinion in regard to whether the Chicago 
riots will have any permanent effect on 
the business written in that city. Offi- 
cials of one of the companies which has 
been writing heavy business among Chi- 
cago negroes are rather pessimistic in 
regard to the future of that business. 
They believe that the influx of negroes 
from the south will be. stopped, for some 
time at least, and that.a large number of 
those who have been, employed in Chi- 
cago will leave there, either, for their 
old homes in the; south or for other 
northern cities. The other two compa- 
nies whith have been especially active 
in that field profess to believe that 
there will be little difference noted when 
conditions get back to normal, although 
they admit that if the ban on negroes 
in the stockyards district, where more 
of them have been employed than in any 
other line of industry, is continued in- 
definitely. it will have a serious effect on 
their business. 


Race Feeling Not Growing 


None of them consider that there is any 
general growth of race feeling against 
the negro in the north and they see no 
connection between the outbreaks of that 
sort in several cities at almost the same 
time, attributing these to local conditions 
or to the general unrest which has 
brought about outbreaks of different 
sorts in many localities recently. 





Five-Year Clause Required 


TOPEKA, KAN., Aug. 5,.--The accident 
and health companies. operating in Kan- 
sas have been notified by ‘the: insurance 
department that they must! comply with! 


the state laws® relating to’ timé limits’ | 


on claims against the companies: Most 





of the policies contain a provision that 
all claims must be presented within one 
or two years from the date of the acci- 
dent. The Kansas statute says the 
statute of limitations on insurance poli- 
cies does not begin to operate until 
after the expiration of five years. The 
accident companies are to be required 
to endorse on the policies either a nota- 
tion that the Kansas statute is effective 
in place of the regular stipulation or 
furnish a special Kansas policy providing 
for claims to be presented within five 
years. 


Another Dirigible Accident 


U. S. naval dirigible C-8 exploded at 
Camp Holabird, near Baltimore, recently 
and injured 75 people—mostly women 
and children who had gathered to see 
_the ilight. The balloon had just com- 
pleted a trip and it is presumed that 
the heat near the ground caused the 
gas to explode. 





Invites Canadian Companies 


President Isaac Miller Hamilton of the 
Health & Accident Underwriters Confer- 
ence has sent an invitation to the officers 
‘of all the Canadian companies writing 
health and accident insurance to be 
\represented at the annual meeting of the 
‘conference to be held at Niagara Falls 
‘Sept. 2-4. This will give the meeting an 
international flavor. President Hamilton 
is now putting the finishing touches on 
the program. He expects the largest at- 
tendance in the history of the organiza- 
tion. 
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REPORT MADE ON OHIO FUND 


Actuaries After Examination Advise 
Against Any General Rate Re- 
duction at Present 


COLUMBUS, O., Aug. 5.—The two 
actuaries chosen by the Ohio Manufac- 
turers’ Association, the Ohio Federa- 
tion of Labor and the auditor of state 
have reported on the condition of the 
workmen’s compensation fund. Prof. 
Henry E. Downey, expert of the Penn- 
sylvania insurance department, says: 

“The Ohio State Fund after de- 
ducting unearned premiums, and setting 
aside ample reserves, had a clear sur- 
plus of over $3,600,000 on March 1. 


Owing to this highly solvent condi- 
tion, the fund can distribute safely ap- 
proximately one-third of its surplus :n 
the form of a cash dividend. No gen- 
eral rate reduction can be safely made 
at the present time. Premium rates 
proved to be somewhat redundant un- 
der the exceptional conditions of the 
past two years, but the general rate 
level is no more than adequate for nor- 
mal industrial conditions. There is no 
evidence of. unfair compromises, ‘short 
changing’ or disallowance of claims on 
merely technical grounds, but there are 
instances of excessive delay in adjust- 
ing claims and the average interval 
between the date of accident and the 
first payment thereon is too long. The 
actual net cost of the fund does not 
exceed 24% percent of the average an- 
nual premium over a 5-year period.” 

Miles M. Dawson, consulting actuary 
of New York, was the other inves- 
tigator. 


Working on the Plan 


NEW YORK, Aug. 5.—It is not likely 
that the committee of which Leon S. 
Senior is chairman, which is drafting a 
constitution for the National Council on 
Workmen’s Compensation Insurance to 
make it a central rating organization, 
will be able to report until the vacation 
season is over. This committee now has 
a tentative draft before it which it is 
considering. 





Rating Bureau in Pennsylvania 


HARRISBURG, PA., Aug. 6—Governor 
Sproul has approved the amendments to 
the workmen’s compensation insurance 
acts, which passed in the closing days 
of the legislature. Hereafter no system 
of schedule or merit rating can be ap- 
plied to such insurance premiums except 
through a rating bureau appointed by 
the insurance commissioner. 

The governor has reappointed Chair- 
man Harry A. Mackey of Philadelphia 
and Commissioners John A. Scott, In- 
diana, and Paul W. Houck, Shenandoah, 
as compensation board members. 


New Thresher Association 


WATERTCWN, S. D., Aug. 5.—A meet- 
ing of the Threshers’ Indemnity Associa- 
tion of South Dakota will be held at Wat- 
ertown on Aug. 7 to elect officers. This 
organization, formerly known as the 
South Dakota Threshers’ Protective As- 
sociation, at its meeting at Redfield on 
July 24 voted to adopt the new name in 
order to distinguish it from the South 
Dakota Threshermen’s Protective Asso- 
ciation. Its purpose is to aid threshers 
in meeting the requirements of the work- 








men’s compensation act. 





SCOPE OF EMPLOYER’S 
LIABILITY IS WIDENED 


(CONTINUED FROM PAGE 23) 


the certificate will not relieve from lia- 
\bility the person who employs such con- 
tractor. In case of accident to an em- 
ploye on the job, where the contractor 
is unable to pay, the person for whom 
‘the work is being done becomes liable. 
This liability also extends to the owner 
of property who permits a tenant to have 
work done by a contractor. The liabil- 
lity also extends back along the line from 
the least responsible of the possible sub- 
contractors on the job, ej 
Introduces Unknown Hazard 


“This question is important,’ said Mr. 
Landers, “because it introduces into the 
jiusurance business a very broad, unknown 
Hazard. It is liable to bring the insur- 
ance business into bad repute with the 
public.” 
Mr. Landers took this point up with 
the board and he believes a remedy has 
been provided for the future, although 
there are a lot of these certificates now 
out which may make trouble. The board 
acquiesced in Mr. Landers’ view of the 
gravity of the possibilities and has ruled 
that “when a party requests a certificate 
of the Industrial Board the board will 
secure the name and address of the 
‘party who is to receive the certificate 
and will keep in its file a copy of the 
certificate. Later, if the insurance is 
canceled by the carrying company, the 
board upon receipt of the notice of can- 
cellation will notify the holder of the 
certificate of the fact that the insurance 
has either expired or been canceled.” 

“I believe,” said Mr. Landers, “that the 
‘adoption of this rule will overcome in 
‘large measure the serious. situation 


‘tion 14 as outlined.” 





Hotel Owners Form Mutual 


BOSTON, MASS., Aug. 5.—The Hotel 
Owners Mutual Insurance company has 
been chartered in Massachusetts to write 
all forms of insurance but for the pres- 
ent will confine its operations to liabil- 
ity, automobile and compensation. If the 
plan proves successful locally the idea is 
to make the company of national scope 
in connection with the National Hotel 
Men’s Association. J. H. Damon, of the 
Hotel Thorndike, is president and the 
manager and underwriter will be Maj. 
M. H. Barton. The officers and directors 
include 20 prominent New England hotel 
managers together with Henry A. Fiske, 
of the General Fire Extinguisher, and T. 
E. Sears, a Boston insurance broker. 


Clarence T. Murdock, formerly a lieu- 
tenant instructor in overseas service and 
who was recently gassed, has joined the 
Travelers as a special agent in multiple 





lines. He will represent the company in 
Connecticut. 
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Plate Glass 


Very little plate glass insurance will 
ever be sold by the agent who looks upon 
this form of indemnity as a minor side 
line, simply a class of business to be 
picked up on the fly, but not worthy of 
any serious consideration. In order to 
sell plate glass insurance the agent must 
present it to the prospect in a manner that 
creates some interest and desire. To 
simply say, “Don’t you think you ought to 
have your show windows covered by plate 
glass insurance?” does not get the pros- 
pect very much excited about the value of 
plate glass insurance, or make him wish 
that he had his damageable plates in- 
sured. 

To get plate glass business, the agent 
must shape up a soliciting program. There 
are enough attractive selling arguments 
for plate glass insurance to return big 
dividends for all of the time taken in 
preparing canvassing material or in the 
work of actually calling on prospects. Not 
the least important feature of plate glass 
insurance is the fact that losses are likely 
to, and frequently do, occur. An agent 
will solicit a prospect for boiler insur- 
ance, a form of indemnity where losses 
are rare because of boiler inspections; 
burglary insurance, personal accident and 
health, public liability and various other 
casualty lines and perhaps neglect even 
to mention plate glass. Yet a plate glass 
loss will in all probability be sustained by 
the prospect before he experiences a loss 
under any other form of casualty insur- 
ance. 

When the plate glass damage occurs, 
the agent has the opportunity of hustling 
over to the assured and rendering some 
real service. A plate glass breakage is al- 
ways very annoying and inconvenient to a 
merchant. A prompt replacement gets a 
warm response from the store owner and 
wins a real business friend for the agent. 
This feature of plate glass insurance is 
worth dollars and cents to the agent who 
can follow through and cash in on an ex- 
perience of this kind. 

Many uninsured merchants do not seem 
to understand just how promptly the 
plate glass companies act when a break- 
age occurs. It is only necessary for the 
assured to telephone the company and in 
a few hours the replacement has been 
made. 

- One agent who has a big plate glass 
insurance business in his office con- 
trasts this satisfactory method of over- 


Another Big Verdict 


Bic terdicts are now coming in fast 
and furious. The other day the circuit 
court of Chattanooga, Tenn., awarded 
$25,000 to the administrator of an estate 
of an influential citizen against the man- 
ager of a hotel, in which he was killed. 


Power of Enthusiasm 


EntuusiAsM! Ah, that’s the thing. Be 
known as an intensely enthusiastic sales- 
man and opportunity will dog your foot- 
steps by day and keep you up half the 
night. The scientific theories of sales- 
manship and actuarial insurance terms are 
fine things to know, but how utterly use- 





Insurance 


coming what might be a difficult situation 
for the store owners by outlining what 
would happen if no plate glass insurance 
were carried. He will say to a merchant: 
“What are you going to do if you don’t 
carry any plate glass insurance when one 
of your plates are broken? In the first 
place, you will have to hunt up several 
glaziers, get them to make estimates for 
replacing the broken glass and then wait 
for the estimates. When they come in 
you will have to decide which you will 
accept, then give the order and then wait 
until the glazier gets ready to work. 
You are not going to get any special con-. 
sideration from him. You are not a big 
customer and he is not going to rush 
around to your place of business to give 
you top-notch service. In the meantime, 
you will worry over the unsightly appear- 
ance of your premises, and in the end 
pay a large glazier’s bill.” This kind of 
talk is particularly effective with the un- 
insured merchant who has recently had a 
plate glass loss. 

In many cases the agent is really un- 
equipped to answer the prospect who says 
rather confidently that he has never had 
a plate glass loss and asks what would 
cause one of his show windows to be 
broken. For a defense of this kind the 
agent should be prepared with a quick 
comeback. Statistics of the plate glass 
companies show that a plate of glass is 
broken every twenty minutes, and some 
of the most frequent causes of breakage 
are automobiles flipping stones against the 
window, wind storms, baseball or stones 
thrown by boys, tight or loose frames, 
runaway teams, explosions, slamming 
doors, burglars, window trimmers, loafers 
and rowdies engaged in fights, settling of 
the building, falling goods on display, un- 
usual crowds and falling transoms. 

Any merchant who has been in busi- 
ness any length of time has had some of 
his plate glass broken by one of these 
causes. It is only necessary to have a few 
such facts as these ready to use in order 
to sell plate glass insurance, but so long as 
the agent introduces the subject in a casual 
manner, refers to it only briefly and does 
not present a few reasons why it should be 
carried and how losses-occur, the prospect 
will continue to evidence no interest in 
the subject and practically no business 
will be written. 


The accident was the result of a collapse 
of a wall thrown down by the explosion 
of an air pressure tank. It fell on the 
man while he was writing a letter home 
in the writing room of the hotel. He 
was crushed to death by the fall. 


less they are to anyone but an enthusiast. 
Some men are born enthusiasts, but it is 
a quality which can easily be cultivated. 
Brighten up! Put some pep and ginger 
into your walk and talk! Try it today. 
You'll find it not only pays but makes life 


The Surety Underwriters Association 
of Chicago honored George Gannon, 
its retiring president, at a dinner at the 
Chicago Athletic Club last Thursday 
evening. Mr. Gannon is leaving the 
surety business to practice law. Phillip 
B. Shillito of the Massachusetts Bond- 
ing, vice-president of the association, 
was in charge of the dinner. Mr. Gan- 
non was presented with an elegant 
traveling bag, the address being made 
by H. M. Marshall of the United States 
Fidelity & Guaranty. Other speakers 
were: Andrew C. Wylie, Fidelity & 
Casualty; Wade Fetzer, Fidelity & 
Casualty; Charles H. Burras, National 
Surety; and A McGillen, Fidelity & 
Deposit. Gannon is held in the 
highest sales by the surety men of 
Chicago who admire his splendid char- 
acter and vigorous mind. It is interest- 
ing to know that Mr. Gannon started 
as a coal miner in Pennsylvania. He 
worked up by his own efforts, bettering 
his condition, being a man of ideals. 
He has had always in mind the active 
practice of law. He is leaving a su- 
perior position to satisfy his ambition. 


G. L. Wilkins, an agent for. the 
National Life & Accident of Nashville, 
was one of the victims of the race riots 
in Chicago. As he was leaving a house 
in the riot zone, where he had been 
looking after a claim against his com- 
pany, he was shot in the back by 
negroes in the house he had just left. 
Attaches of the Fort Dearborn hospital, 
only a short distance away, saw the 
shooting and he was rushed to the hos- 
pital, but died on the operating table. 
Mr. Wilkins was an old time insurance 
man, having been with the Prudential 
in Louisville, Ky., for many years. He 
had been in Chicago about two years. 
The body was taken to Louisville for 
burial. 


E. L. Andrews, formerly special 


ualty of Sioux City, Ia., and later spe- 
cial agent for the United States Fidelity 
& Guaranty in the Dakotas and Minne- 
sota, has gone with the Trustees Sys- 
ter Service Corporation in charge of its 
insurance work at its Indianapolis 
office. W. I. Burke, formerly superin- 
tendent of agents of the American 
Bonding is manager of the insurance 
department of the Trustees System. 


Mr. and Mrs. Emory H. English of 
Des Moines, Ia., have been notified of 
the arrival of their son, Lieut. Ehlers 
W. English, at Hoboken. —- 
English was navigator of the U. 
Buitenzorg, which proceeded be in 
the month from Liverpool to Rotter- 
dam when the vessel was returned to 
the Holland government after being 
in United States service during the 
war. Mr. English, the father, was 
former insurance commissioner and is 
now president of the lowa Bonding & 
Casualty. 

Arthur W. Collins of Chicago, assist- 
ant general manager of the Zurich Ac- 
cident, wields one of the largest foun- 
tain pens extant. Probably no other 
castialty company official uses daily a 
fountain pen of ‘the dimensions of the 
one handled by Mr. Collins. 

Mr. Collins is partial to a hard pea, 
and in making his last purchase found 
that the particular type of pen he de- 
sired could be furnished only with a 
large holder. In order to get the pen 
point he wanted, Mr. Collins took it in 
the large holder. Visitors to Mr. Col- 
lins are usually astonished at the size 
of the fountain pen he uses. 


John H. Ingersoll, special agent for 
the Aetna Companies in Hartford and 
New York City and son-in-law of Pres- 
ident Morgan G. Bulkeley, celebrated 
the arrival of a baby son, July 29, at 





agent for the American Bonding & Cas- 





Fenwick, Conn., his summer home. 
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KANSAS RATES MAY BE RAISED 





Number of Recent Bank Robberies Is 
Worrying Both Bankers and In- 
surance Companies 





TOPEKA, KAN., Aug. 5.—The large 
number of bank robberies, both burg- 
laries and daylight hold-ups, in Kansas, 
in the last few months has given the 
bankers and the insurance companizs 
quite a scare... The bankers are con- 
fident that unless something is done at 
once to break up the gangs of bandits 
that there is going to be a big increase 
in the rates for bank burglary insur- 
ance. 

The companies have recently changed 
the method of fixing the rates for in- 
surance on banks so that it is an easy 
matter to raise the rates either for 
burglary or hold-up insurance in the 
state. The companies now write the 
policies with definite rates for losses 
from burglary, highwaymen and from 
employes. Formerly the insurance was 
written at a blanket rate, including all 
of these items. 

There have been nineteen robberies 
and hold-ups of Kansas banks in the 
seven months of this year, sixteen in 
the last four months, the highest record 
the state has ever known. Only one 
man has ever been caught and punished 
for the crime, the lone bandit who 
robbed the Heizer State bank. The 
losses aggregate $142,712. 


$1,000,000 Policy in Boston 
BOSTON, MASS., Aug. 5.—O’Neil & Par- 





much more worth living.” 





ker of Boston, agents for the United 


3tates Fidelity & Guaranty, last week 
wrote a $1,000,000 policy in their com- 
pany for the Exchange Trust Company of 
Boston, protecting the latter against loss 
of cash and securities by- holdup during 
the removal of its banking rooms from 
Milk street to the Ames building. 





Will Enter Burglary Field 


The Commercial Casualty has decided 
to enter the burglary insurance business 
and ex»vects to be ready to write all 
burglary lines early this fall. 

The Commercial Casualty is seeking 
for admission to Maine and Michigan. 
It recently entered Ohio and Connecticut. 
It will write accident, health and plate 
glass in Maine and all lines except com- 
pensation in Conneeticut. 


Taxes Sought on Securities 


INDIANAPOLIS, IND., Aug. 5.—Efforts 
will be made by the county treasurer 
here to collect taxes on nearly $20,000,- 
000 in securities deposited by insurance 
companies with the Indiana insurance 
department, including mortgages, bonds 
and bank deposits. Among the com- 
panies’ affected is the Continental 
Casualty, which has $2,641,750 on deposit, 
and from which 14 years’ taxes are 
claimed. 





Casualty Notes 


E. T. Adams, formerly with the Mary- 
land Casualty in New York City as man- 
ager of the sprinkler leakage department, 
has been placed in charge of the sprinkler 
leakage and water damage department of 
the Aetna Casualty at Chicago. 

R. S. Furner, who has been special 
agent of the Cleveland office of the Trav- 
elers, has been appointed manager of the 
liability department of that company at 
Columbus,.,.,He has had an extended ex- 
perience in the business and is well fitted 
for his new position. 
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Capital Assets 
$500,000.00 $1,000,000.00 
Lines “ance eg 

Fidelity & Surety Bonds Grand Rapid q 
Plate Glass, Burglary Great Falls 
Health and Accident Dallas — 
Automobile Liability St. Louis | 
Property Damage and ay vt ‘sad 
Collision Insurance . leas aii " 






































AUTOMOBILE AGENTS WANTED—Licensed in Neb., lowa, Kans., Mo., 
Texas, Utah, Mont., Calif., N. Dak., Minn., S. Dak., Mich. 


LION BONDING & SURETY CO. 


._ HOME OFFICE: OMAHA, NEBRASKA 























GENERAL ACCIDENT 


Fire and Life 


ASSURANCE CORPORATION Ltd. 


General Building, Philadelphia 
Begs to announce 


Marked Reductions in Automobile Rates 


Agents and Brokers may promote their own and their clients’ interests by 
consulting the Corporation’s General Agents 


H. C. Borhus, T. Grant Slaughter, 
Plymouth : Bldg., Todd Bldg. 
Minneapolis, Minn. 


Neale-Phypers Co., 
1240 Huron Road, 
Cleveland, Ohio. 


Meeker-Magner Co., 
Insurance Exchange, 
Chicago, IIl. 


The Roberts Co., 
Roberts Bldg., 
Milwaukee, Wis. 


Louisville, Ky. 


H. S. Konantz, 
603 Pioneer Bldg., 
St. Paul, Minn. 

















W. E. Barton Neale & Co., erican Insurance Agency 
504 Indiana "Trust Bldg. gt Bldg., ——S Building, 
Indianapolis, Ind. Detroit, Mich. St. Paul, Minn. 
C. A. CRAIG W. R. WILLS Cc. R. CLEMENTS 
President Vice-Pres. Sec’y and Treas. 


THE NATIONAL 
LIFE & ACCIDENT INSURANCE CO. 


OF NASHVILLE, TENNESSEE . 


Capital, $300,000.00 


Record For 
Growth Unsurpassed 





Money-Making Contracts 
For Good Agents 

















Southern Surety Co. 


Des Moines, Iowa 


C. S. Cobb, Pres. J. H. Huckleberry, Vice Pres. 
E. G. Davis, Secy. Jno. T. Suggs, Vice Pres. 
M. H. Cohen, General Counsel 





Capital $1,000,000 Surplus $482,067.36 





Entered in 24 States 
Writes ‘‘All Casualty and Surety Lines’’ 
Agents Wanted in Unoccupied Territory. 








“$2,500 FOR $1.00” 


Today See, Write or Phone 


R.W. HYMAN & COMPANY 


1915 Insurance Exchange Building, Chicago 


About the new and original CONTINENTAL AUTOMOBILE PERSONAL 
ACCIDENT policy sold at an annual premium of $1.00 to persons who buy a 
CONTINENTAL AUTOMOBILE LIABILITY policy—It’s a BIG BUSINESS 
GETTER and is sold only by the 


CONTINENTAL CASUALTY COMPANY 


H. G. B. ALEXANDER, President - General Offices, Chicago, III. 


























] 


Interstate Casualty Company 


Home Office: Birmingham, Ala. 


Capital, Surplus and Reserves, $682,633.18 


Specializing in Automobile and Public 
Liability and Excess Insurance 


General Agents 


STATE A&cENCY THE AGENCY COMPANY 
Insurance Exchange, Chicago Salt Lake and San Francisco 
CRAIG BELK & Co. FERGUSON & HARRIS 


Chronicle Bldg., Houston, Texas Columbia Bldg., Louisville, Ky. 

















THE NATIONAL BUSINESS MEN’S ASSOCIATION 


A. R. SMITH, Secretary Cleveland Ohio 





Chas. L. Nicholson, President Harry R. Wood, Secretary 


THE INTER-STATE SURETY COMPANY 


REDFIELD, SOUTH DAKOTA 
WE ISSUE 


DEPOSITORY, FIDELITY BOND S JUDICIAL, OFFICIAL and 
WAREHOUSE MISCELLANEOUS 
PLATE GLASS and ee ereanieny: INSURANCE 
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) THE METROPOLITAN CASUALTY 


SOUND 


HEALTH INSURANCE 








= Seeger 
PROMPT || PLATE GLASS, BURGLARY, _ ACCIDENT, 








Unrestricted Accident and Health Insurance for business and profes- 
sional men; cost $9.00 quarterly. No other Company writes our 
INCOME policy. Ask for folder — it. Prompt and liberal 


claim settlements made. : : ie 334 





Representatives Wanted in Ohio 


THE HOOD AGENCY, Inc. 


Largest Insurance Agency in the Northwest 
Specializing in Workmen’s Compensation, Casualty, 
Fir and Tornado and Surety Bonds 
GENERAL AGENTS 


THE OCEAN ACCIDENT & GUARANTEE CO., Ltd. 
Phoenix Building, MINNEAPOLIS, MINN. 
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ChicagoBonding&InsuranceCo. 


LINES OF INSURANCE WRITTEN 








Bonds 
Fidelity 
Official 
Judicial 
Contract | 
Depository 
Miscel- 
laneous 


Insurance 














Accident 
Health 
Liability 
Automobile 
Plate Glass 


Burglary 







AAT 3 


TRENGTH 
INCERITY({ 


Company. 











Surplus to 
Policyholders 


$1,402,255.00 


Assets 
$1,780,412.00 











Capital 
$500,000.00 


O. F. ROBERTS, Vice-Pres. and Gen. Mgr. 


Home Office:—CHICAGO, IIL. 











—— — 


wa Fonding Sisuelty [impamy 


CAPITAL ONE MILLION DOLLARS 
Emory H. English, President Joel Tuttle, Secretary 
HOME OFFICE: 715 Locust St., DES MOINES 


FIDELITY AND COMPENSATION 
SURETY BONDS AUTOMOBILE 
BURGLARY PUBLIC LIABILITY 


Semi-Annual Statement, June 30, 1919 





















PINIINOE. . OMPE Bio vic cccccicdsssccavnacdcscdececcecececquscdeveced $1,573,772.55 
EiMMANRIOR DEO  TRODEEUER . 6c ccc ccccinccciccncececcetchccesepecusse 172,180.93 
Paid Up Capital......... weceeTane esecceccceeses 1,000,060.00 
Surplus ....... audaaie ada acdcskcnaateecsnedasddavaatacedancsweenen 401,591.62 


$1,016,800.00 in Approved Securities on Deposit with Insurance Department of lowa 











Bring Home the Bacon 
By Selling 
THE $10,000 PARAMOUNT ACCIDENT 
OR DISABILITY POLICIES. OR THE 
AUTOMOBILE ACCIDENT POLICY FOR 
$5 PER YEAR 


American Casualty Company 


READING, PENNSYLVANIA 
WRITE FOR PARTICULARS 











The Mutual Plate Glass Insurance Co. 
Shelby, Ohio 
Organized 1883 


HENRY WENTZ, President L. A. DENNIS, Sec. and Gen’! Agent 
The only Ohio Company Specializing on Plate Glass Insurance. Not an Experiment. 








SERVICE TO OUR REPRESENTATIVES AND POLICYHOLDERS 
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AMONG SURETY MEN 














SEE BETTER BUSINESS SOON 


Cincinnati Surety Bond Writers Expect 
Dull Season to Come to End 
in September 


CINCINNATI, O., Aug. 6.— Big 
writers of surety bonds in Cincinnati 
are in substantial agreement that the 
dull season which has marked the busi- 
ness for a long time will pass away in 
September. There is much to substan- 
tiate the opinion, and yet the general 
building situation does not offer the en- 
couragement it should. Considerable 
business is in sight, but big business 
must come from other lines than build- 
ing operations. 

At present state and county road 
building is the largest group in which 
surety bonds originate, and both state 
and county are doing a large amount of 
work, which means business for the 
companies and their agents. The city, 
however, is doing very little, even of 
the most essential work, owing to its 
critical financial condition and the op- 
position of citizens to floating street 
improvement bonds of any kind. Re- 
pairs constitute the bulk of this work, 
with a few small extensions. 


River Work Under Way 


Ohio river work is under way on a 
i moderate scale, and $5,000,000, recently 
|appropriated by congress, became 
‘available July 1, but its actual allotment 
to the five  districts—Pittsburgh, 
; Wheeling, Cincinnati, (2), and Louis- 
| ville—has not been made. When con- 
tracts against this appropriation are let, 
the surety bond business will be much 
benefited in all four cities. ; 

These government contracts require 
two bonds each. One is a guarantee 
bond for 10 per cent of the face of the 
contract, given by the contractor on 
award at his bid, as assurance that he 
will enter into a contract. This runs 
for 60 days, within which time he must 
give bond for 50 per cent of the face 
of the contract for its successful com- 
pletion. 

High Prices Hold Back Work 





High prices for materials and the tre- 
mendous labor cost are factors holding 
‘back this kind of work. Recently the 
i Cincinnati office of the United States en- 
gineers advertised for bids on two con- 
tracts, and only one bid on one contract 
was within the estimate. This was un- 
satisfactory for other reasons, and was 
‘rejected. Last week it advertised for 
bids on another contract but received 
none, as the contractors said it could not 
be done within the estimate. 
In the building field only a few large 
jobs are pending, and only one is in 
|sight. The Dixie building is about ready 
‘for bonds, and the Union Bethel has just 
awarded a contract at $178,000 for the 
eonstruction of an addition to the Anna 
}Louise home—a hotel for girls. The 
‘premium on this bond was $2,700. 

High cost of building materials and la- 
bor was responsible -for another big 
| bond’s slipping away, at least for a time. 
lA bequest of $250,000 was left to the Uni- 
versity of Cincinnati recently for the 
erection of Wilson Memorial building, and 
| bids were advertised for on that basis. 
|Tenders on the plans, however, were 
‘from $400,000 up, and the university 
trustees decided to wait until building 
, costs decline. 








Investigations a Factor 


Agitation against the high cost of liv- 
ing, with official investigations of prof- 
iteering under way, imminent or threat- 
ened, has had the effect of retarding 
building operations to a marked degree, 
\and this of course reacts severely on the 
bond market. There seems to be a be- 
lief that the agitation will result in re- 
duced cost of materials, but thoughtful 
jobservers regard this as unlikely. 

Lumber, brick, stone, sand, cement, 
concrete, structural iron and steel—in 
‘short all materials and forms that enter 
into modern building construction—are 
‘at least nine-tenths labor and not more 
than one-tenth raw material. As labor 
is exceedingly expensive, and is becoming 


| 





more costly every day, hope that building 
materials will decrease in price seems to 
be without substantial foundation. 
Under the circumstances, prospective 
builders need to be educated to the fact 
that it probably will be several years be- 
fore prices are lower than they are at 
present, and also that they are likely to 
be higher before they become lower. 
This is a work for the joint accomplish- 
ment of the material. people, the con- 
tractors and the bonding companies. 


Labor Situation Better 


One factor that will ease up the situ- 
ation a little in Cincinnati and vicinity 
is the imminent settlement of labor dis- 
putes in the plumbing and other metal 
building trades. A considerable number 
of contracts are pending, and will be 
awarded as soon as these troubles are 
adjusted. 

A rather serious situation confronts 
fidelity bond interests throughout the 
state, owing to the passage by the gen- 
eral assembly, early this year, of a law 
making it optional with probate judges 
to require bonds from trust companies 
before entering into control of an estate 
as: executor or administrator. This law 
will become effective early in the fall. 

Heretofore bonds have been required 
in all classes of this kind. Undoubtedly 
a large number of probate judges will ex- 
ercise the option conferred by the law 
in favor of the trust companies by waiv- 
ing the bond, but already it is known 
that some of them will continue to re- 
quire bonds in all cases coming before 
them. The effect on the bond market 
will depend on how many of them will 
decide to waive the bond, and particu- 
larly whether this action will be taken 
by the probate judges in the large coun- 
ties. 


Protest State Fund Stipulation 


SAN FRANCISCO, CAL., Aug. 6.—San 
Francisco casualty men are aroused over 
the discovery that specifications for the 
Hetch Hetchy $5,000,000 dam _ construe- 
tion for San Francisco water supply stip- 
ulates that compensation for contractors 
and sub-contractors be furnished by the 
state fund only. 

The casualty men will lodge a protest, 
charging discrimination, as the construe- 
tion contract was let by competitive bids 
and they feel competition should also ap- 
ply to the insurance involved. The pre- 
mium will probably reach $100,000. 


Contract Business Booming 


KANSAS CITY, MO., Aug. 6.—Surety 
men in Kansas City report that con- 
tract bond business is booming. Build- 
ing work of all kinds is on the increase 
and contract bond applications are com- 
ing in from all parts of the state. Con- 
siderable road work is being done at 
this time. Roads may be laid in Kansas 
under the federal aid plan in addition 
to which the various counties in Kansas 
lend assistance in the matter of financ- 
ing road building projects. 

Many of the small and medum sized 
towns in Kansas are erecting public 
buildings. A number of buildings, what 
are termed memorial halls, are being 
erected in memory of the men who 
served in the recent war. These build- 
ings are more or less costly, being of 
rather ornate design. Towns which have 
been without city or town halls are now 
putting up buildings of this character, 
all of which is serving to stimulate con- 
tract business. 


Says Deposits Are General 


F. H. Reeve. acting solicitor for the 
Treasury Department, has given an opin- 
ion to the effect that special deposits 
made in Ohio by foreign companies under 
‘section 9565 of the Ohio laws are general 
deposits for the protection of all policy- 
helders alone. Some time ago the 
Treasury Department through its surety 
ysection ruled that the Ohio deposits were 
special and must be excluded from assets 
in reports made to the surety section. 
\The case came up in connection with 
the deposit made by the European Acci- 
ident. 


The $200,000 deposit of the defunct 
Pittsburgh Life & Trust in the North 
Penn Bank of Philadelphia, which re- 
cently failed, is protected by personal 
bonds. 
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AMERICAN BONDING £ 





i Over $700,000.00 in 
approved securities 
en deposit with Iowa 
Insurance Depart- 
ment for protection 
of Policy-holders. 














COMPANY 


ome DING 
AND 
CASUALTY COMPANY 
SIOUX CITY 
SURETY /CASUALTY 


BONDS INSURANCE} 


Sioux City, Iowa 
GUS A. ELBOW, President 
Assets, Dec. 31, 1918 
$1,365,275.23 





Writing Surety and 
Fidelity Bonds, 
and miscellaneous 
Casualty lines in 
fourteen States. 

















Business-Builders 


Fidelity and Surety Bonds, Automobile, 
Elevator and General. Liability, Accident, 
Health, Burglary and Plate Glass Insurance 


Appreciate the co-operation of the 


Massachusetts Bonding 
& Insurance Company 


BOSTON 
Paid-in Capital $1,500,000 


Developing 


T. J. FALVEY, President 
Write for Territory 











Surety Bonds. 





AMERICAN INDEMNITY COMPANY 


HOME OFFICE: GALVESTON, TEXAS 
Financial Statement as of March 3lst, 1919. 
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CASH CAPITAL .... 
NET SURPLUS ..... 
NET ADMITTED ASSETS. 


SEALY HUTCHINGS, President 
GEO. SEALY, Secretary 

A Multiple Line Company writing Casualty Lines (except Workmen’s 

Compensation and Accident and Health) and all forms of Fidelity and 


Responsible Agents Wanted Where Not Represented. 


OFFICERS: 
JOHN SEALY, Vice-President 
J. F. SEINSHEIMER, Gen’l Mgr. 

















ance is considered by burglary 
underwriters as the most haz- 
ardous class of burglary insurance, and 
while there are certain rules and prin- 
ciples that can be followed, the funda- 
mentals of underwriting can be ob- 
tained only by actual experience in 
handling the business. 

As a result of the stringent laws 
against arson, making it dangerous to 
start fires in order to collect insurance, 
it has been found that a great many 
fraudulent claims are presented under 
mercantile open stock policies; there- 
fore, the moral hazard of an assured 
should be carefully investigated. 


Mercantile Rating 


Matec is cons open stock insur- 


The fact that a concern is well rated 
by the mercantile agencies does not 
necessarily imply that the members of 
that concern are above sharp practices. 
On the other hand, a concern with a 
small rating, or, in fact, no rating, could 
easily prove a desirable risk from a 
burglary insurance standpoint on ac- 
count of the moral standing of those 
interested. 

Where an individual or a concern, or 
individuals connected with a concern, 
have had unfavorable experience in the 
adjustment of fire or other losses, we 
must refuse to sell them burglary in- 
surance. 


Losses Run to Certain Classes 


Losses seem to run to certain classes 
of stocks for a time, then change to 
stocks of another group. A few years 
ago furs were the main attraction to 
the burglary fraternity, and losses came 
fast and furious until the companies 
began to insist on the installation of 
standard central station burglary alarm 
systems. The furriers, in protection to 
themselves, limited their purchases to 
those channels which they knew were 
reliable, thus destroying the market for 
stolen furs. 
Recently, particularly in the larger 
cities, silks have been standing notice- 
ably in the limelight, and as a result 
the majority of the companies are not 
accepting full silk coverage lines with- 
out a standard central station alarm or 
inside watchman signaling central sta- 
tion. 

Stocks of feathers, firearms, cutlery 
and sporting goods are usuallv well rep- 
resented in the list of a year’s losses. 


Prohibited Risks 
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Writes All Lines of Casualty Insurance 


Local and General Agents Wanted in Ohio and Pennsylvania 


The Republic Casualty Co. 


PITTSBURGH, PA. 















“fl MACON 





GEORGIA CASUALTY COMPANY 


Surplus and Reserves to 


Policy Holders, $2,030,162.08 
Compiled Under Laws of New York, Pennsylvania and Georgia 


~ GEORGIA 








Cleaning and dyeing establishments, as 
a class, are prohibited, and the only ex- 
ceptions are where the physical condition 
of the premises is the best and the moral 
hazard above reproach. 

Property on storage in premises where 
+ there is no one in charge during business 
hours. i 

Show-window and show-case insurance 
effective when thé premises are closed: 

Extensive or exclusive stocks of cut- 
lery, feathers, firearms, furs, including 
dressed and undressed pelts, and sport- 
ing goods. 

Handmade embroideries, handmade 
laces and silks, unless protected by a 
standard central station burglar alarm 
or inside watchman reporting to a cen- 
tral station. 

Sweat shops, cloak and suit makers, 
cigar makers or other trades carried on 
in living rooms or apartments, junk 
shops or second-hand stores. 

Generally speaking, auctioneering es- 
tablishments. 


Country Risks 


Insurance in towns remote from an 
agency or outside of an agent’s territory 
where an insvection cannot be made 
without considerable expense, country 
stores or stores and factories in villages 
having no night police protection. 

Risks where the assured does not keep 
an intelligent set of books in the Eng- 
Nsh language from which the merchan- 
dise accounts can be made up readily, 
and all who do not take inventory of 
stock at least once a year. 


MERCANTILE OPEN STOCKS | 


By Arthur L. Amos 








borhood or neighborhoods consisting of 
an undesirable class of people. 


Previous Claims 


Persons who have had two or more 
burglaries or claims upon burglary in- 
surance companies within a period of 
five years preceding the submission of 
the risk, or where an insurance company 
has had to compromise or contest or 
where it has refused to continue upon 
the risk. 

Persons who have had two or more 
fires of a doubtful nature and for which 
they have been blacklisted; also persons: 
who may have a bad moral or commer- 
cial reputation. 

All premises of doubtful reputation, 
such as places that are presumably 
fences, etcetera. 

Fences 


The greatest evil in the business is: 
the “fence” for the receiving of stolen 
goods. It is, I believe, safe to say that 
in all of the large and many of the small 
cities there are fences to which the 
burglars ship their plunder. Operating 
under the guise of legitimate establish- 
ments, these distributors of stolen goods 
find a ready sale for their stock at prices: 
under the market, which of course nets 
both the fence and the burglar a hand- 
some profit. The producer—the burglar 
—is kept informed by the distributor— 
the fence—of the class of goods for 
which there is the best sale, and the pro- 
ducer generally produces accordingly, to- 
the sorrow of some insurance company. 
The fences are operating in such a 
careful manner that it is extremely diffi- 
cult to locate them and prevent the 
transaction of business between them 
and the burglars. 

When a member of an organized gang 
of burglars is caught in the police net, 
the fence with which the gang does busi- 
ness comes to his rescue with almost 
any amount of money; that is, of course, 
provided he does not squeal, so it is easy 
to see the difficulty experienced by the- 
companies in their efforts to break up 
the fences and make the burglars “do. 
time.” 


Second-Hand Stores 


While a certain amount of stolen prop- 
erty finds its way into second-hand 
stores, it is generally the production of 
unorganized gangs or amateurs. The. 
second-hand shop does not offer the same 
seclusion as the fences, due to the fact 
that presumably the entire stock is open 
for inspection by the police authorities, 
whereas in the case of the fences it is: 
necessary to first locate the stolen prop- 
erty. and, as the term implies, fences are. 
most difficult to find. 


Inspections and Repairs 


The inspection of a burglary risk plays 
a most vital part in underwriting; there- 
fore, too much importance cannot be at- 
tached to the necessity of a complete 
and competent survey of the premises. 
Particular attention should be given to 
the protection of all accessible openings 
and exits, as well as skylights, coal holes, 
scuttles and transoms, especially in the 
rear or sides, if the building is on an 
alley or the openings overlook adjoining 
premises accessible to the risk covered 
by the inspection. 


Safeguards Needed 


In my opinion the most efficient means: 
of safeguarding windows where the 
premises are not protected by an alarm, 
are iron or heavy wooden shutters, the 
latter lined on the inside by galvanized 
iron. In either case they should be 
strengthened by substantial cross bars. 
This will prevent prying or cutting. Iron 
bars are also effective, but they can be 
sawed or pried apart, permitting en- 
trance. Doors, except those opening on 
a street, should be covered on the inside 
by galvanized iron, and made secure by 
cross bars, the same as wooden shutters. 
We find in many cases that iron doors 
are used, which, of course, are as satis- 
factory as wood covered by galvanized 
iron, if properly secured by cross bars. 

Transoms should be safeguarded by 
a substantial steel screen or iron bars. 
Frequently we have losses reported 
where entrance is obtained through an 
unprotected transom. 


Farther Protective Measures 





All risks in dilapidated, run-down or 





uncared-for condition, or im bad neigh- 





If the coal hole or scuttle coverings are 
—— they should be covered on the in- 
‘side by galvanized iron and made secure 
by a cross bar or heavy chain; if the 
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latter, the chain must be taut to prevent 
the covering from being pried off. It 
should be held secure by a good sub- 
Stantial lock. 

Skylights should be protected by a 
heavy steel screen or by iron bars, not 
over six inches apart, with cross bars. 
While the iron bars can be sawed or 
pried apart, under ordinary conditions 
they cannot be worked upon as readily 
as on windows and doors. 


Door Protection 


Where there is a glass panel in the 
door, the opening should be protected 
by a heavy board panel, covered on the 
inside by galvanized iron and securely 
held in place by cleats and bars, or sub- 
stantial steel screens properly installed 
on the inside. These requirements in 
most cases may be waived on grade 
floor doors leading to a prominent, well- 
lighted and traversed street. Entrance 
doors should be protected by a dead 
lock or brace bar. 


WANT SURCHARGE CUT 
OFF IN EVERY STATE 


(CONTINUED FROM PAGE 1) 


advance should be made scientifically, 
and distributed among insurers in all 
sections of the country. 

They objected to the fact that certain 
states had never collected the special 


charge, while others were insisting 
upon its refund. This condition, the 
commissioners maintained, was dis- 


criminatory and could not be counte- 
nanced. The action of the commission- 
ers will undoubtedly be followed by a 
general rate revision throughout the 
country. 

Data Is Submitted 


The meeting of the committee was 
originally scheduled for Monday, but 
was postponed for a day to permit the 
tabulation and analysis by the New 
York Insurance Depertiacnt of data 
recently called for from all fire insur- 
ance companies. The information asked 
embraced the following for each year 
from 1913 to 1918, inclusive: 

Total net premiums written; total net 
premiums earned; state taxes, federal 
stock tax, federal premium tax, federal 
income tax, federal war excess profits 
tax; all other government taxes, except 
real estate taxes; commissions paid; all 
other underwriting expenses paid; un- 
derwriting profit or loss reported to 
insurance department; net income re- 
ported to government for income and 
profits taxes; amount of taxes payable 
in 1919 for the year 1918 as reported 
to the federal government, (a) income 
tax, (b) excess profits tax; amounts on 
which the income and excess profits tax 
payable during 1919 from each of these 
lines of business: Investments; fire, 
marine, automobile, tourists’ baggage, 
registered mail, windstorm, hail, sprink- 
ler leakage, explosion, earthquake, war 
risk, etc. 


Incensed at Implications 


Managing underwriters are greatly 
incensed at the form of. the resolutions 
adopted by the committee, holding that 
these convey to the general public the 
impression that the fire insurance com- 
panies have been profiteering, when as a 
matter of fact the increase barely cov- 
ered the added cost of doing business. 
They further take serious exception to 
the implication that failure to impose the 
excess charge in all states was their 
fault. Instead the effort honestly made 
by the underwriters was bitterly con- 
tested by the commissioners in certain 
commonwealths, who used every means 
in their power to defeat the move. In- 
surance men feel, moreover, that the 
order for the instant removal of the sur- 
charge coming at a time when rating 
men are away upon their vacations and 
the offices not functioning properly will 
result in endless confusion, and place a 
Serious burden upon already overworked 
clerical and executive staffs. Had a limit 
of sixty or even thirty days been granted 
the change could have been made in 
orderly fashion. 


Would Eliminate Small Companies 


_ The contention of one of the commis- 
Sioners that fire insurance companies 


should be content to forego an under- 
writing: profit, and seek their return from 
the banking element ‘ofthe ‘business: 


‘ital invested could be had. 


San Francisco and other conflagrations, 





that such procedure would result in the 
tlimination of small companies and abso- 
lutely bar the creation of new corpora- 
tions, for without the accumulations of 
heavy reserves, no return upon the cap- 
Such action 
would tend to the creation of a fire in- 
surance monopoly,. or the restriction of 
the business to a limited number of giant 
institutions. Fire insurance at best is 
an extremely hazardous business, and 
money invested in it is entitled to a fair 
return. The wisdom of maintaining large 
surplus accounts was attested during the 


when a number of companies of restricted 
resources were forced into liquidation 
‘with a resultant loss to their policy- 
holders. 


INDIANA HEARING 


The National Board asks its members 
to permit counsel of the organization to 
handle the hearing on the Indiana sur- 
charge, scheduled to be held at Indian- 
apolis on Sept. 9. 


CONDITIONS IN TEXAS 
AS FOUND TO-DAY 


(CONTINUED FROM PAGE 2) 


output of that product. The developed 
oil territory of the state covers an area 
of 100 by 300 miles and the great oil 
production of the state has swelled the 
bank deposits in all sections of Texas 
to an undreamed of figure. However, 
it should not be understood that the 
discovery of oil in Texas is responsible 
for the present prosperity. Texas was 
very much on the map before the Ran- 
ger, Burkburnett and other great oil 
fields were discovered. The oil pro- 
duction of Texas merely adds several 
millions of dollars annually to the state 
output of raw materials, but is not the 
basis of the wealth of Texas. 


Prosperity Potent 


There are important sugar and rice 
producing areas and the small grain 
territory of Texas is surpassed only by 
Kansas. The profits on these vast re- 
sources are being reflected in per- 
manent improvements and plans for 
future development. The mercantile 
business over the entire state is in a | 
flourishing condition and factories ca- | 
tering to southwestern trade are 
months behind with their orders. Texas 
bank deposits have quadrupled in the 
last three years. 


Legislators Not Hostile 





Of interest to fire insurance officials 
is the fact that Texas public opinion 
regarding corporate wealth has be- 
come conservative as a result of the 
prosperity of the past few years and 
this attitude is strongly indicated by 
the work of the legislature recently 
adjourned. In spite of the fact that the 
rate making machinery of Texas is 
supervised and controlled by the state, 
the officials at the head. of the State 
Fire Insurance Commission, are assum- 
ing a broad minded: attitude and not; 
attempting to be dictatorial. 


Factors Responsible ‘for Improvement 


The rates on all classes of business 
are now ample. An average advance of 
about 30 percent over three years ago 
is in effect. A comparison of rates 
will bear out this statement. The es- 
tablishment of the Texas Inspection 
Bureau by means of which the sprink- 
lered risks will receive regular atten- 
tion, and the use of graded commis- 
sions are other factors that will have 
a tendency to stabilize conditions in | 
the state. 


New Day Has Dawned 


In other words, the old order of 
things has passed. Texas is no longer 
the “No Man’s Land” of the fire insur- 
ance business. There is now some 
supervision and regulation and so far 
as fire insurance is concerned, the state | 
is being operated much the same as any | 
other state. It is utterly ridiculous to} 
look upon Texas as an undeveloped 
frontier state. It is a modern and up- 
and-coming as any progréssive middle 
western. state. 








merely, 


is answered by ithe statement 


With. the. change if | 
conditions, fire companies are now. mak;,! 





Agents Wan.ed: To sell an unrestricted Acci- 
_ dent and Health policy costing $9.00 quarterly. 
rs every disease and every accident. Lib- 
cral commission paid to live producers. 

Central Business Men’s Association, 


Westminster Bidg., 
CHICAGO, ELL. : 




















EBUD B 
ederal Savings and Insurance Co. § 


FOUNDED 1889 
INDIANAPOLIS 
Specializing on monthly Premium Health and Accident 
with non-classification of risks. Benefits paid weekly. 
Policy includes $100.00 funeral benefit. © 
Representatives Wanted in Indiana and Illinois. Our Victory Policy Will Interest You. Fs 
SERB Gan. =" SEa8 ama 8 




















The Sign of Good Casualty Insurance 


LIABILITY BURGLARY 
ACCIDENT CREDIT 

HEALTH BOILER 
AUTOMOBILE LANDLORD'S 
TEAMS ELEVATOR 
COMPENSATION GEN’L LIABILITY 





London Guarantee & Accident Company, Ltd. 


OF LONDON, ENGLAND 


Head Office, Chicago F. W. LAWSON, General Manager 


CaS RLane, PRICE & WEBB.........0. Gen. Agts. Illinois, Mo., Ind., 1423 Insurance Exchange, Chicago 
L. GRAY COMPANY Northwestern Managers, 328-336 Security Bank Bldg., Siuncegele 
OMIENT AD ddsd dbase nsakeccens Genera] Agents, Southern Michigan, Journal Bldg., Detroit 

General Agents, West Virginia, Board of Trade Bidg.. ‘Wheeling 






d __ at ae Gen. Agts., Northeastern Ohio, Leader-News Blidg., Cleveland 
&G &, KOTHTER & COMFANY:..... ..Gen. Agts., So. Ohio, 1217-18 First Nat. Bank Bldg., Cincinnati 
HANSTEN & ROWLAND, Ine., Gen. Ags. Wash., 214 Tacoma Bldg., Tacoma; 1708 L. C, Smith ‘Biag., Seattle 
THE MERRILL, DODGE & JACKSON Co........ Gen. Agts., Lucas Co., Produce Exch. Bldg., Toledo, Ohio 
O'CONNOW GROS.-McCUNE AGENCY.... ce sccceccucceeescecesces Dist. Agts., Savings Bldg., Lima, Ohio 











Agents: If you desire connection with a Company rendering REAL 
SERVICE write to one of the following agencies in your territory: 


P. A. COOLING CO., General ents 404 Amer. Central Life Bldg., 
OSCAR R. WITTE & CO., General A nts, 403-6 Wainwright Bldg. 
FRANK V. SMITH & BROS., General gents 428 Reserve Bank Bldg. 
E. J. MILLER, ao i 311 Gas & Electric Bldg. 
JOPLING & WHITESIDE, General Agents, 305 Hoyt Bldg. 

Wichita, sas 


(For Other States Write Home Office) 
We Specialize in Accident cnd Health, Plate Glass and Autemobile Insurance. We Write All Casualty Lives. 


WESTERN INDEMNITY COMPANY, Dallas, Texas 
Capital, $300,000 Assets, Over $1,500,000 














‘The American Credit - Indemnity Co. 
» of NEW YORK. 
‘CREDIT INSURANCE “ONLY 
E. M. TREAT, President 


The American’s Unlimited Policy not only provides absolute protection against abnormal Joss on 
all outstanding covered accounts, but serves to prevent losses. 


If you are a manufacturer or jobber, write for the full particulars of this service, 

~y Locust St., St. Louis, Mo. 91 William St., New York 
OFFICES IN ALL PRINCIPAL CITIES 

*R. J. LYDDANE, General Agent 1140 Marquette Bldg., Chicago 





























HOTEL FONTENELLE 
OMAHA, NEB. 
H. EDGAR GREGORY, Manager 


eee wennnnn 


330 Rooms—330 Baths 


RATES 
One person - - - = $2.50 
Two persons - - $3.50—$7.00. 4 9» 
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Occupations 


22 STATES 


and some undeveloped territory 
in all of them. 


Special Agents wanted for our 
**Special Farmer’s Policy’’, 
in Illinois, Indiana and Ohio. 
District Managers territory 
open. Most complete line of 
special policies on the market. 


Cash Capital $200,000.00 
Net Surplus 97,000.00 
Admitted Assets 367,475.00 


INTER-OCEAN CASUALTY 
COMPANY 





CINCINNATI, OHIO 


MERICAN LIABILITY 
COMPANY 


Disability Insurance 
W. R. Sanders, General Mgr. 
Citizens Nat'l Bank Bldg., CINCINNATI, OHIO 

$100,000.00 Insurance Department Deposit —_/ 


All Classes 
All 











CLAIM SUPERVISION 
The busy claim executive likes to feel that the cases 


he refers to a field representative will be promptly and 
efficiently bandied without further supervision. 


Liability, 
Compensation 
Accident and 
Heaith Claims 


R. L. NASE 
Adjuster for Casualty Companies 
1109-10 Mutual Bldg. Territory 
Richmond, Va. Virginia 


and 
No. Carolina 





ing money on their Texas business. 
Business half way selected and super- 
vised can now be made to yield a profit. 
The loss ratio for companies licensed 
in Texas for 1917 was 56 percent; for 
1918, 50% percent and for the first six 
months of 1919 about 32 percent. Bar- 
ring a conflagration, Texas will show 
the lowest loss ratio in its history this 
year. 
Texas Thoroughly Modern 


In every phase of its business life, 


Texas is western and prugressive rather * 


than southern. No portion of the state 
presents the appearance of the “old 
south.” Cities like Dallas, Houston, 
San Antonio and Fort Worth are sur- 
passed for enterprise and progressive- 
ness by no towns in any section of the 
country. Serious attention to the de- 
velopment of Texas business brings 
results within a short period. For in- 
stance, the Home of New York has 
eight field men traveling in the state 
and Texas is third on the Home’s list 
of premium producers. Within the 
next year or two, Texas will be out- 
stripped | so far as the Home is con- 





cerned only by New York state. Any 
state that is almost exclusively a pro- 
ducer of raw materials offers big fire 
insurance possibilities. The business 
in Texas is simply waiting to be de- 
veloped. 


Morrison Transferred to Chicago 

J. P. Morrison, for the past six years 
chief inspector of the Hartford Steam 
Boiler at St. Louis, has been transferred 
to the Chicago office to assume charge of 
the company’s inspection department, 
succeeding J. L. Foord, who is now in 
military service, and not likely to receive 
his discharge for some time. Mr. Morri- 
son has been with the Hartford Steam 
Boiler for over twenty years. 

Eugene Webb, who has been inspector 
at the Chicago office of the company, be- 
comes chief inspector at St. Louis, suc- 
ceeding Mr. Morrison. 


Following the application of the Amer- 
ican Indemnity of Texas for admission to 
New York, the New York department is 
making an examination of the company. 


Pictures that convince in each issue of 
the Casualty Review, a monthly magazine 
for accident and health insurance sales- 
men. Send for sample copy to 1362 Insur- 
ance Exchange, Chicago. 











CHARLES S. BOYNTON, President 


State Mutual Hog Insurance Co. 


WE SPECIALIZE ON HOG INSURANCE. 
THE PIONEER COMPANY OF ILLINOIS 
Illinois Agents—Are You Overlooking Something ? 


Farmers Bank Building 
Springfield, Ill. 


We Have No Competition 


A. C. LITTLEJOHN, Secretary 














AGENTS OFTEN LOSE A GOOD FIRE RISK 
to competitors by not submitting to the assured an estimate for equipping 
their premises with AUTOMATIC SPRINKLERS. We will co-operate with 


agent and assured and submit figures showing sprinkler cost as well as in- 
surance saving, and extend payments over several years if desired. 


Address ENGINEERS, 86-X, 


care The National Underwriter. 





THE 
JIFFY 
PEN 


The word ‘“‘Jiffy’”’ de- 
notes speed andaction. 
The shape and bal- 
ance resembles the dip 
penholder. It is built 
for those who appre- 
ciatea properly shaped 
and balanced pen. 
Prices from $2.50 up. 
Self-filling without a 
rubber sac. 


Send for descriptive 
matter. 


JIFFY PEN CO. 
Dept. No. 2 
406 Pierce Street 
Sioux City, lowa 





Capital 
- Assets 
Net Surplus 


Western Department 
FREEPORT, iLL. 


The North River Insurance Company 


Home Office 


95 William Street, 
NEW YORK 


$ 600,000 
9,322,165 
1,407,482 


Pacific Coast Dept. 
SAN FRANCISCO, CAL; 








Home Office: ~ ” 








The Best Field in the Insurance Business 
Today is Live Stock Insurance 
We want good men who work among farmers and stockmen to communicate with us 
Territory in Ohio, Indiana, Illinois, Michigan, Minnesota and Oklahoma 


THE KASKASKIA LIVE STOCK INSURANCE CO. 


INCORPORATED 


- Shelbyville, Illinois 




















lj 
| References in Passing 
on Bonds 








AGENTS should not lose sight of the 
great advantage of information ob- 
tained from a well-directed reference 
investigati on. 

It is our experience that many times 
this method of securing information is 
either not used at all or at least not 
employed to the fullest advantage. 

When speed in underwriting a risk 
is desired by an agent, it will greatly 
facilitate co-operation at this end if 
satisfactory references are submitted 
with the application. It is also advis- 
able, where at all possible, that some 
at least of these references be obtained 
from parties other than those given by 
the applicant. We would suggest in 
this respect one or more local banks, 
a local attorney of standing and one 
or more successful merchants. 

The times, generally speaking, have 
developed a spirit of unrest, not to say 
recklessness, on the part of many. The 
cost of living is higher than for some 
decades past, and temptations are 
probably more numerous, as well as 
more varied, than ever before. This 
— the case, references indicating no 
lack of conservation on the part of the 
applicant must necessarily carry some 
weight in determining our action qi 
any particular risk—U. S. F. & G. 
Bulletin. 


AGENT’S LIABILITY 


Question: 
Will you please give me information 


‘ regarding the liability for premium on 


compensation insurance under condi- 
tions as follows: 
The agent makes application to the 


| insurance company for compensation 


insurance on a risk and furnishes esti- 
mate of premium, the company writes 
the policy and the agent collects the 
initial premium, remitting same to the 
company (less commission) but at ex- 
piration of policy the company audits 
the payroll and tinds the same exceeds 
criginal estimate as furnished by the 
agent. The insured is unable and re- 
fuses to pay the extra premium. 

Under those conditions could the in- 
surance company hold the agent re- 
sponsible for the extra premium and 
collect same from said agent? 

Answer: 

It is entirely 
tract between 


a matter of the con- 
the company and the 
agent. If the contract provides that the 
agent must be responsible for extra 
premiunis om compensation insurance, 
he could of course be held under that 
contract, but in the absence of such a 
contract there is no ftability on his 
part. Such occurrences have been quite 
rare, but as a general thing the com- 
panies have borne the losses which 
have arisen in that way. 

“BUSINESS iS always rotten with the 
rotten business man.’ 





Western Live Stock Insurance Company 


CLIFFORD IRELAND, Pres. 


PEORIA, 


ILL. 


BERT BUCKLEY, Secretary 


Maine, Massachusetts, Connecticut, Rhode Island, Pennsylvia, North Carolina, South Carolina, Ohio, Indiana, Illinois, Wisconsin, lowa, Kansas, Texas, Missouri, Tennessee 











NATIONAL LIVE STOCK INSURANCE CO. 


Flynn Building 
Des Moines, Iowa 


Cash Capital 


$100,000.00 


AGENTS WANTED IN IOWA 


We Are the ORIGI- 
NATORS of HOG 
Insurance 











N J. W 


ee ee Insurance Co. 
SAGINAW, MICHIGAN 


é. em, greene and Superintendent of Agencies 
ELLS, Secretary and General 


anager 


Organized. owned and managed by Michigan men. Backed by 
the substantial interests of Michigan. Insuring 


Michigan farmers 


and owners of livestock against death from any cause. 


AGENTS WANTED 
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FOR FUTURE BUSINESS 


MAY Companies are now preparing 

and planning their 1920 innovations; 
new policies, increased benefits, added fea- 
tures and whole new lines are in course of 
preparation. 


REINSURANCE 


will make possible the issuance of larger 
covers by accident companies; will enable 
life companies to add the accidental death 
doubling feature to their policies; will assist 
casualty companies to issue higher limits 
for automobile and other liability covers; 


will care for catastrophe hazards on bigger 
risks where desired. 














To assist American companies to meet this 
greater demand we offer automatic insur- 
ance coverages for all these contingencies 
and cordially invite correspondence. 


L 
3 








Employers Indemnity Corporation 


E. G. TRIMBLE, President 
CHESTER NEWMAN, Vice-President and Treasurer 


New York Office Chicago Office 
35 Nassau Street KANSAS CITY 


Insurance Exchange 


WM. R. MEARNS, Res. Vice-Pres. J. WOODHEAD, Res. Vice-Pres. 
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The Money Saving Service 


l‘riend Insurance Agent :— 
Every really good insurance agent can find 
food for thought in Kipling’s lines: 
‘“‘Son that can see so clearly, 
Rejoice that thy tribe is blind.”’ 


In the Insurance Field, as in all other lines 
of human endeavor, 


Those Who Cannot “See” Die. 


The unprogressive pass away. 
It is an immutable Law of Nature applying 
alike to the mind of the individual and 


The Conduct of His Business. 
From it there is no escape. 
We Deal with Facts, 


in life, not with some ideal, 


“Moulded Nearer to the Heart’s Desire.” 

Every Insurance Agent is either progres- 
sive or retrograding. 

He Is Not Standing Still; He Can Not. 


Nothing in Nature stands still, no matter 
how deceptive superficial appearance may be. 
very Insurance Agent intends to 


Serve His Clients Well. 


Some do and some don’t. 


Good Intentions Alone 


will not advance your client’s interests, nor 


your own. 
Be a Live Wire! 


The Insurance Business is not a business 
in which 


“Those also serve who only stand and wait.” 


Study Your Client’s Interest 
and learn his needs and it will redound to his 
lasting benefit and to yours. 
Intelligent Effort, 
coupled with energy and good judgment, is the 
price of all success. 
You Must Pay the Price. 


. There is no other road to travel, 


If You Wish Success. 


The Door of Promise is closed against all 
those who do not use those qualities. 


We Can Help 


and will be only too glad to do so, if you call 
on us. 


We Are Not Altruistic. 


We expect in advancing your client’s inter- 
est and your own to advance ours at the same 
time. 


We are also trying to be 


A Live Wire 


RECOGNIZED AUTHORITIES ON PHYSICAL VALUES 





6\C APPRAISERS. 


ENGINEERS 3X3 








CHICAGO 


BRANCHES: Cincinnati, Cleveland, Detroit, Indianapolis, Milwaukee, Pittsburgh, St. Louis, Toronto 
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NEW SCHOOL TO TRAIN 
INSURANCE SALESMEN 


Eleven Weeks’ Course Will be 
Started at Carnegie Institute, 
Pittsburgh, October 1 


THREE TERMS EACH YEAR 


Regular Instruction to Be Given by 
Practical Field Men, with Lec- 
tures by Experts 


To meet the universal problem of 
the life insurance business—to get 
salesmen to the point of profitable 
production in the shortest time and at 
a minimum expense, without having to 
eliminate so many downright failures— 
is the purpose of the new School for 
Training Life Insurance Salesmen, 
which is to be started at Carnegie In- 
stitute of Technology, Pittsburgh, Pa., 


Oct. 1. It will give a eleven weeks’ 
course in the practice and selling of 
life insurance under competent, prac- 
tical life insurance field men, who are 
at the same time skillful teachers cf 
the subject. It will be repeated three 
times a year, beginning Oct. 1, Jan. 5 
and April 5, respectively. 


Committee Outlines Course 


As a result of numerous conferences 
between the educational committee of 
the Association of Life Agency Officers 
and the authorities of the Carnegie In- 
stitute, a committee was formed to out- 
line a course of study and prepare a 
working agreement under which the in- 
stitute might offer its services to the 
life insurance companies of the United 
States and Canada for the vocational 
training of such men as each company 
might want to send to Pittsburgh to 
take the course. This committee con- 
sists of the following men: 

Arthur A. Hamerchlag, president of the 
Carnegie Institute of Technology. 

Edward A. Woods, chairman of the 
committee on Scientific Salesmanship of 
the National Association of Life Under- 
writers. 

Walter Dill Scott, professor of applied 
psychology and director of the Bureau 
of Salesmanship Research at Carnegie 
Institute of Technology. 

Winslow Russell, chairman of the As- 
sociation of Life Agency Officers and 
chairman of its educational committee. 

Walter V. Bingham, dean of the divi- 
sion of applied psychology, Carnegie In- 
stitute of Technology. 

Griffin M. Lovelace, formerly superin- 
tendent of agencies and now general 
agent of the Connecticut Mutual Life. 

John A. Stevenson, professor of educa- 
tion, Carnegie Institute of Technology, 
and director of the School of Life Insur- 
ance Salesmanship, formerly of the Col- 
lege of Education, University of Illinois. 

Edward K. Strong, Jr.,. professor of 
vocational education in Carnegie insti- 
tute of Technology and research special- 
ist in advertising and salesmanship. 

Contract is Submitted 


This committee has submitted a re- 
port, which is in the nature of a con- 
(CONTINUED ON PAGE 13) 





A company born in the West, 
built for western people, 
by western men. 


GOOD AGENTS WANTED 


Progressive In Its Ideas 


STEPHEN M. BABBIT, Pres. 


CAPITAL, $200,000.00 


Originators of the 


live wire. 





“Multiple Option” Policy, 
a three-in-one contract. 
A good policy for the 


Conservative In Its Management 


HUTCHINSON, KANSAS 











In Business for Yourself 


. INSURANCE AGENTS have Always Envied their 
Independent Neighbors, Merchants, Manufacturers 
and Others IN BUSINESS FOR THEMSELVES—the 
Men who Get ALL the PROFITS their Skill and Energy 
Produce, the Men who can Look Forward to Comfortable 
Circumstances in Advanced Age and a Continuing Income 
for their Families in the Event of Death. 


Our Agency Contract Offers YOU an Opportunity to 
GET INTO BUSINESS FOR YOURSELF—and that, too, 
WITHOUT CAPITAL. You will Get ALL YOU EARN 
ALWAYS. Your Renewals are YOURS PERMA- 
NENTLY; if you Die, they go to YOUR HEIRS. You 
are Privileged to Sell ANYWHERE in the States to 
which WE have Been Admitted—no Territory Restric- 
tions. 


Clip this Advertisement, Write your Name and 
Address on the Margin and Mail to Us. We Will Give 
Further Details. CONFIDENTIAL. 


Columbus Mutual Life 
C. W. Brandon, President 
Columbus Ohio 


Our Policies—Backed with Highest Margin of Safety and Lowest 
Net Cost—Can Be Placed in Face of STIFFEST COMPETITION 








LIFE INSURANCE SECTION 


INSURANCE INSTRUC- 
TION FOR SOLDIERS 


Over 1,200 Students Enrolled in 
Classes Organized Among 
A. E. F. Men 


OTHERS IN STUDY CLUBS 


Frank L. Jones Tells of Educational 
Work Carried on Among U. S. 
Troops in France 


More than 1,200 students were en- 
rolled in the classes in life insurance 
organized among the men of the Amer- 
ican Expeditionary Force in France, 
with 1,800 others in reading and study 
clubs, and more than 120,000 men heard 
one or more lectures on the subject, 
according to the report submitted to 
the Life Agency Officers Association 
by Frank L. Jones, formerly Indiana 
state agent of the Equitable of New 


York, who was at the head of the de- 
partment of insurance of the A. E. F. 


Twelve Schools Established 


Classes were formed in the univer- 
sity at Beaune and in the division and 
corps schools. Twelve such schools 
were established ind competent teach- 
ers were supplied in each of them. 
Daily assignments and recitations were 
made. In some cases only 10 lessons 
could be given, and in others 30, 60 
and 90 lessons each. The largest class 
was established in the A. E. F. Uni- 
versity at Beaune, which enrolled 243 
students. Many of these students were 
there during the entire 90 days and 
completed the course. The students in 
attendance at that university, however, 
had the privilege of rejoining their di- 
visions to return to America. From 
time to time, therefore, it lost members 
of the class who had pursued their 
work for periods ranging all the way 
from 30 to 90 days. In most of the di- 
vision and corps schools classes were 
conducted for periods of 15 to 30 days. 


Many Clubs Organized 


Thirty-one clubs, of from 15 to 60 
members each, were organized in places 
where it was impossible to organize 
schools, and were especially successful. 
Leaders were selected for each club, 
in some cases men who had had expe- 
rience in life insurance, and in others 
former school teachers without expe- 
rience of that sort. The leaders ar- 
ranged for the club meetings and kept 
the members together until all had read 
and discussed the textbook, “What Life 
Insurance Is and What It Does.” 
These clubs were held together even 
while the organizations were on- the 
move, and in embarkation areas. 


Lectures in “Y” Huts 


Lectures also were given in “Y” huts, 
in tents, out of doors, before and after 
picture shows and in assembly halls by 
special call of the officers in charge. 
In these lectures the scope of the sub- 

(CONTINUED ON PAGE 8) 
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WILL LIFE PRODUCTION 
STAY AT HIGH LEVEL? 


Big Writers Differ as to Whether 
Present Big Business Is 
Due to Continue 


SOME CALL IT A “BOOM” 


Others Contend That with Much 
Money Circulating Agents Should 
Get Their Share 


3ig writers of life insurance show 
some difference of opinion as_ to 
whether the present big life business 
may be expected to continue, or 
whether the conditions which brought 
it about are passing away and it is ad- 
visable for agents to “make hay” while 
they can, but all of them express the 
belief that the increased production :s 
practically sure to continue through- 
out the present year. The phenomenal 
business for July, usually regarded as 
one of the slow months of the year, is 
cited as showing that there is no im- 
mediate slump in prospect. Figures of 
some of the companies for July show 
three times as much business written 
as for the same month last year, in 
spite of the fact that many agents, 
after establishing new records for the 
first half of the year, have let down 
somewhat during the past month. 


Like Real Estate Boom 


“The boom in life insurance has been 
much like a boom in real estate,” said 
Walter E. Webb, superintendent of 
agents of the National Life of the U. 
S. A., “and there is bound to be a re- 
action, as there is in booms of that 
soft, but so far as the present year is 
concerned, that possibility is offset by 
the fact that the last half of the year 
is always the best and the impetus of 
the big business written during the first 
half of the year will carry the agents 
on through the year at high speed, so 
that the year’s production will in all 
probability be kept up to the same stan- 
dard established during the first six 
months. 

“Of course, there is always the pos- 
sibility that some circumstance, com- 
paratively small in itself, may tend to 
slow things down. For example, re- 
cent reports on crop conditions have 
been rather unfavorable on both corn 
and wheat, and if there should be any 
serious damage to either of these crops 
it would be certain to affect production 
in the agricultural districts, where the 
biggest business has been written.” 


People Ready to Spend 


R. W. Stevens, vice-president of the 
Illinois Life, expects sales of life in- 
surance to continue heavy, basing his 
belief largely on the fact that there :s 
so much money in circulation and that 
people are willing to spend it for life 
insurance as well as other commodities. 

“T can see no reason why the present 
rate of-production should not continue 
for some time,” he said. “I really 
don’t think that it is to be supposed 
that the people are so anxious for life 
insurance, but they have the money to 
spend and if an agent can show them 
that life insurance is a good thing to 
buy, they are willing to spend the 
money that way. 


Producer Is Best Prospect 


“The agents who have grasped the 
big opportunity are the ones who have 
gone after the producer—the man who 
is able to add to the price of his prod- 
uct when the added cost of living hits 
him. The salaried employes, formerly 
the best field for life writers, are now 














COMMENT ON 








FARM LOANS 














farm loans have an _ interesting 

problem before them as to value 
of farm land these days, in view of the 
upward turn of prices and the specu- 
lative element that is abroad. Many 
farms have doubled and tripled in value 
and in some sections prices have gone 
to an abnormal point. Speaking on 
this subject, President Emmet C. May 
of the Peoria Life, says: 

We have increased the amount that 
we will loan on farms somewhat, but not 
in accordance with the increase in lands. 
Many places in Illinois land increased to 
$400 and $500 an acre. We would not by 
any means loan 50 percent of what is 
considered the market value of land at 
the présent time. We have loaned in one 
or two instances as high as $125 an acre 
but we seldom go over $100 an acre on 
the best land. It would be dangerous 
to loan 50 percent on the market value 
of lands today because in many places 


L companies that specialize on 








on account of the very heavy crops in 
the last few years and the high prices, 
the value of land has gone up very 
materially. 


Farmers Have Much Money 


It is a question how long it will stay 
at these top figures. We find it to be 
the case in this locality that farmers 


‘do not need loans unless they are going 


some place else and intend to buy land. 
They have had such large prices and such 
heavy rents from their land that they 
do not need money. This is evidenced by 
the fact that our policy loans have been 
reduced very materially and our pre- 
miums have been paid up this year as 
they never were before and 95 percent 
of our business is on farmers. 

This question is indeed an interesting 
question and it may be more interesting 
if loan companies or insurance companies 
go the full limit on loans according to 
present prices, because if in a few years 
we have hard times of some character, 
we may find a very difficult situation. 














| 
No Widow Ever | 
Makes an Objection | 








Value of Protection 
Against Business Loss 














NE of the puzzling and often dis- 

concerting obstacles life writers 
meet is the objection on the part of 
wives to their husbands taking out 
insurance policies. Many men, who, 
while in a general way believing in 
team work in the family, believe that 
in this essential matter, they should 
exercise their personal judgment and 
provide protection without even con- 
sultation with the wife. A few days 
ago a Provident Life & Trust agent at 
Pittsburgh met a widow of last Octo- 
ber, whose husband: was suddenly taken 
by the “Flu.” In referring to the fact 
that he had a policy in this company 
which netted her a fair sum, she re- 
marked that she had opposed her hus- 
band taking out the contract which was 
for just double the amount stating that 
she did not know he had closed at all 
until after the policy had been issued. 
She commented on her mistake as the 
additional would have helped solve the 
problem she now faces of educating 
and supporting two children. 








the poorest. Much more business in 
proportion has been written in the 
country than in the city. The farmer 
as a general thing, goes at matters on 
a conservative basis and doesn’t take 
any more insurance than he can handle 
and keep going, while wage earners 
who are getting big pay now may be 
inclined to go too strong, and drop 
the whole thing later if wages are 
reduced. 

“Several of our agents who have gone 
into the $100,000 class this year were 
a year ago part-time men in small 
towns, who are now giving their entice 
time to life insurance and have risen 
to the possibilities of the present situ- 
ation.” 


Not Raised in Price 


Men who look for a continuance of 
big business point out that life insurance 
is practically the only thing that has 
not gone up in price, and that while 
there is a scarcity of many desirable 
goods in mercantile lines, which tends to 
limit the purchases along those lines, 
the supply of life insurance is practically 
unlimited. They contend that the coun- 
try will not return to pre-war conditions, 
at least for many years, and that busi- 
ness generally has hardly gotten under 
way as yet on the post-war basis. They 
insist that the life insurance business on 
that basis is entitled to look for even 
greater production than at the present 
time. 

War Risk Plan Helped 


Whether or not the effect of the ad- 
vertising given to life insurance by the 
perations of the war risk plan is al- 
ready beginning to pass, as some claim, 
‘it certainly has been used with tremen- 





USINESS insurance is wise for sev- 
eral reasons. 1. To provide cash co 
replace brains. 9. To thoroughly protect 
the credit of the concern. 3. To protect 
debts or obligations. 4. To provide cap- 
ital to bridge over the unsettled period 
that follows death, and to compensate 
for the loss of a master-mind vital to 
the business. 5. To protect the endors- 
ers of the concern’s paper. 6. To cre- 
ate a surplus to buy out a deceased 
partner’s interest, etc., etc. 

Increased credit at the bank is also 
a direct result that will appeal to many. 
Any banker will corroborate this. 
Banks come pretty near nowadays 
demanding life insurance before they 
make a loan, and the credit men in the 
wholesale houses of the country are 
jmore and more requiring life as well as 
‘fire insurance before extending credit 
to merchants, business men and cor- 
porations. Wise foresight from every 
viewpoint.—New York Life Bulletin. 








dous effect thus far. One company last 
week received ten applications from a 
new agent in a small South Dakota 
town, aggregating $32,000, all written in 
one afternoon and all directly traceable 
to the fact that the widow of a soldier 
‘from that town who was killed in battle 
‘was receiving $50 a month on his gov- 
ernment policy. 

Some of the companies in the Middle 
‘West say that they are writing all the 
business that they feel they can handle 
safely and see a possibility of danger 
in efforts to reach too high records with 
limited capital and surplus. 


Few New Agents Taken On 


Because of the fact that they are writ- 
jng a capacity business with the old 
agency force very few new agents are 
being taken on. That is, in fact, the 
situation even with the larger companies 
vand the increase in business does not 
trepresent the work of additional agents, 
but increased production by the men al- 
ready in the field. Some valuable new 
men have been obtained, however, from 
among those returning from military and 
(naval service. One company reports that 
two of its former employes who have 
returned from the service brought with 
‘them four other service men formerly 
in other lines, who have developed into 
very valuable producers. In general it 
has been found rather difficult to get 
desirable men where they have been 
needed, as financial returns to men in 
almost every line have increased and 
‘even with the alluring prospects offered 
by the life insurance business at the 
present time they are slow to give up a 
good thing in their own line to make 
a change. 


The Inter-Southern Life has purchased 
the property adjoining its home office 
building in Louisville and announces that 





a 19-story annex to its building will be 
erected. 


HARTFORD MEN READY 


COMMISSIONERS WILL MEET 





Tentative Program for Convention in 
Connecticut City Sept. 9-12 
Is Announced 


HARTFORD, CONN., Aug. 5.—The 
general committee in charge of the ar- 
rangements for the national convention 
of insurance commissioners, to be held 
Sept. 9, 10, 11 and 12, has announced 
the tentative program for the entertain- 
ment of delegates and visitors, as fol- 


lows: 
Tuesday Morning 


At the initial session of the conven- 
tion at the Hartford Club, addresses of 
‘welcome are to be made by Governor 
Holcomb, Commissioner Mansfield and 
Mayor Kinsella. 

Afternoon: At 4 o’clock, guests will 
be taken for an automobile ride to New 
Haven, and after being shown points of 
interest in that city, they will proceed 
to the Hotel Momauguin, at Cosey Beach, 
where a shore dinner will be served. 
The party to include ladies accompanying 
delegates, a number of officers of Con- 
necticut companies, and members of the 
staff of the insurance commissioner's 
office. 

Wednesday Afternoon 


Golf tournament, playing to begin at 
2 o’clock. Those who do not play golf 
will be taken for an automobile ride. 
At 7 o’clock, a buffet supper will be 
served at the Hartford Golf Club for 
ladies and gentlemen. 


Thursday 


Dinner in evening at the Hartford 
Club. Speakers’ program: Retiring pres- 
ident of the convention as well as the 
president elect, Job Hedges of New York, 
Judge Edward L. Smith of Hartford, and 
perhaps several others. 


Personnel of Committee 


The general committee is as follows: 
Edward Milligan, president, Phoenix, 
chairman; Morgan G. Bulkeley, president, 
‘Aetna Life; Louis F. Butler, president, 
Travelers; John M. Holcombe, president 
Phoenix Mutual Life; Henry S. Robinson, 
president, Connecticut Mutual Life; 
Robert W. Huntington, president, Con- 
necticut General Life; Archibald A. 
Welch, vice-president, Phoenix Mutual 
Life; William B. Clark, president, Aetna; 
Richard M. Bissell, president, ._Hartford 
Fire; H. A. Smith, president, National 
Fire; George M. Lovejoy, vice-president, 
Connecticut Fire; M. L. Hewes, president, 
Standard Fire; A. G. McIlwaine, Jr., pres- 
ident, Orient; James H. Brewster, Scot- 
tish Union & National; H. H. Stryker, 
president, First Reinsurance; C. F. Stur- 
hahn, U. S. Manager, Rossia; Charles S. 
Blake, vice-president, Automobile Insur- 
ance Company; Daniel N. Gage, vice- 
»/president, Aetna Casualty & Surety; 
‘John W. Alling, president Security; Wil- 
liam <A. Erving, president, Hartford 
County Mutual Fire; Charles S. Blake, 
president, Hartford Steam Boiler; Donald 
W. Camp, president, Middlesex Mutual; 
H. H. Gallup, president, New London 
County Mutual Fire; Charles B. Cook, 
president, Hartford Chamber of Com- 
merce; William Brosmith, general coun- 
sel, Travelers; Andrew F. Gates, counsel, 
Travelers; F. P. Tyler, secretary, Fra- 
ternity Benefit League, New Haven; Wil- 
liam J. McGinley, secretary, Knights of 
Columbus; New Haven; James L. Case, 
president, Connecticut Association of 
Fire Insurance Agents, Norwich; E. W. 
Beardsley, vice-president, Connecticut 
Association of Insurance Agents; Lee C. 
Robens, Frederick A. Griswold, Dwight 
G. Holbrook, John H. Thompson, Max 
Hartstall of committee, Connecticut Life 
Underwriters’ Association. 





New England Mutual Mortality 


The New England Mutual shows that 
its mortality during the first six months 
is as follows: January, 109 percent; 
February, 73; March, 70; April 79; May, 
57; June, 41; average 71 percent. Total 
war claims paid up to July 1, amounted 
to $711,697. As compared with the war 


claims, the New England Mutual paid to 
beneficiaries of policyholders that died 





because of the epidemic, $2,299,511. 
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RESTRICTIONS HAMPER 


EFFECT OF NEW YORK RULING 





Agency Heads Discouraged by Edict 
Which Does Not Permit Hiring 
of New Men 





Agency directors of the big New 
York life companies, those falling un- 
der the restrictions upon total writ- 
ings imposed by superintendent Phil- 
lips of New York, are commencing to 
discover that the superintendent’s rul- 
ing is going to hamper them in their 
agency operations during the remain- 
der of the year. In addition to ruling 
that no special contests or efforts for 
new business may be made, Superin- 
tendent Phillips has set forth that no 
new agents may be contracted with, 
except as they replace agents who r2- 
tire from service of the company or 
are discharged. In other words, an 
agency having 25 men attached to it 
at the present time, must finish the 
year with no more than 25 agents. 


Will Slow Up Business 


It is this feature of the ruling that is 
objected to by agency organizers. It 
is complained that the real develop- 
ment in life insurance work comes in 
the securing of new men. To merely 
keep the wheels going around with the 
material on hand, is to stagnate the 
business. Material progress only comes 
as new blood is injected into the busi- 
ness. Agency heads of many years’ 
experience state that this clause in 
Superintendent Phillips’ ruling means 
that many agencies will actually be on 
the down grade for the remainder of 
the year, in spite of an apparent in- 
crease in business. 


See Benefits in Ruling 


On the other hand, one of the more 
optimistic agency ieaders of one of the 
big companies is of the opinion that 
this ruling will serve to stir agency 
organizers into action and force them 
to clean house. Commenting on the 
situation, this official says, “Many of 
the big agencies of the New York com- 
panies have connected with them men 
who are unfit to carry the rate book. 
Some agencies have two or three hun- 
dred men under contract, about three- 
fourths of whom are non-producers or 
part-timers, pluggers and one-case men. 
Faced with the realization that they 
can hire no more new men, the heads 
of such agencies are going to com- 
mence the weeding out process. 


Will Eliminate Nonproducers 


They are going to replace the dead 
ones with men who can produce not 
one application a year but a hundred. 
The agency that is now composed of 
three-fourths nonproducers will prob- 
ably by the end of the year have at 
least half of the men in the agency 
giving all of their time to the business, 
and going out after new applications 
on the right basis. This combing out 
of the ranks would not take place if it 
were not forced upon the agency men 
of the big New York Life companies. 
Under the ruling, the unfit must be 
replaced with capable, aggressive, pro- 
ducing men or there will be a slump in 
business. You know that this means 
that the barnacles will be scraped off 
and the part-timers will be replaced 
with hustling, aggressive men.” 


This Year Hardest 


It seems to be the general opinion 
that this year will be the hardest on 
the life companies coming under the 
restrictions. The law permits a 10 per- 
cent increase over thé previous year’s 
business and a special ruling permits 
50 percent additional increase. For 
instance, a company writing $200,000,000 
of business this year is permitted to 
write $220,000,000 next year in addition 














ALL SOLICITING ALIKE 








tial features. Whether we are 
trying to sell automobiles or real 
estate, books or washing machines, 
write ‘applications for life insurance or 
take subscriptions for a _ beneficent 
cause, the methods that lead to suc- 
cess are the same in each case. To 
seek an interview under the most fa- 
vorable conditions possible, to make 
the right kind of impression on our 
prospect at the outset, arouse his in- 
terest, create a desire and finally secure 
his signature or order—these are the 
links in the chain in every well or- 
dered and successful canvass. 


* * * 


A LL soliciting is alike in the essen- | 


Salesmanship is both a science and 
an art. To master it in both these as- 
pects is to hold the key to success in 
any line of business the salesman may 
wish to enter, for he can then sell any- 
thing in which he believes and about 


which he can grow enthusiastic. 

In this lies the reason why the man 
who has had success as a salesman in 
other lines makes a good life insurance 
agent. He has already learned how to 
approach and interest people. General 
agents and managers do well who seek 
new material for their agency force 
among such people. 

* * * 


As we run over in our minds hastily 
the agents in our company whose pre- 
vious history we know something about, 
we think of one who used to sell coal, 
another advertising, another books, an- 
other cigars, another typewriters, and 
so on, and all of them stand high in 
our field force. Doubtless a little in- 
vestigation would disclose the fact that 
a large percentage of our agents mas- 
tered salesmanship in other fields be- 
fore they saw a new light and entered 
the larger realm they now occupy.— 
Pacific Mutual News. 








OHIO STATE MEETING 


AGENTS’ GATHERING ARRANGED 


Annual Convention Will Be Held at 
Os-Li-Co Clubhouse, Buckeye 
Lake, Aug. 21 to 23 





The annual convention and outing 
of the Ohio State Life agents will be 
held at Os-Li-Co Clubhouse, Buckeye 
Lake Aug. 21, 22 and 23. This con- 
vention promises to eclipse any one 
ever held by the company. Here is 
the program: 

Thursday, Aug. 21 

10 a. m—Meeting—George Hayden, 
chairman. 

Greetings—John M. Sarver, president. 

Response—Willard K. Bush. 

“The First Half of 1919,” Joseph K. 
Bye, secretary. 

“The Second Half of 1919,” U. S. Brandt, 
vice-president. 

Question box. 

2 p. m.—Meeting—W. T. Phillips, chair- 
man. 

Five minute talks by field managers. 

3:30 p. m.—100 yard dash, tug of war, 
horse shoe contest. 

7:30 p. m.—Boat ride. 

9:30 p. m.—Grand ball, 
Hall. 


Convention 


Friday, Aug. 22 

8:30 a. m.—Meeting of the Oslico Com- 
pany stockholders. 

10 a. m.—Meeting—E. Shinkle, chair- 
man. 

“How to Sell the Coupon Policy,” F. H. 
Hertel and others. 

“How to Vanquish the Dragon,” George 
Hayden and others. 

“How to Make Good,” A. J. Knoefler 
and others. 

“The $100,000 Club,” Conrad Roth. 

Question box. 

2 p. m.—Baseball. 

4 p. m.—Swimming contest. 

8 p. m.—Vaudeville, Convention Hall. 

Saturday, Aug. 23 

10 a. m.—Meeting—W. Scott Boyenton, 
chairman. 

“Selling Insurance to Farmers 
Halfhill and others. 

“Picking the Good Ones,” C. E. Schill- 
ing, medical director. 

Free-for-all, D. F. Shafer and others. 

“Our Future Plans,” John M. Sarver, 
president. 

Question box. 

Five minute talks by directors and 
others. 


» C. W. 








This means that the companies piling 
up enormous totals this year will have 
to write an undreamed of volume of 
business next year in order to be ham- 
pered by the law. While it will ve 
burdensome to a number of companies 
to come under the restrictions this 
year, it is safe to assume that in 1920 
the present law will not operate to the 


DISCUSS REINSURANCE 


—_—_—_—- 


TWO MAJOR PLANS PROPOSED 


American Life Convention Officials 
Meet in Chicago to Create Plan for 
Absorbing Excess Lines 





Officials of about fifteen American 
Life convention companies attended a 
meeting in Chicago this week, called by 
E. G. Simmons, president of the Pan- 
American Life and president of the 
American Life Convention, for the pur- 
pose of discussing the establishment 
of a reinsurance bureau. For some 


time a number of American Life Con- 
vention companies have felt the need 
of more flexible reinsurance arrange- 
ments. Some company officials com- 
plain that business written cannot be 
readily reinsured down, and that there 
is need of an arrangement that will 
automatically take care of any excess 
business written. A few years ago 
there was talk of establishing a rein- 
surance company to be used only by 
American Life Convention companies 
and to be financed by American life 
convention members. This idea has 
been abandoned and it is now proposed 
to organize a reinsurance pool or bu- 
reau. 
Consider Two Plans 


Two plans are up for consideration. 
One would provide automatic reinsur- 
ance of all excess business. That is, 
an arrangement would be worked out 
whereby every American Life Conven- 
tion company would share in the writ- 
ing of excess cases, the amounts taken 
to be based upon financial standing. 
Another scheme would establish a med- 
ical referee who would apportion the 
business, naming the companies to 
which the business should, in his judg- 
ment, go. Both of these plans were 
thoroughly discussed at the Chicago 
meeting, and while no definite action 
was taken, the air was somewhat 
cleared and the -preliminary arguing 
dispensed with. The whole question 
will come up for consideration at the 
annual meeting in Omaha, in Septem- 
ber, and be finally disposed of. A few 
companies object to the establishment 
of an automatic arrangement that 
would bind them on all excess cases 
written, claiming that their underwrit- 
ing requirements are somewhat stricier 
than those of other companies. They 
object to the pooling of underwriting 
through the bureau idea. 


The Farmers National Life of Chicago 
gained more than four and one-half times 





serious disadvantage of the big New 





to a 50 percent special dispensation. 


York companies. 


as much insurance in force /luring July, 


CHARGE OF TWISTING 
LEADS TO EXPULSION 


Cleveland Life Underwriters Take 
Drastic Action in George 
A. Martin Case 


TOMLINSON HAS HEARINGS 


Association Acts After Thorough In- 
vestigation by Insurance 
Superintendent 


CLEVELAND, O., Aug. 5.—At the 
annual meeting of the Cleveland Life 
Underwriters’ Association, George A. 
Martin, local manager of the Travel- 
ers, was expelled from membership on 
the charge of complicity in a case of 
twisting. Complaint had been made 
some months before by John H. York 
of the State Mutual, who had written 
a certain man on the straight life 
plan, with a short term rate to March 
13, of this year, after which it became 
payable annually on that date. Shortly 
after January 1, 1919, John Ward of 
the Travelers solicited the same man 
for insurance on the monthly income 
basis, and being desirous of protect- 
ing a brother, he became interested in 
a contract paying about $100 per month. 
Mr. Ward having arranged to leave the 
city for a short period, asked Mr. Mar- 
tin to complete the transaction. 


Ostendorf Enters Case 


Then Edgar L. Ostendorf, evidently 
a one case man and a relative of the 
prospect, happened to see the papers 
furnished the prospect and informed 
him that he could write all the insur- 
ance he needed. He tried to place it 
with several companies, but did not 
succeed because he could not qualify 
as a full time man. He finally made 
arrangements with the Travelers’ local 
office to place the business and the in- 
surance was issued in two policies, the 
one mentioned above and the other to 
pay $200 income per month to the wife 
of the prospect. This was technically 
placed after March 13, the date of 
the expiration of the short term State 
Mutual policy, and the $200 monthly 
income Travelers contract replaced 
this policy. ° 


Tomlinson Holds Hearings 


Several hearings took place before 
Superintendent Tomlinson. The first, 
against Ostendorf who held a license to 
write life insurance for the Travelers, 
dated April 4, 1919, was held early in 
April, 1919. Ostendorf was not present. 
The department upon the showing made, 
revoked the license of Ostendorf. Osten- 
dorf subsequently satisfied the depart- 
ment that he did not receive his notice 
in time to attend the hearing and asked 
a rehearing which was held April 23. At 
this hearing the department intimated it 
was satisfied that Ostendorf had been 
used then rather as the “goat” and said 
it would allow the Travelers to apply for 
another license for Ostendorf. The de- 
partment in notifying the Travelers of its 
conclusion in the Ostendorf matter said: 


Transaction Held Irregular 


The insurance which was. written 
through your office, on Mr. 
was unlawfully obtained and written. 
It was the intention of the principals 
concerned in the transaction that the in- 
surance should be written by Mr. Osten- 
dorf, and the application for the insur- 
ance, if the assured wants to carry out 
that intention, must be signed by Mr. 
Ostendorf. He was not an _ insurance 
agent at the time the _ transaction 
occurred and aside from any other con- 
siderations, the application for the in- 
surance, under the circumstances, should 
be made through Mr. Ostendorf, the 
agent. The only way the transaction can 
be made lawfully, and regular, is for you 
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and after Mr. Ostendorf receives his 
license, the insurance can be properly 
and lawfully placed. 


Does Not Condone Twisting 


“The conclusion, however, on the part 
of the department does not condone the 
offense—the twisting—in the transaction. 
A further consideration of that will be 
kad at a later date. 3 

The insurance department subsequently 
ruled that the policies could be issued as 
of the original date, but must bear new 
serial numbers in order to give the in- 
sured the benefit of the age at entry, his 
age having in the meatime changed. It’s 
rather hard for insurance men to agree 
to this ruling because the insured dealt 
with eyes wide open and with the 
knowledge that his insurance so placed 
might be illegal. 


Ward and Martin Cited 


On April 26, charges were filed before 
the insurance commissioner and_ the 
Cleveland Association of Life Under- 
writers against John Ward and Gegrge 
A. Martin for their part in this trans- 
action. Before this hearing was had, 
Messrs. Ward and Martin were summoned 
to appear before the executive commit- 
tee of the association to be examined as 
to this matter. At this hearing testi- 
mony was taken by a court reporter and 
the association represented by Judge 
Friebolin. The evidence taken was for- 
warded to the insurance commissioner 
for his information. The executive com- 
mittee of the association preferred not 
to act unon the charges until the legal 
part had been decided by the insurance 
commissioner. 





Licenses Not Canceled 


On July 2 all parties in interest being 
present together with practically all of 
the executive committee of underwriters 
accompanied by Judge Friebolin as at- 
torney, a full hearing was had at the 
department and after considering the 
matter at length, the commissioner 
stated that in view of the long period 
of time in which Messrs. Martin and 
Ward had been in the insurance business, 
he did not feel like canceling their li- 
censes but declared that Mr. Martin’s 
should be revoked. 

It may be stated that the complaint 
against Mr. Ward was in delivering the 
policy which replaced the State Mutual 
contract, as he did not solicit it. 

The executive committee of the asso- 
ciation called upon the two- gentlemen 
later and stated that if they would make 
apologies for violating the rules of the 
organization, they would appreciate it as 
a becoming act. Mr. Ward was present 
at the annual meeting and made a very 
frank statement of his part in the trans- 
action. Mr. Martin did not appear. On 
unanimous vote Mr. Ward was retained 
as a member, but in the case of Mr. Mar- 
tin, the vote was for expulsion. 


New Officers Elected 


Officers chosen are as follows: Presi- 
dent, C. C. Dibble, Northwestern; first 
vice president H. F. McNutt, New Eng- 
land, Mutual; second vice president Ray 
Ferris, Massachusetts Mutual; secre- 
tary-treasurer W. H. Brown, Prudential. 


The executive committee consists of 
E. W. Snyder, Massachusetts Mutual; 
R. <A. Tuttle, Midland Mutual; J. S. 


Marsh, Northwestern Mutual; J. W. Pic- 
ard, Mutual Benefit; C. R. Walker, Penn 
Mutual and William McPheeters, Union 
Central. 

In his address as retiring president, C. 
R. Walker suggested that the association 
take a big forward step in the employ- 
ment of a paid secretary. This was sup- 
ported by George H. Olmsted of the Na- 
tional Life of Vermont, E. W. Snyder of 
the Massachusetts Mutual and others. Mr. 
Walker discussed the benefits that have 
come to the builders, real estate men and 
others through the employment of a man 
to give his exclusive attention to their 
affairs and expressed the belief that 
equally as much good will come to the 
life underwriters by following the same 
course. A committee was appointed by 
the incoming president, C. C. Dibble, to 
canvass the situation and report at the 
next regular meeting. 


Agents Must Be Residents 


TOPEKA, KAN., Aug. 5.—Notice 
has been sent by Commissioner Travis 
to all companies operating in Kansas 
that all agents in this state must be 
bona fide residents of Kansas. Licenses 
for the agents must come through the 
companies on the regular requisition 


blanks. Removal of an agent from the 
state is to cancel the license auto- 
matically. 











| DOMINANT NEED OF OLD AGE PROTECTION 





BY JOHN 
T trena who closely observe the 





trend of life insurance may have 

observed for the past few years a 
tendency to emphasize the need of old 
age protection. Old age endowments 
and old age life income distribution 
seem destined to become a more domi- 
nant insistence of life insurance coun- 
sel in the near future. 

A number of companies began a few 
years ago to abolish the whole life pol- 
icy and to substitute for it the endow- 
ment at 85. Concomitant to this the 
special advantages of endowments ma- 
turing at 60, 65 and cther ages earlier 
than 85, were emphasized. One of the 
most conservative of the large eastern 
companies has recently issued a new 
rate book with yearly values on endow- 
ments maturing from age 50 up. The 
same company in a brochure on old 
age endowments, states that of policy- 
holders entering its membership and 
persisting, 65 percent who entered at 
age 35 are alive at age 65 and some 
55 percent alive at age 70. 

ac og ee 


The small number of men shown by 
statistics to reach age 65 without be- 
coming dependent makes a story piti- 
ful, perhaps, beyond any other narra- 
tive of human misery. To be sure the 
widow bereft of income has been for 
ages considered the type of human mis- 
fortune. To rob the widow cries to 
heaven for vengeance whilst to mock 
the old man may be a humorous di- 
version. Women who are married 
usually lead dependent lives,«but only 
feeble, age or impairment is apt to de- 
prive a man of his power to maintain 
himself. The plight naturally brings 
bitterness. 

If there be a present tendency in life 
insurance to emphasize the need of old 
age protection, the tendency is apt to 
be prompted by a condition. Events 
react to causes. Sociological conditions 
spread wave-like. A manifestation in 
one place is apt te presage an occur- 
rence elsewhere. So a search of pres- 
ent conditions in life insurance, in the 
light of the history of life insurance 
development, may show the genuine- 
ness and measure ihe value of empha- 
sizing the need of old age protection. 
Its probable effect in the business, may 
perhaps be thus forecast. 

* * x 


Twenty-five or more years ago life 
insurance began its great modern growth 
largely through offerings of personal 
profit to the policyholders as of equal, if 
not superior, value to the duty of pro- 
tecting dependent beneficiaries. The “die- 
to-win” argument was a real deterrent 
then to applications. Tontine  poli- 
cies, deferred dividend profits, extrava- 
gantly estimated as enhanced by lapsa- 
tion forfeitures, were presented in an 
appeal based in reality on speculative 
chance and led to many applications. It 
was at the least a merchandising of life 
insurance in the familiarity of the per- 
sonal profit argument. Later came a 
period of stock selling concomitants to 
policyholding. The dividends on the 
stock in the new company, it was hoped, 
would pay premiums on the policy and 
the dividends on the policy perhaps pay 
the subscription to the stock. Milder 
methods ran to vigorous estimates of 
dividends left for accumulation. 

* * * 

As these policies ran the stipulated 
period the result was often keen disap- 
pointment in the failure of the realiza- 
tion to justify the estimate. After the 
alleged scandal and investigation in New 
York and the vigorous enactments con- 
sequent upon the same, some fifteen 
years ago, life underwriters began to 
gain a new appreciation of their calling. 
We developed a conception of our status 
as counsellors and began to claim that 
our business is a profession. Service was 
given an emphasis until some of us use 
the very word now with distaste. We 
began to urge the prospect, as adroitly 
as we might, to heed his obligation to 
the family and rather succeeded in incul- 
cating a sense of the joy of duty heeded 
as preferable to personal gain, urging 
net cost arguments in the insistence of 
ease of premium payment and the possi- 
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bility of enhanced personal volume. The 
Supreme need, it was urged, is that 
death should not be allowed to bring 
financial disaster to achievement, that 
life insurance was essential to guaranty 
the maintenance of family comfort and 
if possible, continuing level family pros- 
perity. The widow’s task of rearing the 
family was properly emphasized, her 
requirement of a fixed certain income to 
enable her to maintain comfortably the 
home after death should end the earn- 
ings of the head of the family. It was 
and is a righteous insistence on the 
havoc apt to follow the uncertain com- 
ing of death, the inevitable. 
* * * 

In all this there is a certain disregard 
of the fact that the survivor to old age 
may be the insured instead of the bene- 
ficiary, a probability which the mortality 
experience itself shows as likely. The 
strength of the argument, protect the 
beneficiary first, led probably to the 
magnifying of the advantage of the low 
premium policy, of the ordinary life pol- 
icy, with protection at the maximum and 
investment for the policyholder as 
largely as possible eliminated. Often 
enough we have seen policies beyond 
‘the normal carrying power of the pol- 
icyholder written; often enough we have 
seen large individual policies issued to 
guarantee a period of promising finan- 
cial achievement end with the achieve- 
ment not realized. The premium often 
obtained by utilization of cash values 
may have become burdensome beyond 
power to maintain. So policies have be- 
come overloaded with loans and conse- 
quent interest charges, leading too often 
to lapsation. This evil was perhaps a 
fruitful cause of twisting as a definite 
business. 

* oa * 

A man will either die before old age or 
live to be old. In the latter case of 
course an old man will need support. To 
lose sight of the probable need of caring 
for old age is a lack of wisdom not even 
justified by a zeal to provide for depend- 
ant beneficiaries. 

A practice in recent years has grown 
up, possibly the outgrowth of the ten- 
dency to overstraining the need of large 
policies with the minimum of personal 
advantage to the policyholder—the prac- 
tice of financing life insurance. Life 
insurance assumes the payment of an 
annual premium by the policyholder. For 
another to do so opens up a question at 
the outset. The law of insurable inter- 
est never tolerates any phase of specu- 
lating on a human life. To lend money 
to pay a life insurance premium is in 
itself a laudable purpose. It may, how- 
ever, be converted into an act of doubt- 
ful validity. The insistence is sometimes 
now made that successful underwriting 
cannot be accomplished without taking 
promissory notes. It is unfortunate that 
such should be the case. Old age pro- 
tection must be effected by the accumu- 
lation of the endowment fund. It must 
‘be accomplished, if fully successful, by 
‘the actual payment of the yearly pre- 
miums by the insured. Underwriting 
problems may be individual and hence 
specific need of the largest volume pos- 
sible, even by anticipation of dividends 
and cash values, may be justified. The 
employment habitually of such methods, 
however, tends to deter the full effects of 
old age protection. Hence if life under- 
writing is destined to give dominant em- 
phasis to the need of old age protection, 
it may probably, in so doing, decrease 
the use of the financing device of writ- 
ing applications. It will certainly tend 
to educate the policyholder to produce 
the premium unaided. Cash values and 
perhaps dividends may thus be given de- 


creased impetus if not appreciation. 
Lapsation should materially decline. 
* * * 


Likewise so the increased urging of 
long term endowments, as a supreme 
need may affect corporation and part- 
nership life insurance. The business 
named as a beneficiary is never justified 
under the law of insurable interest be- 
yond indemnity for the loss of value 
caused by death of the insured official or 
employee. It may be, then, that a habit 
of writing a man only to the measure of 
the premium he can normally appropri- 
ate may reduce volume. In late years, in 


many agencies, large policies have be- 
come the rule rather than the exception. 
An underwriter now who produces a mil- 
lion a year is no longer a curiosity. The 
trend to large policies has perhaps been 





increased by the fact that the govern- 





ment’s average policy on the lives of its 
military men ran to about $8,750, where- 
as the same average with the companies 
is under $2,000. So the argument has 
been made, why is not a business man 
with a dependant family worth as much 
as a private soldier? The decrease of 
the purchasing power of the dollar has 
ilikewise caused an insistence that more 
dollars must be provided by life insur- 
)ance and hence that men should double 
their insurance. 
* * * 

So it is pointed out that the compa- 
nies may easily increase the average 
amount of individual protection. Of 
,course, the more life insurance possible 
‘for a man to carry the better. But it is 
‘perhaps true that the actual mortality 
‘experience under policies carried with a 
‘strain is apt to be abnormal and a ten- 
‘dency of the companies more closely to 
scrutinize large applications is notice- 
‘able at the present time. 

Those who observe the signs of the 
times may have noticed recently pub- 
‘lished discussions as to whether it is 
- wise for a man to leave a fortune to his 
‘children and particularly to his sons. 
Illustrations of sons of rich men who 
turned out worthless are ready and their 
failure is ascribed freely to the removal 
of the need of endeavor caused by the 
inherited fortune. Recently a popular 
magazine has raised the question as to 
how much, if any, money should be left 
to children and called on its readers for 
opinions, offering prizes for the best let- 
‘ters on the subject. Whilst instances of 
,unworthy sons who have squandered in- 
therited fortunes are common, instances 
‘are perhaps more common where young 
men prevented by lack of funds from 
obtaining the education to which they 
seemed naturally entitled are forced to 
leave school to support the family left 
practically impoverished by the death of 
the father without life insurance. So 
this sort of insidious attack on life in- 
surance should be controverted. 

* * * 

The war may have had its effect in 
presenting life as a sporting proposi- 
ition. Perhaps fortune favors the brave, 
but scarcely the foolhardy. Half truths 
are apt to be the most dangerous of lies. 
Such half truths are: security is the 
mother of mediocrity; comfort assured 
is manhood restrained; teach a boy to 
succeed as some teach a boy to swim, by 
throwing him in the tide. People talk 
sometimes about evolution with little 
understanding. Survival of the fittest is 
a brute law. It is the business of civili- 
zation to counteract its ruthlessness 
through cultural methods, by developing 
values through training. 

‘ We should, of course, earn rather than 
appropriate or inherit success and the 
‘higher the equipment the easier should 
be that success. Whatever the cause, 
selfishness seems to be now a growing 
trait. Generosity is considered too often 
now a doubtful virtue. Kindliness was 
\considered once as at least the necessary 
endorsement of the gentleman. Noblesse 
oblige was a reality, a duty was deemed 
to spring from position and opportunity. 
Now selfishness speaks out, it seems to 
‘be putting on the garb of virtue. Col- 
‘lect where you may and exploit where 
you can, is a growing canon of success. 
So the appeal to sacrifice is apt to be 
weakened in the insistence on personal 
profit. Within the past 60 days a great 
magazine by editorial expression sneered 
at thrift as rather boring, recalling the 
instance of a great financier who trav- 
eled through the country in a private 
car to tell the people how to save. 
* * * 


The spectacle of a man prevented by 
age or infirmity from earning his main- 
tenance is a grim cruelty of fate easy to 
visualize. It is more pitiful because the 
victim is a man. Women are usually 
‘sheltered. The widow will always be 
\viewed with pathos. She could not help 
her plight in most instances. But the 
old man, accustomed to self-reliance, 
with the bitter memory of opportunity 
lost, goes down the shadows of life’s 
evening with reproach crushing pity. 
His life must be lived out, his grave 
thoroughly earned. Grandmother may 
help with the household, darn its socks, 
patch the linen and so make tolerant her 
keep. Grandfather, trembling for the 
need of his pipe, running to reminiscence 
of his prime, with his memory like his 
eyes, seeing the distant most clearly, 
grandfather takes his penny dole from 
buoyant son or buxom daughter in a bit- 
terness beyond estimate. He is often 
just a burden in the household. 

So let us hope for the wider preva- 
lence of old age endowment. It need 
not neglect the beneficiary as it makes 
sure the serenity of the policyholder’s 
tottering years. . 
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“I shall adopt new views so fast as 


they shall appear to be true views’’— 
ABRAHAM LINCOLN. 


Just as the Lincoln Life has aimed to emulate the 
liberality, integrity and fidelity of the great Lincoln, so 
has it adopted this saying of his as a text for the conduct 
of its business in all departments. 


In policy contracts, the Lincoln Life has adopted 
new views so fast as they appeared to be true views. 
It has incorporated in its contract all of the liberalities, 
all of the modern service provisions that have been 
introduced to life insurance and has originated several. 


In agency contracts it has likewise adopted new 
views so fast as they appeared to be true views. The 
agency contracts of the Lincoln Life today are models 
of equity. 





In the selection of business, the Lincoln Life has 
adopted new views so fast as these have appeared to be 
true views. Today it is rejecting a far smaller percent 
of applications than the majority of companies. Its sub- 
standard department is granting insurance to many who 
are unable to procure it in the average company, and it 
is consequently reducing the waste efforts of agents. 


In every detail the Lincoln Life is living up to this 
doctrine of Abraham Lincoln. 


LINK UP WITH THE LINCOLN 


OVER $90,000,000 IN FORCE 


Lincoln National Life 


FORT WAYNE, IND. 
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Need for Making Hay Now 


PresipEnt H. J. SAUNDERS of the WES 5- 
ERN STATES Lire says that during the last 
two years or more life insurance salesmen 
have found it very easy to write business. 
As a result some of these have been pro- 
ducing at the rate of two or three times as 
much as they did before. Other agents, 
however, are doing no more than they did 
formerly, but work about half the time 
for the same amount of business. They 
are not taking advantage of the numerous 
opportunities to increase their output. 
They have really reduced their efforts. 
President SAUNDERS says that such agents 
lack ambition. Seemingly they have no 
incentive beyond that of making a bare 
living. He calls attention to the fact that 
the present life insurance conditions can- 
not be expected to last indefinitely. Life 
insurance has received an impetus from 
which it will never recede. He said, how- 


ever, that the very prosperous conditions 
which are benefiting all agents will at- 
tract others to the business. Competition 
will become more severe. There must be, 
too, in his opinion, some falling off from 
the present demand, which is largely due 
to abnormal conditions. 

President SAUNDERS says that before 
long agents may expect to find business 
less easy to secure, requiring something of 
the old time effort and a higher degree of 
skill than ever. When that time comes 
about the agents who have been doing 
their utmost right-along will hold their 
own. They have become confirmed in the 
habit of hard work, and have developed 
increased efficiency. The ones who have 
been loafing on the job will find them- 
selves unequal to the greater demand for 
skill and energy and a greater number 
will drop out of the ranks. 


Proper Age for Beginners 


A GENERAL agent of one of the big 
life companies who has been most suc- 
cessful in bringing new men into the 
business remarked the other day that 
he was becoming less and less inter- 
ested in men below 25 as life insur- 
ance salesmen. He said that very often 
a young man possessing all of the qual- 
ities necessary to a life insurance sales- 
man is spoiled by getting into the 
business too early. A young man 22 
or 23 years old has a rosy picture 
painted for him by a life insurance 
general agent. He is told that a big 
fortune awaits him as a life salesman. 
He is induced to go into the business 
and finds that the results do not come 
as promised. He does not get the 
amount of business anticipated chiefly 
because of his age. The big business 
comes with the years, and the imma- 
ture salesman naturally cannot get the 
same results, almost irrespective of 
ability, as the man 35 or 40. Had the 
same man waited five years before go- 
ing into the life insurance business, 
he would not have been disappointed. 

The life insurance business is a seri- 


ous business. Most men purchasing 


life insurance are very serious minded 
about it. A man 40 or 45 years old 
with a wife and three or four children 
dislikes to have a youngster talk to 
him about his responsibilities to his 
family. There is a natural resentment 
against this. Yet the same man would 
not have this feeling against a man, 
say 28 or 30, admittedly young, but 
old enough to have good business 
sense and to command the respect of 
every prospect solicited. 

The young man who has passed the 
“kid” age has the bearing and de- 
meanor that inspires confidence. The 
man from 28 to 30 is enthusiastic, but 
his enthusiasm is of the right kind. 
In addition the man who comes into 
life insurance work at this age is seri- 
ous about himself and the business. 
He realizes that the time has come to 
do something and goes about the task 
earnestly and with the one idea of 
making good. Often the younger man 
with plenty of enthusiasm has not the 
same sober and sane ideas about be- 
ing in the business to stay. It is not 
possible for him to catch the real broad 
vision of life insurance service. 


Adopting Participating Lines 


Is there to be a swing toward par- 
ticipating insurance? An_ interesting 
announcement comes from the CLEve- 
LAND Lire to the effect that it will is- 
sue a full line of participating insurance 
policies and that they will probably 
become its major line in the future. 
‘The Derrorr Lire which has been writ- 


ing non-participating exclusively is 
adopting participating insurance also. 
These companies, therefore, will be 
able to supply agents \ith both classes 
of insurance so that the applicant for 
insurance can exercise his judgment 
and chose the kind of contract he de- 
sires. 





George W. Wadsworth of New York 


‘City, eastern vice-president of the “In- 


surance Field,” has resigned to return 
to Chicago, where he will be connected 
with the American Bankers of that 
city as executive special agent. The 
American Bankers is having a good 
year and much new business is being 
produced. Mr. Wadsworth has made 
a special study of life insurance, hav- 
ing been in the publicity and newspaper 
side of the business for a number of 
years. 


W. A. R. Bruehl, Sr., general agent 
of the Home Life at Cincinnati, has 
been made chairman of the commit- 
tee of the Home Life Agents’ Asso- 
ciation to draft resolutions on the 
death of President George E. Ide of 
the company. President J. Hammond 
Ireland of the association has ap- 
pointed as the other members J. C. 
Bristow of Richmond, Va.; J. Reed 
Bost, Washington, D. C:; E. H. Calla- 
han, New Haven, Conn., "and Clarence 
A. Wray of Philadelphia. 


H. L. Williams, general agent of the 
Northwestern Mutual Life at Daven- 
port, Ia., in commenting on the pro- 
posed observance of a day in the year, 
to be known as “National Life Insur- 
ance Day,” to be under the auspices 
of the industrial department of the in- 
ternational committee of the Young 
Men’s Christian Association, takes 
some satisfaction in the fact that in 
January, 1915, he suggested to the daily 
papers of his city, that the time had 
come for the press to devote some at- 
tention to life insurance. The move- 
ment resulted in Davenport observing 
“Life Insurance Week,” once a year, 
beginning January, 1916. Mr. Wil- 
liams has seen the value of rousing the 
public mind to the benefit of life in- 
surance. He had urged the papers to 
give more space to the subject. Una- 
doubtedly much favorable publicity has 
been aroused in Davenport, because of 
Mr. William’s genuinely, altruistic 
work. He hopes to see “Life Insur- 
ance Day” nationally observed through- 
out the country. 


James Arnold, iather of Secretary 
O. J. Arnold of the Illinois Life, died 
last week at his home in Palos Park, 
Ill., as the result of an automobile ac- 
cident, at the age of 82. Mr. Arnold 
had some trouble with his machine and 
got out to attend to it. His machine 
started to go down a decline and he 
jumped on the running board to stop 
it. In his haste, ne fell, contracting an 
injury that resulted in his death. 


Keene & Simpson of Indianapolis, 
managers of the Aetna Life (life de- 
partment) for Indiana, have been mak- 
ing remarkable gains in new business 
written and delivered this year. In 
July, the agency wrote $511,000 and 
for no month since the first of the year 
has the agency’s total been under 
$300,000, while it was over $400,000 for 
several months. Already the agency 
has paid for more business in 1919 than 
for the entire year of 1918. This office 
has shown a wonderful growth during 
the past three or four years. 


Lloyd Borngasser of Fairbury, IIL, 
is a well known banker in his town, 
but has already qualified for the $250,- 
000 Club of the Franklin Life. Mr. 
Borngasser is a great success as a 
banker and a life insurance man. He 
goes after life insurance at the close 
of business, jumps in his flivver and gets 
in touch with families throughout his 
community. He finds out everything he 
can about a man, only takes his note 
when he knows it will be paid and 
hence his business persists like a burr. 
He seldom has a lapse. Mr. Borngasser 
succeeds in his life insurance work be- 














PERSONAL GLIMPSES OF LIFE UNDERWRITERS 








cause he is industrious. He does not 
claim to have any particular talent nor 
is he a wizard in salesmanship. He 
works hard, goes at it persistently and 
then works some more. His business 
comes from a rich farming community 
and it is high grade. 


Gregory Sullivan, Kenosha, Wis., 
special agent of the "Northwestern Mu- 
tual Life, has been presented with a 
solid gold watch by W. F. McCaughey, 
general agent, Racine, Wis., in recog- 
nition of his attaining membership in 
the Marathon Club of the Northwest- 
ern, which is composed of agents who 
write 100 lives or more in a year’s time. 
Mr. Sullivan is the first agent in the 
McCaughey general agency to achieve 
the honor. During the agency year 
ended May 31, Mr. Sullivan wrote 
exactly 100 lives. Membership of the 
Marathon Club is composed of forty- 
eight out of the 6,000 agents of the 


Northwestern. All of Mr. Sullivan’s 
business was written in Kenosha 
county. 


The International Life relates an in- 
teresting story as to one of its agents 
Keshner writing a prospect on 

a bridge at midnight. It says: 

A wealthy Illinois farmer stood on the 
bridge at midnight. He drew a mental 
picture of the sweetheart of long ago 
and of the family of today that had en- 
riched his life—a family which in turn 
he had enriched with the more material 
things of life. And Agent J. F. Keshner 
stood on the bridge with him that mid- 
night and drew a mental picture of the 
sound mantle of security that could be 
spread over his family by a _ $10,000 
policy of insurance to insure his wealth 
against latter day dissipation by the 
cost of administration and taxation. 

It all happened at midnight because 
one moment beyond that fateful hour the 
wealthy farmer would experience a 
change of his insurance age. The farmer 
had previously indicated to Keshner that 
he was interested in taking out such 
a contract before he became a year 
older. 

Keshner had driven sixteen miles out 
into the country, stalking the wealthy 
farmer out in the wheat fields, too busy 
said the latter, to consider anything 
for the moment but the management of 
a large crew of men garnering for him 
the bounteous golden riches of his broad 


acres. Keshner agreed to wait on the 


farmer at midnight. He did. He drove 
his automobile up before the farmer’s 
house and patiently watched the minute 
hand on the dial of his watch tick off 
enough seconds of time to start an air- 
plane well on its way in a trans-atlantic 
flight. At 11:00 p. m. the farmer drew 
up before his home a trifle surprised 
perhaps to find a live International Life- 
man perched in the tonneau of his auto- 
mobile ready for business. Keshner had 
previously discounted darkness by ar- 
ranging his automobile searchlight for 
a convenient glare on an application 
blank. And the wealthy farmer, in- 
duced to occupy the automobile seat with 
Keshner, found every convenience for 
attaching his signature to a $10,000 ap- 
plication after five minutes spent in 
filling it out. Keshner then insisted on 
shifting the bridge. The examiner, a 
mile or two away, responsive to Kesh- 
ner’s request, burned the midnight oils 
in his office. As Keshner drove up with 
his prospect he saw the last flicker of 
light extinguished in the doctor’s office. 
Anothed day was about to dawn and a 
doctor was about to retire. 

The office lights blazed up again, how- 
ever, as Keshner beat a tattoo on the 
door. A wealthy farmer had furnished 
not only his application and settlement 
but had furnished a medical examination 
as the town clock sounded twelve chimes 
that were silvery music in the ears of 
the agent who solved the problems of 
the real function of a bridge at mid- 
night—an agent who cheerfully escorted 
his client back to the farm house after 
midnight to a family with new reason 
for contentment and happiness derived 
from the new act of thoughtfulness of a 
provident and far-seeing bread-winner. 

The $10,000 policy was the bridge 
which at midnight spanned the chasm 
separating the family from its assured 
happiness and independence. 
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DON’T WANT U. S. RISKS 


OHIO MEN OPPOSED TO PLAN 





Life Company Executives Ask Whether 
Government Would Put Up 
Cash for Reserve 





CINCINNATI, O., Aug. 6—Exe- 
cutives of Ohio life companies are in- 
clined to ridicule the suggestion 
coming from Washington that the gov- 
ernment turn the residuum of war risk 
insurance over to the companies. With 
one accord they ask this question: 

“Will the government put up the cash 
to provide the necessary reserve?” 

Some of them ask other questions, 
such as: “How will the business be dis- 
tributed?” “Will. the companies be 
expected to take over the impaired 
risks?” “Would there be any assurance 
that some companies would not get all 
the good risks and others all the bad 
risks?” 

Should Carry It Through 


“The government has done very well 

with its insurance plan, considering the 
magnitude of the undertaking, the com- 
plexity of the problem involved, the 
precipitancy with which four million 
risks were taken on and the fact that 
it took as little expert advice as it could 
well get along with,” said one leading 
life man. “I mean by that, that it did 
as well as in any other branch of ihe 
war business and as well as was to he 
expected. But it ought to carry it 
through. 
_ “I understand that 75 percent of the 
insurance in fo.sce has lapsed, and prob- 
ably the rest, except the impairments, 
will lapse as soon as the men return 
from France and are discharged. Prob- 
ably a considerable number of men Th 
the regular forces of the army and 
navy will continue to carry it, but 
aside from these, the impairments will 
be about all. Certainly the govern- 
ment should look after these.” 


No Feasible Method Seen 


“I can’t think of any practical or 
feasible way for the companies to take 
over what is left of war risk insurance,” 
said another executive. “Assuming 
that there is $10,000,000,000 of it still in 
force, it is not to be expected that 
the government would put up $5,000,- 
000,000, which would be the required 
amount of reserve. Without such a 
reserve the insurance would be only a 
liability that would wreck the com- 
panies. The present era of prosperity 
in life insurance is making some of the 
companies skate on mighty thin ice, and 
to take on $10,000,000,000 more would 
be disastrous unless the full legal re- 
serve were deposited by the govern- 
ment. 

“Moreover, the organization task in- 
volved in taking over such a vast 
amount of business would be beyond 
the ability of any individual company. 
If all the companies were to enter a 
pool, it might be done; but no one com- 
pany could do it. I’ve been in the life 
insurance business for a good many 
years, but I wouldn’t want to undertake 
the organization of a $10,000,000,000 
life company in 10,000,000,000 years.” 

Ohio Men Against Plan 


Taken as a group, Ohio life com- 
pany men hold that there is no prac- 
tical or feasible way in which the war 
risk insurance could be transferred to 
the companies, and that if there were 
such a way, the sum involved is 30 
tremendous that the expansion of com- 
Pany organization and finance neces- 
sitated would be beyond the ability of 
the companies to sustain. Therefore, 
any plan that may emanate from Wash- 
ington or elsewhere looking to this 
end will be scanned with more than 
usual interest and with a predisposition 
to regard it as impossible of success. 




















POLICYHOLDERS INCREASE LINES 


An agency manager was asked 
whether the great amount of new life 
insurance now being written is coming 
from old policyholders or those who 
have not been insured. He gave it as 
his opinion that the big bulk of life 
insurance today is coming from those 
that find it necessary to increase their 
lines. The cost of living has mounted 
up so high that a man finds that his 
old income is not sufficient to meet 
his needs. He must get more money. 
This is drummed into him all the time, 
because on every hand there is a call 
for higher wages owing to the increased 
cost of living. Therefore he is in a 
receptive mood when the life insurance 
man points out the inadequacy of his 
existing line of life insurance to meet 
the needs of his dependents. 

* ££ 
TRIALS OF MEDICAL MEN 


Medical men say that it is necessary 
to make much more thorough exam- 
inations at this time than a year ago. 
Many perplexing and doubtful cases are 
presenting themselves. It is necessary 
for the examining physician to sharpen 
his judgment in passing on any large 
case these days. It is very puzzling for 
the medical man to decide whether or 
not a case is acceptable where influ- 
enza’ complications have taken place. 
Many applicants are apparently in the 
best of health, but the examiner is in- 
fluenced by the fact that the applicant 
has recently passed through a critical 
case of influenza, perhaps with compli- 
cations. Recent death records show 
that cases are now being passed that 
should not have been accepted, but 
nothing in:the medical examination re- 
vealed any defects. Medical men are 
somewhat mystified over the fact that 
cases are accepted and the policyholder 
dies shortly after the application is 
written from a disease that should have 
been discovered upon examination, but 
which the examination showed no 
traces of. It is this phase of the situa- 
tion that is making the medical man’s 
task a trying one at this time. 

x * * 
POLICYHOLDERS’ MONTH 


An increasing number of life com- 
panies are becoming interested in the 
“policyholders’ month” plan of the New 
England Mutual. The idea of this spe- 
cial campaign was originated in 1912. 
The first year showed an increase of 
75 percent in new business for June. 
Since that time June has been the top 
notch month of the year for the New 
England. This year the company wrote 
$12,849,867 of new business in June, 
although about $6,500,000 had been the 
average monthly production for the 
year. ; 

The older companies, those having 
thousands of policyholders, have been 
particularly sympathetic with a plan 
designed to secure additional business 
from old policyholders. The value of 
the idea is quickly recognized, but a 
number of the companies that have 
recently tried out the plan and have not 
had a well thought out scheme to carry 
it forward. No campaign is a success 
unless it is backed by a comprehensive 
plan. The New England Mutual makes 
policyholders’ month a success because 
the entire agency force is working on 
one great coordinating scheme. The 
possibilities of the ideas are shown in 
the records of the New England Mu- 
tual, but that the idea in itself unless 
supported by a plan is of little value, 
is also evidenced in the comparative 
failure that some companies have made 


with the idea. 
* * 


SPECULATIVE BUSINESS 


There are an abnormally large num- 
ber of big cases being written this year. 
As a rule, medical men seem to be 
somewhat skeptical of large lines, al- 








TALKS WITH EASTERN OFFICIALS 


By G. A. WATSON 








though few officials will admit that 
there is a great deal of speculative life 
insurance being written. One of the 
chief objections to many of the large 
cases that are presented is the fact that 
the applications come from men who 
have acquired the means with which to 
purchase life insurance, but who have 
little other real incentive to take out a 
policy. In other words, there often 
appears to be no real reason why life 
insurance would be carried other than 
that the applicant has the money with 
which to pay for it. At any season, 
business of this kind has been viewed 
with suspicion. 

Many of the larger cases are being 
turned down. Business is coming in so 
easily that the companies do not feel 
the loss of $50,000 or $100,000. Many of 
the big eastern companies feel that the 
time has arrived when they can pick 
and choose business, and if a border 
line case is offered, it is usually turned 
down. The larger the case, the more 
exacting the requirements, so that as a 
general thing, no large eastern company 
is acquiring any doubtful business at 
this time, no matter what the premium. 

* *k * 


NOT TAKING VACATION 


There has been no summer in recent 
years when life insurance salesmen 
were less affected by the heat than just 
at this period. The wide awake sales- 
man recognizes that present conditions 
are unusual. Business can be written 
easier than ever before. Large applica- 
tions are numerous. Men who have 
never been able to produce more than 
an ordinary amount of life insurance 
find themselves going at the rate of 
$400,000 or $500,000 a year. They know 
that their selling capacity is limited, 
and are hence making hay while the 
sun shines. While it is easy to write 
business and there are plenty of pros- 
pects they are going after the business, 
hammer and tongs, and leaving no 
stone unturned in an effort to pile up 
a big record. 

The fact that the weather may be a 
little warm has nothing to do with it. 
When weather conditions become more 
favorable, selling conditions may be 
less favorable. On this theory, the 
great mass of life salesmen of the coun- 
try are allowing themselves no let-up 
in the hot weather, and as a conse- 
quence, the new business records of all 
companies are showing no decrease 
during the summer months. 

es 
AVERAGE POLICY INCREASING 


One of the most gratifying signs of 
the time is the steady increase of the 
size of the average policy. An official 
in an excellent position to understand 
life insurance conditions said that if 
the total writings this year could be 
added up, it would be found that the 
size of the average policy is between 
$3,000 and $4,000, perhaps about $3,300 
or $3,400. Fives and tens have become 
common. The larger cases are no 
longer objects of curiosity at the home 
offices of life companies. On the other 
hand, the $1,000 applications are be- 
coming scarcer and scarcer. When 
they are sent to the home office, they 
are usually accompanied by an apology. 

This condition, it is pointed out, in- 
dicates that the country as a whole is 
in a very sound financial state. There 
are no sections where the larger polli- 
cies are not being written. The in- 
creases in amounts taken are nation- 
wide. 





Will Move to Peoria 


The Travelers will establish new head- 
quarters for its Illinois life and acci- 
dent branch in Peoria, Ill., beginning 
Sept. 1. O. A. Piggott, who has the state 
outside of Cook county, will change his 
headquarters from Chicago. The Trav- 
elers will also open a branch office there 
for its casualty department. 





TOO MUCH PROSPERITY 
RUSH AFFECTING SURPLUSES 


Company Executives Beginning to Con- 
sider Result of Great Flood of 
New Business 


CINCINNATI, O., Aug. 5.—There 
seems to be a fairly well defined feel- 
ing among Ohio life men that there 
may be such a thing as too much pros- 
perity for the life companies. Busi- 
ness is coming so easily, and so fast, 
that the general atmosphere is rosy and 
most of the life men are using their 
rosette glasses to the limit, affecting 
to believe not only that it is well to 
make hay while the sun shines, but 
also that the sun will continue to shine 
indefinitely. 


Some Are on Thin Ice 


The more thoughtful among them, 
however, and especially company exe- 
cutives, are beginning to consider the 
effect of the great rush of new business 
on surpluses. Companies operating 
under the preliminary term plan, with 
the privilege of 100 percent of the first 
year’s premium, are in a good situation, 
but these are comparatively few. Those 
with a modified preliminary term do 
not find it quite as smooth sledding, un- 
less their surplus accounts are plethoric, 
and some of the companies operating 
under full legal reserve requirements 
are skating on very thin ice, while «ll 
companies of this class are watching 
the balance of new business with re- 
serve requirements carefully. 


Effect on the Companies 


The probable effect of the flood of 
new life business on a small compaay 
can be visualized through the example 
of a large one; one with ample assets, 
large reserve and an unbroken record 
of cumulative prosperity. Last year 
its premium receipts were about $2,- 
500,000; this year, if it continues at the 
average for the first seven months of 
1919, they will be about $4,000,000. Chief 
items of the cost of doing business are 
commissions, taxes and medical super- 
vision, aggregating about 50 percent. 
On this basis, last year’s cost was 
about $1,250,000; this year’s will be 
about $2,000,000. 

In other words, the excess of new 
business over that of last year costs 
the company $750,000, which comes 
out of surplus. 


Doing “Too Much Business” 


This proportion holds true with re- 
spect to the smaller companies, which 
are not so well fortified as to surplus, 
and many of which were left in more 
or less precarious condition by the 
ravages of the influenza epidemic. One 
managing underwriter emphasized this 
condition when he said to the writer, a 
few days ago: “We’ve done so much 
business that it is shooting our surplus 
all to pieces.” 


Must Consider Mortality 


This situation must be considered 
also with due regard to mortality. This 
year’s mortality probably will not be 
less than that of 1918, and it may ex- 
ceed those figures. Mortality was nor- 
mal, last year, for the first nine months. 
The last three months sent it away 
above normal. Mortality for the first 
three months of 1919 was not equal to 
that of the preceding quarter, but the 
difference between mortality for the 
last six months of 1918 and the first 
six of this year is negligible, and if 
influenza recurs in epidemic form in the 
latter part of this year, as seems prob- 
able, aggregate mortality for the year 
may easily exceed that for 1918. 

Under the circumstances, life under- 
writers are doing well to watch surplus 
account carefully, and to see that there 
is no selection against the company in 
the risks accepted. 
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The Connecticut General Life : 
Ins. Co. of Hartford desires a I want to secure a few high 


few high grade men to represent _ grade men to represent , 

them in Central, Southern and The Connecticut General Life 

esata ec Ins. Co., of Hartford 

If not represented in your city, , 2 

you will make no mistake to 1n Chicago and Northern 

write today to Illinois. This is your oppor- 
tunity. Correspondence 


BENJ. L. LEWIS, Mgr. confidential. H. C. Castor, 


07-9-11 B Buildi 
Oak Oe” —séMigr., 906 Y. M. GC. A. Blag,, 
Chicago, IIL. 


Correspondence Confidential 

























HOME LIFE INSURANCE COMPANY 


of America 
Incorporated 1899 


PROTECTION FOR THE ENTIRE FAMILY 
This Company issues all modern forms of policy contracts from age 8 
months next birthday to 60 years. ; 
Industrial policies are in full immediate benefit from date of issue. 


Ordinary policies contain a valuable Disability clause and are guaranteed 
by State Endorsement. 


GOOD CONTRACTS FOR LIVE AGENTS 
Executive Offices, No. 506 Walnut Street, Philadelphia, Pa. 
BASIL S. WALSH, Pres. JOSEPH L.DURKIN,Secy. JOHN J. GALLAGHER, Treas. 
























Calfornia State Life [nsurance Company 


SACRAMENTO, CALIFORNIA 
MARSHALL DIGGS, President : 


Capital and Surplus $700,000 Assets over $3,000,00 
Insurance in force over $28,000,000 
PRODUCING AGENTS WANTED IN CALIFORNIA AND TEXAS 





J. R. KRUSE, Vice-President and General Manager 



































THE CRESCENT LIFE INSURANCE COMPANY. 
CAPITAL STOCK (FULLY PAID) $100,000. 


Owned and operated exclusively by Masons (only one of its kind in 
the world). 


COPYRIGHTED CONTRACTS. 


Only Masons need apply for Agencies. No advances. No first 
year premium notes. Cash Business. All Physicians must be Masons. 


M. E. Callane, Secretary. Bertram Day, President. 


FLETCHER TRUST BUILDING - - INDIANAPOLIS 





GREAT SOUTHERN PROBE 


_—— 


REPORT MADE BY EXAMINERS 


Texas Company Is Found to Be in 
Good Financial Condition—In- 
teresting Sidelights 





AUSTIN, TEX., Aug. 5.—Report of 
the examination of the Great Southern 
Life has been filed with the commis- 
sioner of insurance and is signed by 
Frank J. Haight, consulting actuary of 
Indianapolis, Ind., and J. L. Mims, ac- 
tuary of the Texas department. 

No material discrepancies were found 
by the examiners though some minor 
differences between the company’s 
statements and the books were dis- 
covered during the examination. These, 
however, are of no _ serious conse- 
quences. Some interesting sidelights 
on the company’s affairs are disclosed 
but there is nothing sensational in the 
examiner’s report. 


Charges Are Unfounded 


The following paragraph appears at 
the conclusion of the report: “In view 
of certain charges made by outside 
parties during the progress of this 
examination it seems proper to state 
that your examiners have found no 
evidence of any political contribution 
on the part of the company nor indica- 
tion that the president of the company 
has received any commission on the 
business of the company.” 


It is declared that the progress of the 


q 


year has not been normal for a concern 
of its size, a number of transactions hav- 
\ing operated to quite materially reduce 
the surplus, the chief being as follows: 
‘Commuting certain renewal commissions 
by which $116,816 was paid out; a rather 
heavy death rate during the early part of 
the year and the assumption of full lia- 
bility on military and naval claims in 
1918. After discussing the company’s 
condition the examiners write: 

























Ambitious, productive and Trustworthy Life Agents 
may be BENEFITED by corresponding with the 








Berkshire Life Insurance Company 
Of Pittsfield, Massachusetts 


Incorporated 1851 





New Policies with modern provisions 
Attractive literature 


W. D. WYMAN, President W. S. WELD, Supt. of Agency 











“Tt should be borne in mind, however, 
eos a company with a volume of busi- 
mess which this company has outstanding 
possesses great recuperative powers. 
j'With careful management and a favor- 
able mortality experience its condition 
‘Should improve rapidly.” 


Dividends Paid 


In 1917 the company paid a dividend of 
6 per cent and one of 10 per cent in 1918 
on its capital stock of $500,000. By re- 
insuring the Oklahoma National it added 
$10,408,827 of insurance and by reinsur- 
ing the Wichita Southern $13,875,281. 

At the time of the purchase of the 
home office building in Dallas from the 
Busch estate for $1,600,000, Mr. Busch 
entered into an agreement to loan the 





i; Syndicate which controls the Great} 


Southern $600,000 upon the personal note 
of the members of the syndicate secured 
by collateral. Subsequently Mr. Busch 
|asked to be relieved of this obligation, 
{agreeing to pay the syndicate $50,000, 
{which was accepted. The syndicate placed 
| the loan elsewhere at an expense of 
1 $10,000. The remainder was donated by 
(the syndicate to the company. 


Wichita Southern Deal 


In order to finance the purchase of the 
Wichita Southern the company borrowed 
$640,000 from two Dallas banks in Lib- 
erty Bonds. These bonds were sold at 
the market price and this item represents 
the loss by reason of this sale. After- 
‘wards the company purchased at the 













CONSERVATION OF BUSINESS 


We are reinstating, revamping and cleaning up indebted policies for a number of Life Companies, 
thus standardizing and conserving the business, increasing the income, preventing lapses, and keeping 
the policyholders satisfied, and at practically no expense to the Companies. 

Our references cover eighteen years of satisfactory service, and we respectfully solicit your patronage. 


THE OTIS HANN COMPANY, Inc. 
10 So. LaSalle St. Chicago, Illinois 


market price the bonds of the same issue 
‘land returned them to the bank. The com- 
\pany was also able to purchase the bonds 
‘at a lower price than that received at 
{the time of this sale. 


Home Office Building 


In payment for the office building the 
company gave $550,000 cash and a mort- 








gage of $1,050,000 and the examiners re- 
1 









Pioneer Life Insurance Co. 


of America KANSAS CITY, MO. 
Organized 1907 John W. Cooper, President “ 


EVERYTHING NEW BUT THE NAME 




















j ort that the building had a book value 
; of $1,606,942. The basement and first five 
| floors are rented to A. Harris & Co., de- 
;'partment store, for ten years, beginning 
lin November, 1913, at $33,000 a year for 
ithe first five years and $35,000 per year 
‘for the last five years. The examiners 
report that if this space was now avail- 
able it would rent for $75,000 a year. A 


company during the current calendar | 


mow rented to the Magnolia Petroleum 
Company. The entire building is occu- 
pied. 

“The building has been included in this 
report at $2,100,000, the figure used by 
the company in its annual report to the 
‘department and accepted by a predeces- 
sor, and also approximately the estimated 
value on a 5 per cent earning basis de- 
termined by a board of appraisers ap- 
pointed by you.” 


Reinsurance Commissions ° 
In reinsuring the Wichita Southern the 
contract was made with F. W. Griffin, 
agency director, to assist and caring for 
that business on a 5 percent commission 
basis for nine years. In 1919 Mr. Griffin 
was paid $11,856 and in 1919 the contract 
was commuted for $38,143, or a total of 
$50,000. A similar contract was made 
with President McCarthy, of the Okla- 
homa National, of 7 percent for a period 
of years. He was paid $6,457 and later 
$78,672. 

Influenza Mortality 

Comment is made on the heavy mortal- 
lity due to influenza, the total net death 
losses for 1918 amounting to over 144 
‘percent of the expected mortality as cal- 
ulated by the company’s actuary. Dur- 
fing the year the company paid death 
tlaims after deducting reinsurance to the 
‘amount of $613,222. 
Losses for February, March and April 
pf this year approach normal. In Sep- 
tember of 1918 there were $30,506 against 
ir October, $263,500; November, $136,000; 
December, $161,285; January, $71,252; 
February, $49,564, and so on. 


How Majority Stock is Held 


Of the 60,000 shares of capital stock, 
$10 par value, 32,659 stand in the name 
of Scott, Carlton & Kendall, trustees for 
the syndicate, which organized to stabil- 
lize the market. This syndicate sub- 
(scribed $300,000 by thirty men, O. S. 
Carlton, president, having subscribed 
more than 50 percent. 

The actuarial methods were approved 
as sound and fair, and the books and rec- 
ords in excellent condition. 

The total income for 1919 was $6,201,- 
021; disbursements, $2,793,417; admitted 
assets, $7,499,792; liabilities, except capi- 
tal, $6,824,712. 


Capital $600,000 


A total of $75,806,543 was outstanding 
in insurance, of which $8,503,077 was re- 
finsured. 


INSURANCE INSTRUC- 
TION FOR SOLDIERS 


(CONTINUED FROM PAGE 1) 


ject was given both in the academic 
and vocational phases. Particular em- 
phasis was given to the bearing of the 
various phases of life insurance upon 
American economic and social life. The 
by-products of insuring, such as thrift, 
investment, public health activities and 
other economic factors of insurance and 
insuring were emphasized. 

In his report Mr. Jones says: 


Given as Academic Study 


It was deemed advisable to present 
the subject of life insurance as an aca- 
demic study rather than as a purely 
vocational one. This gave considerably 
more dignity to our work, and relieved 
us of any charge of promotive propa- 
ganda. There is sufficient educational 
content in the subject of life insurance 
to make it one of the valuable economic 
and social studies in any college curricu- 
lum, and our task at the outset was to 
establish the fact of this content with 
the army educational leaders in the vari- 
ous divisional units throughout the 
American Expeditionary Forces. Pre- 
senting it from this point of view, the 
army officers and the educational officers 
as well cooperated with us in all of the 
larger phases of our program. In re- 
viewing the work we did, and looking 
back upon the plans we had, I am con- 
vinced that if we had gone directly to the 
point of training the men for the selling 
of life insurance, we could not have in- 
terested as many in the subject as we 
did. In the long run we are likely to 
have from army sources even more new 
agents than if we had gone directly to 
the subject of inducing them to accept 
life insurance as an occupation. 


Many Recruits Expected 


From the inquiries we had about life 
insurance as an occupation, and the 
number of personal interviews we had 
with officers and men, we estimate that 
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who will seek early employment as 
agents representing the various life in- 
surance companies. There may be many 
others who did not seek conferences with 
us on the subject, but who evidently 
were interested in the classes and lec- 
tures. We refrained at all times from 
recommending to these men any particu- 
lar life insurance company. All of the 
personnel engaged in teaching and lec- 
turing represented at all times that they 
were presenting the subject of life in- 
Surance and not a particular company. 


Great Aid to Business 


In my opinion there was nothing that 
your association could do in the way of 
advertising life insurance as an institu- 
tion which would bring it into more 
favorable notice than the conduct of 
classes such as was done among Amer- 
ican boys in the foreign field. The im- 
portance of this whole plan will be seen 
in future years in the better understand- 
ing of life insurance, in the addition of 
men to the ranks of agency forces, and, 
we trust in the more favorable attitude 
which many of these men will take in 
legislative and congressional halls to- 
ward the whole subject of life insurance. 
Not only that, but it should be the be- 
ginning of an active and contmuous 
campaign of education both of the pub- 
lic and of men who see in it an occupa- 
tional opportunity. 


Men Who Did the Work 


The following men were connected 
with the insurance program and in 
teaching or lecturing, or both: 

Frank L. Jones, head of department. 
(Equitable Life, N. Y.) 

Wilmer Christian, field supervisor and 
lecturer. (Equitable Life, Iowa.) 

Capt. J. M. Holcombe, Jr., field super- 
visor and lecturer. (Phoenix Mutual.) 

Major A. L. Moudy, field supervisor and 
lecturer. (Lincoln National Life.) 

Lieut. E. Q. Abbott, instructor, Beaune 
University. (Mutual Benefit.) 

Lieut. R. L. Hershey, instructor, Uni- 
versity of Beaune. (Northwestern Mu- 
tual.) 

Lieut. S. R. Eustis, instructor and or- 
ganizer of clubs. (New England Mu- 
tual.) 

Capt. J. C. Brown, instructor and lec- 
turer. (Equitable Life, N. Y.) 

Capt. H. G. Cramer, instructor. (New 
England Mutual.) 

Corp. G. R. Hurst, instructor. (Pruden- 
tial Life.) 7 


Don’t Stop for Dog Day 


PHILADELPHIA, PA., Aug. 5.—Man- 
ager James M. Dickey for the Mutual 
Life of New York in eastern Pennsyl- 
vania and southern New Jersey voices 
the opinion that dog days as a season 
should not affect insurance men. That 
Manager Dickey’s staff unanimously co- 
incide with his views is indicated by the 
large volume of their production during 
the recent torrid spell of weather. On 
the blazing hot Saturday, following the 
Fourth of July holiday, they wrote a 
total of $65,000 of new business, being 
$25,000 in excess of the average daily 
production of the Mutual’s Philadelphia 
agency. 

During the six months that Manager 
Dick has been in charge of the com- 
pany’s Philadelphia office the monthly 
writing in the territory has averaged 
$1,000,000. 





George W. Baker 


BOSTON, MASS., Aug. 5.—The superin- 
tendency of the Worcester district of the 
John Hancock has been given to George 
W. Baker, at present supervisor of agen- 
cies, who enters on his new duties Aug. 
18. Mr. Baker entered the service of the 
John Hancock as a clerk in the Buffalo 
office in 1893, became an agent in 1898, 
and was made inspector in 1899. Early 
in 1902 he was again advanced, this time 
to home office inspector and was made 
Supervisor of agencies in May, 1905. 


Premium Income Over $1,000,000,000 


In 1918, for the first time, the premium 
income of the legal reserve life insurance 
companies exceeded $1,000,000,000. The 
sum was $1,018,492,533, an increase of 
$90,000,000 over 1917. Payments to pol- 
icyholders were $711,146,600, an increase 
of $121,000,000. The total disbursements 
of 223 companies were $995,000,000, as 
against a total income of $1,336,000,000. 
The insurance in force is $29,850,000,000; 
of this vast sum $5,562,000,000 is indust- 
rial insurance. The total assets are 
$6,428,000,000, of which $710,000,000 is 


FEDERAL LIFE MUSTER 
AGENTS TO HOLD CONVENTION 


Splendid Program Has Been Arranged 
for the Big Event in Chicago 
Next Week 


The eighth annual meeting of the 
Federal Life Club will be held at the 
Hotel La Salle, Chicago, Aug. 14-16. 
The program is: 
FIRST DAY 

Thursday, August 14th, 10:00 A. M. 
Call to order by R. L. Bunting, Presi- 
dent of Federal Life Club. 
Roll call by Secretary Rannells. 
Reading of minutes of last annual 
meeting by Secretary Rannells. § 
Annual address—R. L. Bunting. f 
Greetings from Home Office — Vice 
President Atkinson. 
Response on behalf of life department 
—R. S. Pope, Michigan. 
Response on behalf of accident and 
health department—S. J. Del Mouly. 
Texas. 
Address, the Sales Manager as an Edu- 
cator—R. A. Ridgway, Missouri. 
Short discussion on the above papers 
open to all members, led by Gus B. Bar- 
lew, Ohio, and H. H. Thomas, Illinois. 

Afternoon Session 
Presentation of gold prizes by Presi- 
dent Hamilton. 
Address, Living Up to Your Territory— 
H. C. McCann, Michigan. 
Address, Selecting Salesmen—T. J. 
Wood, Oklahoma. 
Address, Knowledge of Product—L. J. 
Leahy, Illinois. 
Address, Experiences of a Sub-agent 
Writing Life Insurance in a Ford Car to 
Farmers—W. C. Hunter, Texas. 

Short discussion of the above papers 
open to all members, led by T. T. Myers, 
Arkansas, and J. B. Lowe, Texas. 

SECOND DAY 

Friday, August 15th, 10:00 A. M. 
Address, Individuality and Concentra- 
tion as Applied to Life Insurance as a 
Vocation—Ben Thorp, Texas. 

Address, Overcoming Obstacles—W. E. 
Moreland, Oklahoma. 

Address, Selling Insurance in the Coun- 
try—C. L. Murrie, Texas. 

Address, Why I Have Chosen Life In- 
surance as a Vocation—G. W. Carter. 

Address, Winning Qualities—P. V. 
Spinner, Illinois. 

Address, Giving in Order to Get—T. J. 
Snell, Texas. 

Address, Insuring Future Sales—R. S. 
Pope, Michigan. 

Address, How I Sell Insurance te Oil 
Men in the Newly Developed Oil Fields-- 
Cc. H. Griffin, Texas. 

Address, How to Develop New Terri- 
tory in the Farming Districts—P. D. 
Hunsacker, Texas. 

Short discussion of the above papers 
open to all members, led by H. E. Lane, 
Illinois, and J. S. Baldwin, Texas. 

AFTERNOON SESSION 

Address, Claim Adjustment—Dr. J. B. 
Jack, Chicago. 

Address, Some Home Office Suggestions 
—wW. E. Brimstin, Assistant Secretary. 

Address, Leaving the Door Open Be- 
hind You—cC. C. McCue, Iowa. 

Address, Experiences of an Insurance 
Salesman in the Field—S. J. Del Mouly, 
Texas. 

Address, Salesmen’s Self Management 
—E. B. Forsythe, Missouri. 

Address, How I Sell Accident and 
Health Insurance to Workers in the Oil 
Fields—J. B. Lowe, Texas. 

Address, Breaking Down the Defense 
—R. A. McCartney, Iowa. 

Address, Why I Sell the Standard Dis- 
ability Accident and Health Policy in 
Connection with Life Insurance—G. F. 
Weber, Texas. 

Address, Manliness of Salesmen—C. M. 
Bartlett, Iowa. 

Short discussion of the above papers 
open to all members, led by Ben Thorp, 
Texas, and R. A. Ridgway, Missouri. 

THIRD DAY 

Saturday, August 16th, 10:00 A. M. 

Election of Officers. 

General discussion, open to all club 
members and company officials, subject: 
“Lessons to Be Learned from Exper- 
‘iences of the Past Club Year and What 
We May Reasonably Expect to Accom- 
plish During the Next Year.” 

SATURDAY AFTERNOON 
2:00 P. M. 

Meeting of the Inner Circle for the 
purpose of electing officers for the en- 
suing year and the discussion of such 





Surplus.—New England Pilot. 





matters as may properly come before 
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Wm. A. Watts, President. 


Established 1894 


MERCHANTS LIFE 
INSURANCE CO. 


Agency Opportunities 
Nineteen States 
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Peoples Life Insurance Company 


Frankfort - - - - - - - Indiana é : 


$ 1,000,000 
10,000,000 


Assets - - « « 
Insurance in force 


Of course we want salesmen 
Of course we will pay the right kind well. 


Nor do we consider former life insurance experience absolutely 
necessary, in order to succeed with us. 

If you are loyal, enthusiastic and industrious we will stand ti 
back of you. é 


E. O. BURGET, 
Secretary. 








W. A. IRWIN, 
Supt. Agents. 











George Washington Life Insurance Company 





Our 20 Pay Endowments at Ages 60, 65, 70 and 75, and our 
Monthly IncomeCoupon Bond Policies are growing in popularity. We 
are also writing all standard forms at low premium rates. If you area 
successful salesman, and a State Agency would be of interest, address 


JAMES A. EDGAR, JR., Manager of Agencies 











We Want q Must Be An Ohio Man, =n 


S . Have a tie of from nites OE Nie 

upervisor personal production annually, and be able 
* 

for Ohio 


Address 
Security Life Insurance Company of America 
1101 The Rookery, Chicago 





to furnish first class personal and business 








references. 
DETROIT LIFE INSURANCE COMPANY 


The. Leading Michigan Company 


for the fourth consecutive year led all Michigan Companies in new paid-for business issued in Michigan in 
1918. Over $3,800,000 new business paid for last year. Now has $13,500,000 in force. 

A number of counties are open for General Agents and we invite Michigan men to investigate this op- 
portunity. We write Participating and also Non-Participating Insurance, Double Indemnity and Disability. 


Write Direct to 
M. E. O’BRIEN, President 


Home Office, Blessed Building 


DETROIT, MICHIGAN 

















Indiana National Life Insurance Co. 
INDIANAPOLIS © 
Authorized Capital, $1,000,000.00 


‘ WE AIM TO GIVE THE FULLEST SERVICE TO ALL WITH WHOM WE HAVE RELATIONS 
Onur policy contracts are liberal and modern, having many Our Home Office is helpful; our agents are pleases wiltip 
teatures that appeal to agents and prospects. the treatment accorded them - 
WE PAY OUR AGENTS WELL WHO DESERVE WELL 


For Territory and Agency Contracts Address C. D. RENICK, President 


- 














. 





We have something to offer in the way of a general agency that is 
very attractive to find with an old, conservative life company. It 


HOTEL WISCONSIN 





will pay anyone interested to investigate. All icati So SS 
es oO investigate. communications HEADQUART URANC 
confidential. Address 77-P, care The National Underwriter. 500 eenaien om Bath ~— 








NEWS OF COMPANIES 

















The National Life of U. S. A.—It re- 
ports on its business for the first six 
months of 1919 as follows: 

New business written first six months 
cf 1919, $13,676,338; new business writ- 
ten first six months of 1918, $9,029,928; 
increase in insurance in force first six 
months 1919, $6,837,155; increase in insur- 
ance in force first ¢ix months 1918, 

1,206,019. 
ok oe 

Rockford Life—The record of the busi- 
mess of the Rockford Life of Rockford, 
Ill, for the first six months of 1919 as 
compared with the same period in 1918, 
is as follows: 

New business written for first six 
months 1919, $1,004,025; new business 
written for first six months 1918, $574,761; 
increase in insurance in force first six 
months 1919, $641,758; increase in insur- 
ance in force first six months 1918, 
$98,102. 

* * * 

George Washington Life—The record 
for the George Washington Life of 
Charleston, W. Va., reads as follows for 
the first six months of 1919 as compared 
with the same period last year: 

New business written first six months 
1919, $1,565,874; new business written 
first six months 1918, $1,152,073; increase 
in insurance in force first six months 
1919, $910,394.95; increase in insurance in 
force first six months 1918, $620,202.57. 

* * * 

Maryland Assurance of Baltimore—It 
reports as follows on business the first 
&ix months of 1919: 

New business written first six months 
1919, $1,003,434; new business written 
first six months 1918, $103,000; increase 
in insurance in force -first six months 
1919, (paid for basis), $869,364; increase 
in insurance in force first six months 
1918, (paid for basis), $83,000. 

* * * 

American National, Galveston, Tex.— 
Its semi-annual statement shows assets, 
$6,432,721; capital, $250,000; net surplus 
over capital and all liabilities $730,820; 
ordinary premiums, $249,452; total pre- 
mium income (including $196,483 of 
health and accident), $1,901,657; total in- 
come, $2,116,226; paid policyholders, $669- 
255; total disbursements, $1,697,623; new 
insurance, $11,036,374; insurance in force, 
$86,136,166. Its new insurance the first 
six months exceeds the entire volume of 
new business for 1918. The percentage 
of renewals has been much higher than 
in previous periods. This has resulted 
in giving the company a net increase 
of business in force of practically $10,- 
000,000. The assets increased $430,000, 
and the surplus $39,000. The American 
National is growing at a rapid clip and 
the increases are very gratifying. 

* * O* 

New England Mutual Life—Its semi- 
annual statement shows new business 
for six months $46,223,000, compared with 
$23,780,766 last year, increase in new bus- 


|iness, $22,442,699; increase in insurance 
‘in force, $37,178,921; increase in premium 


receipts, $904,882; total insurance in force, 
$440,788,789. In presenting the _ table 
showing the variations of new business 
during a five-year period since normal 
times in 1915, the company says: 

These records are valuable as illustrat- 
ing two marked tendencies in the work 
of the company during the five years of 
the war. The first was the natural mo- 
mentum of growth which was making it- 
self felt quickly but steadily throughout 
the period. The second was the inter- 
ference with that growth by outside in- 
fluences, in part to slow it down, and in 
part to accelerate it. In 1915 the war 
was too young to affect American condi- 
tions seriously. The next year the in- 
dustrial business caused by war-orders 
stimulated every line. In 1917 the United 
States entered the war, and a large tem- 
porary activity came from the issuance 
of policies to thousands of our soldiers 
and sailors and other war-workers. The 
following year was the darkest period, 
when the whole world was waiting with 
bated breath for the launching of the 
German offensive, followed by the tre- 
mendous consequences of that launching 














in March. This year, 1919, the reaction, 
with the return of peace and the ex- 
pansion of general business, has been as 
strikingly marked in our totals of new 
insurance as was the preceding depres- 
sion. These figures as a whole reflect 
national conditions with remarkable 
fidelity, and contribute a foot-note to an 
important page of history. 
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WILL REVISE BY-LAWS 


CHICAGO ASSOCIATION PLAN 





Move on Foot to Remove Company 
Officials from Active Membership 
Owing to Disagreements 





There is every indication that the 
next meeting of the Chicago Life Un- 
derwriters’ Association will be a rather 
lively session. When the first meeting 
is held in the fall, a motion will be in- 


troduced asking that the constitution 
and by-laws of the association be 
amended to conform with the member- 
ship requirements of the National as- 
sociation. It is claimed that Chicago is 
the only large city in the country where 
life insurance home office officials may 
become members of the association. In 
every other city, only those identified 
with the agency or selling end of the 
business may become active members. 


To Remove Company Officers 


This move would eliminate from 
active membership Chicago life insur- 
ance officials now affiliated with the or- 
ganization. It seems to be the opinion 
of agency leaders active in the affairs 
of the Chicago Association that this 
revamping of the bylaws to make the 
organization purely a life insurance rate 
book man’s association would be a wise 
move. During the time that E. C. Plat- 
ter, president of the Chicago Associa- 
tion, and others were endeavoring io 
have an agent’s qualification law passed, 
it was found that their views did not 
harmonize with those of the Chicago 
and Illinois company officials. It is 
declared that the interests of the asso- 
ciation will be much better served if 
only active agents or general agents 
serve on the committees. 


Views of Field Club 


Members of the Chicago Life Insur- 
ance Field Men’s Club are particularly 
desirous of having this change made. 
This organization, which is composed of 
life agents only, was organized two or 
three years ago, when the charge was 
made that the Chicago Association was 
being run by and for general agents and 
had little to offer to the rate book man. 
Subsequently the differences in opinion 
between the leaders of the Chicago As- 
sociation and the Life Insurance Field 
Men’s Club were settled and the mem- 
bers of the latter organization all affil- 
iated with the Chicago Association. 
However, the Chicago Life Insurance 
Field Men’s Club has been kept alive as 
a separate organization. 

It is felt-by those in close touch with 
the affairs of the association that it 
would be a good move to nominate 
Jules Girardin of the Phoenix Mutual 
for president next year. Mr. Girardin 
is one of the wheel horses of the asso- 
ciation, has often been spoken of as 
presidential timber for the National 
Association, and was president of the 
Chicago Association at the time the 
National meeting was held in that city. 
He has been on the job for many years, 
is able to sympathize with the agent’s 
viewpoint, and would be an excellent 
man to harmonize the affairs of the 
association. 





Expect Big Attendance at Omaha 


OMAHA, NEB., Aug. 5.—Many reserva- 
tions for the week of Sept. 22 have been 
received at the Fontenelle hotel, from 
life insurance men over the country, in- 
dicating, according to Secretary Black- 
burn, a large attendance at the annual 
meeting of the American Life Conven- 
tion here that week. 

: Ray Wagner of the Bankers Reserve 
iS arranging a golf tournament as a 
feature of the meeting’s entertainment. 


_ The Bowerman-Pullin agency of 
Columbus, O., has been appointed mana- 
ser for fourteen counties in Ohio for 
the American National Assurance of St. 





Louis. Contract made this week. 
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VOSHELL IN CLEVELAND TALK 





President of National Association Tells 
Underwriters of Conditions 
Existing Today 





* CLEVELAND, O., Aug. 5.—Jona- 
than K. Voshell, president of the Na- 
tional Association of Life Underwriters, 
addressed the members of the Cleve- 
land Life Underwriters’ Association at 
a special mid-summer meeting, Friday. 
He prefaced his remarks by saying 
that it is unnecessary to talk life in- 
surance today. The government has 
established and grounded its principles 
so completely that there: can never be 
any question about its merits on the 
part of any one. Those agents who 
fail to write business now, do so, be- 
cause they do not ask for it. 

The really big thing of the immediate 
past, said the speaker, is government 
insurance, the great advertising feature 
that was brought into the business as 
a result of the war. He expressed con- 
tempt for any one who would endeavor 
to twist government insurance. It is 
a most excellent protection for the 
boys who risked all, he said, and they 
deserve their insurance, stripped of all 
cost with the exception of a sufficient 
amount for the payment of claims. 


Greatest Advertisement Ever Known 


Government insurance has been so 
potent in attracting attention to the 
necessity of insurance that agents may 
well waive their rights to the amount 
written on the soldiers, he said. It 
has been the greatest advertisement for 
life insurance the world has ever seen. 
Its influence will continue, he said, 
for the beneficiaries of more than 50,000 
soldiers now sleeping in France are 
reminded in a forcible manner every 
month of the beneficence of such pro- 
tection. They are staunch supporters 
of insurance as an institution and their 
influence can be counted upon in ex- 
tending its benefits in every direction. 

Mr. Voshell explained the latest rules 
for the reinstatement of lapsed war 
risks and told the agents that it is their 
duty to see that the men understand 
the original contracts and the manner 
of their conversion into other forms. 
The number asking for endowment in- 
surance is proof that the matter is not 
generally understood and that the 
boys need the help of men who know 
in straightening it out. 

He declared that the benefits should 
be paid in a lump sum, if so desired by 
the insured. In some cases they want 
the conditions to be made such that they 
may receive the insurance themselves, 
but if this privilege were given, it would 
not often be exercised, he said, so it is 
safe to incorporate it in their contracts. 


Good Reason for Critisism 


In reply to a question, he said there are 
many real reasons for criticising the gov- 
ernment for the manner in which this in- 
surance has been handled. Because of 
the ignorance of employees on insurance 
matters a bad state of inefficiency has 
existed for some time. On the other 
hand many mistakes have been due to 
the carelessness of the men who carry 
the insurance. Under the management 
of Mr. Fisher, formerly of the Equitable 
Life, the department is now being put in- 
to better shape and soon there will be a 
different story to tell, for the business 
will be properly conducted. 


Companies’ Greatest War 


Last year, he said, $39,000,000 of busi- 
ness was added to the greatest year the 
companies ever had and Mr. Voshell ex- 
pressed the belief that this was due to 
the extensive advertising given the busi- 
ness, and which did not cost the com- 
panies or agents a cent. 

Income insurance was put in its proper 
place on the map through the war risk 
plans. Special attention was called to 
this, because all the contracts provided 
for a monthly income to the beneficiaries 
for a period of 20 years. Of course this 
brought up the question as to why this is 





THE OHIO NATIONAL LIF 
INSURANCE CO. 


CINCINNATI, CHIO 
ALBERT BETTINGER, President 


THE COMPANY WITH THE BIG SURPLUS 





Management Progressive, Yet Conservative 
Complete Protection Low Cost Policies 


$5,000.00 20 Payment Life Pro- 
vides the Following Benefits: 


$ 5,000.00 death from natural causes 


10,000.00 death from accidental 
causes 


25.00 per week for temporary 
disability 
50.00 per month for life for total 


permanent disability and the face 
of the policy at death 


Premium age 30, $175.34 


JO, 
Writing at the Rate of $8,000,000 New Business in 1919 


Splendid Openings in Ohio, Kentucky, West 
Virginia and Michigan 


Address in confidence if desired 


T. W. APPLEBY 


Secretary-Agency Manager 
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ERNEST J. STEVENS, Manager La Salle at Madison Street, Chicage 


WHERE INSURANCE MEN MEET 


Hotel La Salle ranks first among Chicago 
hotels for its perfect service, elegant equip- 
ment and comfortable accommodation. Lo- 
cated at the center of the insurance 
district it is the most convenient stop- 
ping place for the busy man. 
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Room with detached bath $2 to $3 
Room with private bath © © - «© $3 00 $s Pet Gay ” 
ewe SS Seen 
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Rooms with private bath - = © =o $5 fo Seer as ld 


Connecting rooms and suites as desired 


for one or two persons. 


Hotel La Salle gives more for the price 
you pay than anyother hotel in Chicago. | 
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Chicago’s Finest Hotel “> 
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Company of America 


Forrest F. Dryden, 
President 





The Prudential Insurance 


Home Office, 
Newark, N. J. 


Incorporated Under the Laws of the State of New Jersey 

















You Can Get Ahead 


Under the direct agency contract we 
make with our agents. They have a 
real opportunity to earn a reasonable 
commission and build up a permanent 
renewal. Why not take advantage of 
this profit-sharing arrangement? 





A solid, safe Illinois Company 
with over twenty millions of business 


The Central Life 


Insurance Company of Illinois 
OTTAWA, ILL. 


H. W. JOHNSON W. F. WEESE Ss. B. BRADFORD 
President Vice-President Secretary 


= 








not a good form for almost any one, and 
the idea was carried to many people 
who had never really had a clear concep- 
tion of what income insurance is. 


Talks for Y. M. C. A. Plan 


The speaker, after stating that the Na- 
tional Association had been asked to di- 
rect a big advertising campaign for thrift 
by the Y. M. C. A., advised the men to 
get behind the movement. This will be 
another opportunity to make life insur- 
ance better known, he said. 

The amount of insurance that is being 
sold now is abnormal, said the speaker. 
About 1922 it will begin to drop back 
unless there is some powerful impetus 
the other way. The only way to counter- 
act this is to find something at regular 
periods that will keep it before the at- 
tention of the people. 

He advised the agents of the country 
to raise a fund of millions of dollars for 
the purpose of conducting a big adver- 
tising campaign in all newspapers of the 
country. He declared that the com- 
panies should not be urged to do this 
and that it will be much better for the 
agents themselves to inaugurate, conduct 
and pay for the advertising campaign. 


Higher Minimum for Civilian 
Mr. Voshell delclared that the amounts 














of insurance carried by the individual 
soldiers have resulted in setting a higher 
minimum for the civilian. Men will 
apologize if they find it necessary to take 
‘less than $10,000 now, he said, while 
before the war they would have thought 
nothing of applying for $1,000 or $2,000. 
The average amount of the policies has 
been considerably increased. 

At the close of the address, C. R. 
Walker made a report on progress in 
financing a plan for a paid secretary. 
Twenty-eight out of thirty general agents, 
he said, have agreed to pay $10 per month 
each, while forty or fifty solicitors have 
agreed to contribute $2 per month for the 
fund to be used for that purpose. He 
expressed the belief that the plan will go 
through and that the association will be 
able to pay a good man a very fair salary 
as secretary. 

In view of the fact that Mr. Voshell is 
{superintendent of the Metropolitan Life 
at Baltimore, one of his colleagues here, | 
G. W. Bodenhorn, was asked to preside 
at this meeting. He introduced the 
speaker in a brief and very apropriate 
talk. 

* Uk & 

RICHMOND, VA.—The following mem- 
bers of the Richmond association have 
been appointed as delegates to the na- 
tional convention in Pittsburgh next 
month: J. C. Garland, A. O. Swink, R. 
P. Harrison, G. W. Diggs, N. D. Sills, B. 
I. Chapman, J. C. Bristow, L. W. Wells, 
Cc. T. Thurman, Arthur Levy, W. W. 
Hardwicke, Foster Witt, C. B. Richard- 
son, A, R. Blue, J. W. Hundley, E. M. 
Crutchfield, J. C. Goode. Alternates: D. 
R. Midyette, L. T. Terrell, J. W. Nash, 
K. W. Yancey, W. G. Wattson, Richard 
Fox, J. K. Dunlop, R. B. Augustine, Cur- 
tis P. Bowman, W. T. Nolley, W. H. Hall, 
J. B. Cary, J. E. Rose, Jr., Dr. George 
F. Bagby, J. F. West, Jr., E. S. Martin, 
Miss Grace Sickles. 


Presidential Timber 


As the time approaches for the hold- 
ing of the annual meeting of the Na- 
tional Association of Life Underwrit- 
ers, candidates for the presidency are 
being spoken of by these interested in 
the affairs of the organization. Among 
those who are being prominently men- 
tioned is J. Stanley Edwards of the 
Aetna Life at Denver, now chairman 
of the executive committee. Mr. Ed- 
wards has for many years been active 
in National Association affairs and is 
a regular attendant at the annual gath- 
erings. Warren C. Flynn of the Massa- 
chusetts Mutual at St. Louis and at 
present vice-president of the National 
Association is also looked upon as a 
likely man for the place. Others are 
inclined to favor Wilson Williams, gen- 
eral agent of the New England Mu- 


made a very favorable impression upon 
National Association leaders when the 
annual convention was held in New 
Orleans two years ago. 


Forty Years in Service 
J. H. Stevens, general agent in San 
Francisco for the Aetna Life, cele- 
brated his fortieth anniversary with the 
life department in July. Mr. Stevens 
is one of the most popular life rep- 
resentatives of the Aetna on the coast. 











tual at New Orleans. Mr. Williams | 














Did 
You 


Lose 


any cases last year? Do 
you know why you lost 
them? Was there some- 
thing you can’t put your 
finger on that seemed to 


hold back the applica- 


tion? If So 


Are you sure it wasn’t 
your fault? Is your 
knowledge of Life In- 
surance such as should 
inspire confidence? Do 
you realize that your 
knowledge of Life In- 
surance affects the pros 
pect’s confidence in you? 


Easy Lessons 
In 


Life Insurance 
By J. A. Jackson 


will tell you all that you 
need to know. It is a 
simple, concise treatment, 
from an agent's stand- 
point, of the fundamen- 
tals of your business. 
You should have a copy. 


Price $1.00 


Quantity Prices: 


12 copies - 95c each 
25 “ ~.92léc “ 
50 ‘* == 90c - 
100 “© --85c ‘ 


200 ‘* or more 80c “ 


THE NATIONAL 
UNDERWRITER 


1362 Insurance Exchange 


CHICAGO 




















> 
S 
lt | & 





[fT 


_ 


~o ese rBmI es OO 





August 7, 1919 


THE NATIONAL UNDERWRITER 





LIFE 13 











Founded 1865 


The Provident Life 
and Trust Company 


of Philadelphia, Pa. 





The Thrift Campaign 
reinforces the Provi- 
dent agent's canvass 
for long endowment. 





Northwest corner Fourth and 
Chestnut Streets 




















LIFE AGENCY CHANGES | 











John T. Berry 


John T. Berry has been appointed gen- 
eral agent of the Connecticut Mutual Life 
for Central Tennessee, with headquarters 
at 152 Sixth Ave., North, Nashville. Dur- 
ing the last four years he has been dis- 
trict manager for the Mutual Benefit 
Life. 





Abraham Shoul 


Abraham Shoul became general agent 
of the Union Central Life of Cincin- 
nati in New Hampshire, effective Aug. 
1. Acting General Agent Elmer E. 
French will continue with the agency 
as special agent. Mr. Shoul, for the last 
two years, has been doing Jewish wel- 
fare work in New York City, and be- 
fore that had considerable life insurance 
experience in the New Hampshire field. 





A. D. Annis and H. F. Rohling 


The John Hancock Mutual has estab- 
lished a general agency for western 
Iowa with Albert D. Annis and Henry 
F. Rohling, with headquarters in the 
Trimble Building at Sioux City, as gen- 
eral agents. They have been acting as 
sub-agents for the Des Moines general 
agency and are well known throughout 
the section through which they will 
operate. 











“SOMETHING 
NEW FOR 
AGENT. 99 





National 
American 
Life 
Insurance 
Company 





Burlington, lewa 





Isaac Miller Offner 
Isaac Miller Offner, one of the big 
writers in the old George Pick general 
agency of the Mutual Benefit Life, has 
joined the forces of Bokum & Dingle, 
general agents of the Massachusetts 
‘Mutual there, 


NEW SCHOOL TO TRAIN 
INSURANCE SALESMEN 


(CONTINUED FROM PAGE 1) 


tract between the Association of Life 
Agency Officers and the Carnegie In- 
stitute of Technology, which contract 
is, of course, contingent upon the ac- 
tion of the life insurance executives 
subscribing for scholarships, which will 
permit them to send students to the 
school. 

President Hamerschlag and Dean 
Bingham have been most fortunate ‘n 
securing Prof. John A. Stevenson of the 
University of Illinois, as director of 
the new school. Dr. Stevenson is a 
man of unusual executtve ability who 
combines practical experience in life in- 
surance and salesmanship with a thor- 
ough understanding of the best meth- 
ods of curriculum organization and 
teaching. He is carefully selecting as 
his associates on the faculty a small 





group of specialists who are practical 





HOME LIFE 


INSURANCE CO. 
(Purely Mutual) 
256 BROADWAY, NEW YORK 
GEORGE E. IDE, President 


The 59th Annual Report of the Home Life 
Insurance Company shows over Four Mil- 
lion Dollars paid to policyholders in 1918, 
of which over Seven Hundred Thousand 
was in dividends. The influenza pneumonia 
epidemic caused an abnormal mortality, 
greater than any experienced in the Com- 
pany’s history, but notwithstanding this 
the assets show an increase of more than 
4% and are now over Thirty Six Million 
Dollars. 
The total insurance in force was increased 
during the year 8.6% and is now nearly One 
Hundred and Fifty Nine Million Dollars. 

W. A. R. BRUEHL & —_ 
General Manager: 
Central and Soothers “Ohio and 
Northern Kentuck 
Rooms 601-606 The Fourth Nat. Bank Bldg. 
CINCINNATI, OHIO 


HOYT W. GALE, General Manager 
For Northern Ohio 
229-232 Leader-News Building 
CLEVELAND, “OHIO 


life insurance field men and have had 
experience in teaching. 


Experts to Give Lectures 


Lectures also will be given by well 
known life insurance experts, recog- 
nized for their skill in certain phases 
of the business, including the following: 

Wm. H. Beers, associate manager, Mu- 
tual Benefit, Rochester. 

Philip Burnet, president Continental 
Life, Washington. 

Walton J. Crocker, vice-president, John 
Hancock Mutual Life, Boston. 

Louis R. Dennison, director education, 
Travelers, Hartford, Conn. 

Arthur F. Hall, vice-president, Lincoln 
Life, Fort Wayne. 

Frank L. Jones, chief supervisor, army 
overseas insurance course, Indianapolis. 

J. E. Kavanaugh, vice-president, Met- 
ropolitan Life. 

M. A. Linton, vice-president, Provident 
Life and Trust, Philadelphia. 

Earl G. Manning, supervisor of Boston 
agency of Provident Life and Trust Co. 

Jos. A. Richards, president of advertis- 
ing agency, Jos. Richards Company, New 





York City. 





INSURANCE STOCKS 
BOUGHT AND SOLD 


Quotations Furnished 


SMITH-MARTIN COMPANY 


208 So. La Salle St. Harrison 4050 
CHICAGO 














Raymond W. Stevens vice-president, 
Illinois Life Insurance Co., Chicago. 
Walter Dill Scott, director of Bureau of 
Salesmanship Research, Carnegie Insti- 
tute of Technology, Pittsburgh. 
Dr. E. G. Simmons, vice-president, Pan- 
American Life, New Crleans. 
Graham C. Wells, manager Provident 


The Company that 
Leads Them All in Kansas 


The years 1911, 1912, 1913, 1914, 1915, 1916, 1917 and 1918 have unanimously 
rendered their verdict in favor of this Great Middle West Institution as a Leader 
in its Home State, as shown by the sworn statements filed with the Superinten- 


dent of Iasurance at Topeka by all Life Insurance Companies operating in Kansas. 


COMMENCED BUSINESS MAY 1, 1911 


The Farmers & Bankers Life 


Insurance Company 


Wichita, > ~ ~ Kansas 








A Record of Thirty Years of Progress— 


Ten-Year Periods 


Assets Insurance in Force Income Policies Issuzd 
Dec. 31—1888.... $ 104,307 889,073 1889-1898...... $ 2,128,182 $460,386 
, is98.. . 321,505 : 392,902  1899-1908...... 12,088,346 1,169,329 
"3,621,170 43,443,633 1909-1918... 35,887,982 2,199,357 

isi8..., 15,758,208 145,055,484 


the WESTERN and SOUTHERN 


Life Insurance Company 


W. J. WILLIAMS, President CINCINNATI 
Organized February 23rd, 1888 





Attractive Opportunities 


Open to Agents in Ohio, Indiana, Kentucky, West Virginia, 
Western Pennsylvania and Michigan 








The American Home Life 


Insurance Co. 


Topeka and McPherson, Kan. 
J. P. Slaughter, Pres. Chas. H. Sandy, Sec. 


Good contracts for live agents. Address F. P. Metzger, Agency Director, Topeka, Kan. 











Life & Trust, Pittsburgh. 




















: Edward A. Woods, manager Equitable 
Life, Pittsburgh. 
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)) The OHIO STATE LIFE 


LIFE, HEALTH, ACCIDENT*“c MONTHLY INCOME INSURANCE. 


Saaeeee LATEST POLICIES AND AGENCY CONTRACT Baueaz tar 
Openings OHIO. IND., KY.. MICH. and W.VA Write Columbus 














ECRET OF OUR We wan a contract for you under which your 


= PRVICE a income will be limited only by your activities. 
A REAL PROPOSITION FOR A REAL MAN 
FEDERAL CASUALTY COMPANY Main 


Cash Capital $200,000.00 V. D. CLIFF, President 








Ave You Pemanenily: Extablshed? 


Write for Territory 
Pennsylvania—Ohio—West Virginia 


PHILADELPHIA LIFE INSURANCE CO. 
PHILADELPHIA 
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THE GUARDIAN 
LIFE INSURANCE COMPANY 
OF AMERICA 


Established 1860 Under the Laws of the State of New York 





New Insurance paid for in 1918.......... $24,657 ,927.00 
Total Insurance in force, January 1, 1919. .179,410,731.00 
a PO OE AES See OR eau’ 56,11 1,806.00 
Surplus assigned and unassigned.......... 4,999,205.00 


New issues in 1919 being paid for at the 
rate of over $33,000,000.00 annually 





For information concerning a direct agency connection, address 


T. LOUIS HANSEN 
Vice-President and Agency Manager 


50 UNION SQUARE, NEW YORK CITY 

















WANTED—to get in touch with men capable 
of developing General Agencies in north and north- 
western States. 


Our proposition to men of character and ability 
is worth looking into. 





MISSOURI STATE LIFE INSURANCE COMPANY 


Home Office: Saint Louis, Missouri 
M. E. SINGLETON, President. 








A Wider Field —An Increased Opportunity 


Our Agents can sell policies on the annual premium plan, up to $3.000, to 
young men and young women as young as age 2—protective insurance and Edu- 
cational and Business Start Endowment Insurance. This extension of the age 
limit for Ordinary Insurance down to age 2 helps our Agents considerably, and 
we have other advantages that —— more. Weprovide banking facilities for 
our Agents in the rural districts. e issue Participating and Non-Participating 
Policies. As regards adults, we write contracts with Double Indemnity provi- 
siens covering any kind of fatal accident, or with Double Indumnity provisions 
covering fatal travel accident only, as may by desired. We issue policies with 
waiver of Premium and Disability Annuity or Instalment Payment features. 
We insure males and females at the same rates. If you cannot make a full time 
contract with us we will let you write our insurance for children as a side line, as 
long as your Company does not object. Some are writing as much as $10,000 a 
month of this insurance for us as a side line. 


OLD COLONY LIFE INSURANCE COMPANY, 
CHICAGO, ILLINOIS 








National Life Insurance Company 


MONTPELIER, VERMONT 
FRED A. HOWLAND, President 


A MUTUAL COMPANY 


Which for 
SIXTY-NINE YEARS 


Has protected the 
HOME AND FAMILY 


EDWARD D. FIELD, Superintendent of Agencies 





GOOD TRAINING NEEDED 


CARL LE BUHN GIVES VIEWS 


Shows How New Agents Should Be 
Adequately Schooled Before 
They Go Alone 


Carl Le Buhn, manager of the Mas- 
sachusetts Mutual Life at Davenport, 
Ia., believes in a thorough training of 
men before they do anything in sell- 
ing life insurance. He declares that a 
new agent should take time to fit him- 
self for the job that is before him. He 
is undertaking a most important work. 
It looks easy and some men at the 
start go out among their friends and 
write a large amount of business and 
think that they are great life insurance 
men. The life man thus deceives him- 
self in the opinion of Mr. Le Buhn. 
The insuring public, he says, likes to 
deal with competent representatives. 
Much business is either spoiled or lost 
because the agent has not enough ex- 
perience and power to get it. Experi- 
ence can only be acquired in time, but 
power can be supplied very quickly. 


Need More Thorough Work 


Mr. Le Buhn says that many general 
agents do not give their men sufficient 
training, first, because they take in 
more new men than they can consis- 
tently school and, secondly, many 
agents are unconsciously rebellious at 
being schooled. Continuing, Mr. Le 
Buhn said: 

If the general agent takes more men 
than he can handle, he makes a serious 
mistake. If the public sees men fail, it 
is a poor advertisement for his agency. 
Moreover, if he does not do his best to 
make them succeed, he is not doing 
justice to his new associates. Naturally 
the general agent should take the in- 
itiative in the matter of the training, 
and if the new recruit is not willing 
to be properly schooled, it does not ap- 
pear advisable to make contracts which 
will bring about a result which is un- 
satisfactory to both parties. 


Some New Agents Rebel 


The general agent, of course, is busy 
and expects a great deal of response 
from the new agent. The fault, how- 
ever, is not all with the general agent, 
but more particularly with the new fel- 
low who fights the ‘schooling which he 
should receive. It is admirable, of 
course, to observe a great deal of con- 
fidence in the new man, and this item 
fs one of the biggest factors in his suc- 
cess; yet it seems foolhardy to attempt 
the impossble. In many instances the 
great error is not discovered until it is 
too late. Failure may not overtake the 
‘would-be agent at once, but many un- 
profitable years may elapse and much 
valuable time may be wasted. If a man, 
unfamiliar with our work, could only 
realize and appreciate what a consistent 
training would mean in his power of 
production and his income, he _ surely 
would not stand in his own light, as the 
great majority of new agents do. 


Giving Up Half of the Commission 


It is not, perhaps, so much the idea 
of being taught to which the new agent 
objects as it is the thought of giving up 
half the commission on cases that he 
considers sure. Right here is a delusicn, 
pnd it is a very expensive one. The 
average man could afford to work six 
months or a year without a penny of pay 
of any sort if he is but taught a proper 
way of getting plenty of business. It, 
therefore, appears certain that the gen- 
eral agent should be very careful when 
he makes contracts to have it understood 
tthat tutorship is expected, not for the 
purpose of humiliation or embarrass- 
ment, but entirely for the purpose of 
saving time and money for all parties 
concerned. The new agent should real- 
ize the necessity of proper training and 
be willing, against his own inexperienced 
judgment, to cooperate in carrying out 
a program outlined by one who has suc- 
cessfully traveled the road; for this pro- 
gram should mean to him a saving in 
time, great satisfaction in his work, and 











a sure, successful career. 





MEANS MORE POLICIES 





BENEFIT SEEN IN PROHIBITION 





Bankers Life President Says It Will 
Result in Greater Life Insurance 
Protection 





DES MOINES, IA., Aug. 5—“The 
effect of prohibition on the life insur- 
ance business will be entirely beneficial 
and will result in more life insurance 
protection,” is the opinion of George 
Kuhns, president of the Bankers Life 
and one of the best known life in- 
surance men of the country. 

“Mortality statistics covering a long 
period of years have demonstrated that 
the mortality is much heavier among 
men who have been habitual users of 
intoxicating liquor than men who have 
been occasional drinkers or total ab- 
stainers. It has also been proved by 
statistics that the hard drinkers who 
have reformed as a result of cures or 
otherwise, have always had a high mor- 
tality rate. The result of national pro- 
hibition will be to remove entirely this 
class of life insurance risks and to 
lengthen the average life of the citizens 
of this country. 


Caused Increased Mortality 


“Under conditions as they existed 
before prohibition went into effect, it 
was the practice of most of the life in- 
surance companies not to issue policies 
to men who were regular and habitual 
drinkers. These men were not con- 
sidered good life insurance risks. How- 
ever, life insurance was issued in many 
cases to men who. were moderate 
drinkers, and these men in many cases 
became heavy drinkers. The effect was 
that the total mortality experienced 
was greater as a result of insurance 
being issued on the lives of men who 
used intoxicating liquors in any degree 
whatever, and in some cases, of course, 
it was possible that the men who were 
heavy drinkers were able to secure 
insurance on account of incomplete 
information available to the companies. 


More Can Buy Insurance 


“Moreover there will be a beneficial 
effect on the public at large, as there 
will be a greater number of men who 
will be able to buy life insurance. With 
prohibition in effect. there will, of 
course, be no hard drinkers, and there 
will be more men who will be able to 
protect their families by life insurance 
and thus add to the economic progress 
of the country, because in many cases 
the life insurance will keep families 
together and provide for the educa- 
tion of the children, where without 
life insurance, families would be broken 
up and individual members become 
public charges without a chance for 
the children to secure the education 
necessary for their proper development. 

“The larger insurance companies 
have for many years refused to accept 
life insurance on the lives not only of 
heavy drinkers, but also on the lives 
of those engaged in the liquor busi- 
ness. With the liquor business a thing 
of the past, this will again enlarge the 
prospect field. The result of the pass- 
ing of liquor should be more and bet- 
ter risks in the life insurance business, 


and in the long run, it should mean that. 


people will live longer.” 





American Reinsurance Makes Deposit 

DALLAS, TEX., Aug. 4.—The Amer- 
ican Reinsurance of this city has de- 
posited with the state $100,000 in ap- 
proved securities. The company decided 
to register its policies and deposit its 
reserve with the department of insur- 
ance and banking. The company was 
recently organized here. 





The Manufacturers Life of Toronto 
has lifted the military clause from its 
policy. 
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7 ai = OLD LINE 


CEDAR RAPIDS | 
LIFE INSURANCE CO. 


CB&Robbins, Pres. CBSvoboda, Secy. 
HOME OF FICE 
|}CEDAR RAPIDS. IOWA 











FIRE—TORNADO—AUTOMOBILE 


COMMERCIAL UNION 

Assurance Co., Ltd., of London 
PALATINE 

Insurance Co., Ltd., of London 


COMMERCIAL UNION 
Fire Insurance Co., of New York 


UNION 
Assurance Soc., Ltd., of London 


CALIFORNIA 
Insurance Co., of San Francisco 
WESTERN DEPARTMENT 


N. E. Cor. Clark and Monroe Streets 
hicago 
H. C. EDDY, Resident S y 











WANTED! 


DISTRICT AND SPECIAL 
AGENTS 


both in NORTH DAKOTA and 
SOUTH DAKOTA, by one of 
the most active and progressive Old 
Line companies in the Northwest- 
ern field. Writing business in its 
home state at the rate of $500,000 


per month. 


Men of integrity and ability, 
who wish to stay and build for the 
future, will be given liberal con- 
= directly with the Home Of- 

ce. 


We invite correspondence. 


PROVIDENT INSURANCE 
COMPANY — 


BISMARCK, NORTH DAKOTA 

















THE PEOPLES LIFE 
INSURANCE CO. 


Now convert- 
ing Industrial 
policies to 

j Ordinary. 

E Splendid op- 

4) portunities for 
= good men. 










President 
Home Office Building CHICAGO 
Chicago 





| WITH INDUSTRIAL MEN | 








John Hancock Appointments 


The John Hancock Mutual has opened a 
mew district at Pittsburgh, known as 
Pittsburgh No. 3. Edwin Acker, who has 
been assistant in Pittsburgh No. 1, is 
made superintendent of the new office. 
At the time he was installed as superin- 
tendent, Home Office Inspector Harry L. 
‘Koops was present to represent the com- 
pany. 

F. J. Carr has been appointed superin- 
tendent of the Waterbury, Conn., agency. 
Mr. Carr has been located at the Cam- 
bridge agency, being assistant superin- 
tendent. John H. Baily has been made 
‘superintendent of the South Norwalk dis- 
trict. He has been at the head of the 
Waterbury agency. 

_ John J. Hughes, who has been superin- 
‘tendent of the South Norwalk district is 
made superintendent of the newly cre- 


‘ated Stamford, Ct., agency. 


ok 
Till Made Inspector 


William F. Till of Chicago has been 
appointed home office inspector of the 
John Hancock Mutual. He entered the 
employ of the John Hancock at the old 
Chicago agency Aug. 4, 1903. When the 
Chicago territory was divided into three 
districts he was made a clerk at Chi- 
cago 2, and later was made cashier of 
the district. On May 20, 1907, he was 
made application inspector at Chicago 
2. Later he was made claim adjuster for 
Chicago and filled that office with great 
credit to himself and company. 


_ Seeks to Tax Securities 


INDIANAPOLIS, IND., Aug. 5.—E. G. 
Sourbier, county treasurer here, will 
endeavor to collect taxes on about 
$20,000,000 of securities certain insurance 
companies have on deposit with the state 
insurance department. The companies 
and the amounts are: Pan-American 
Life, $6,314,136, three years taxes due; 
Federal Life, $10,277,777, nine years; 
Continental Casualty, $2,641,750, four- 
teen years; People’s Life, $236,270, eight 
years and Cleveland Life, $510,426. The 
securities include mortgages, real es- 
tate bonds, loans and bank deposits. A 
preliminary hearing, for the companies, 
is set- for Friday at the county treasur- 
er’s office. The discovery of the alleged 
delinquent taxes was made by a tax 
ferret. 

The companies involved have rein- 
sured the business of retired Indiana 
companies. A company which has its 
home office in Indiana is required to 
make a deposit of its reserve with the 
state insurance department and a com- 
pany which reinsures such an Indiana 
company is required to continue keep- 
ing up this reserve. 


Ruling on Double Indemnity 


TOPEKA, KAN., Aug. 5—Life insurance 
companies which write a double indem- 
nity policy for death from accidental 
means will not be permitted by the Kans- 
as department to pro rate the claim be- 
cause of a change in occupation of the 
insured. This can be done by accident 
and health companies and will be per- 
mitted the life companies when they 
write separate contracts for accident and 
life. But when the double indemnity 
is a part of the life contract there can 
be no pro rating of the loss. 

The department holds that the policy- 
holder bought life insurance and while 
he paid an extra premium for the double 
indemnity clause it is so interwoven with 
the life insurance that there can be no 
separation except by distinctly different 
ecntracts. 


Volney P. Hart, veteran life insurance 
man of Seattle, died at a hospital in that 
city following a long illness. He was 63 
years old. For many years he was man- 
ager for the New York Life at Seattle. 
Later he joined the Pacific Mutual Life, 
and for the past ten years had been with 
the Northern Life of Seattle. 


Mr. Meant-to has a comrade 
And his name is Didn’t-do— 
Have you ever chanced to meet them? 
Did they ever call on you? 
These two fellows work together 
In the house of Never-win, 
And I’m told it’s haunted—haunted 
By the ghost of Might-have-been. 











—Texas Star. 
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Announces New Policy Forms 
INCORPORATING: 


Increased Total Disability Benefits 
Double Indemnity Benefits 













Other Increased Benefits and Privileges 
Low Net Cost and Best Service to Policyholders 


For Agency Connections, Address HOME OFFICE, DES MOINES 
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“THE WEST COAST LIFE” 


Offers splendid opportunities in the West in a live é, 
organization that last year produced over Twelve 
Million Dollars in applications for new insurance. 
Ask for the current copy of THE PIONEER. 


WEST COAST SAN FRANCISCO LIFE INSURANCE COMPANY 


376 Pine Street SAN FRANCISCO 
















The Midland Mutual Life Insurance Company 


COLUMBUS, OHIO 


An OHIO Company, writing policies on OHIO people and keeping OHIO 
money in OHIO for the development of OHIO industries 
Admitted Assets....................... .20+--$ 3,286,468.00 
insurance in Force.................... ..4.- 26,191,875.00 
Surplus to Policyholders...... ........ 383,467.00 


New Continuous ay Income Policies 
Splendid opportunities for AGENTS in many sections of Ohio We solicit inquiries from respeusible parties. 


Dr. W. O. THOMPSON G. W. STEINMAN 


President Secretary 








Combination Accident and Health Policy 
$6,000.00-12,000.00—$25.00 per week 


$24.00 a Year 


Membership 74,296 Claims Paid $1,715,549.36 


Unusual Agency Opportunities at present in 
Wisconsin, Minnesota, Indiana and lowa 


Our Leading Salesman in 1918 made more than $9,000.00 


BUSINESS MEN’S ACCIDENT ASSOCIATION 

















W. T. GRANT, Secretary KANSAS CITY, MO. 
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Central States 


Life Insurance Company 
St. Louis, Mo. 





Insurance in force - ° 


$40,000,000.00 | 





JAMES A. McVOY 


Vice-President and General Manager 


The Reinsurance Life Company 
of America 


Des Moines, Iowa 











The first strictly American Company in the field doing an exclusive 
Life Reinsurance business. 


REINSURANCE ONLY 


Correspondence Solicited 


H. B. HAWLEY, President F. D. HARSH, Secretary 











The Agents of the 


New England Mutual Life Insurance Company, 


After another Year of Splendid Success, 





Face the New Responsibilities resulting from the War, 
with the Determination to give that 


Generous Service which is making Life Insurance 


A Universal Necessity 























Once an 
Illinois Life 
Man 
Always an 
Illinois Life 
Man 


iv Sax iat py ole 
WANS GOOD MEN . 1O9G MEN 
ANDO AND 
WILL PAY TREM WELL PAY THEM WELL) 


GREATEST 


ILLINOIS 


ILLINOIS 


COMPANY COMPANY 











SHY AT “LIQUOR RISKS”' 
NOT CONSIDERED DESIRABLE 


Life Companies Inclined to Put Them 
on Probation If They Are 
Written at All 


The advent of prohibition has so 
far made little change in the attitude 
of the life companies toward the so- 
called “liquor risks.” The general view 
in regard to the men who were form- 
erly engaged in the liquor business is 
that they must in any event go through 
a period of probation before they will 
be regarded as desirable risks, if they 
are to be accepted at all. It is also 
considered that the man who formerly 
drank to excess can not be regarded as 
having been put into the desirable class 
at once and that the position of the 
companies will be determined largely 
by their future experience along that 
line. 

With regard to the Penn Mutual’s 
attitude on acceptance of liquor risks, 
J. Burnett Gibb, actuary, says it has 
not as yet decided to make any change 
in its present modes of acceptances. 

“Even if absolute prohibition be- 
comes effective,” he adds, “there will 
undoubtedly be large numbers of ap- 
plicants who will not be acceptable as 
first ciass risks through having in- 
dulged excessively for a considerable 
period of time, thereby having reduced 
their prospects of longevity.” 


Divided Into Two Classes 


The Cleveland Life divides “liquor 
risks” into two classes: First, those 
engaged in the liquor business, and 
second, those addicted to the excessive 
use of liquor. Its reply to an inquiry 
regarding its attitude toward such 
risks says: 

“When an application is received 
from a man formerly engaged in the 
liquor industry, but at the time of ap- 
plication not so engaged on account 
of prohibition law then we defer the 
acceptance of the application until the 
man is engaged in some industry and 
when he is so engaged we regard him 
for insurance purposes the same as 
another man similarly engaged. We 
have adopted a new occupation class. 
‘Employe of soft drink emporium’—a 
class whi,h is rated according to our 
table A, which is a table used for oc- 
cupations considered only _ slightly 
prejudicial to longevity. 

“With regard to those who formerly 
drank to excess, but who now reside in 
‘dry’ territory, we are somewhat more 
liberal than heretofore; for example, 
if a man drank to excess up to say two 
or three years ago and has abstained 
since then we would reject his appli- 
cation if he lived in a ‘wet’ territory, 
whereas we would accept his applica- 
tion if he lived in a ‘dry’ territory. On 
the other hand, a man who drank to 
excess up to the time the prohibition 
law became effective -we would reject 
even though he resided in ‘dry’ terri- 
tory.” 

Not Standard as Yet 


The position of the Fidelity Mutual 
Life is outlined as follows by E. W. 
Marshall, assistant actuary: 

“In regard to our treatment of liquor 
risks now that the country has gone 
dry, we do not consider such risks as 
standard as yet. If, after about a year 
from the present time, such risks show 
that they have engaged presumably 
permanently in a desirable occupation, 
and that they are perferred risks, we 
would then be glad to issue them 
standard policies.” 

President N. Z. Snell of the Midwest 
Life is disposed to keep up the bars 
against former liquor dealers, even un- 
der prohibition. He says: 

“We certainly will not write a man 
a standard policy who has been in the 
liquor business, even after prohibition 





becomes effective. Just how we will 
handle these cases has not yet been 
fully determined. In some instances, I 
apprehend we never will write such a 
person a standard policy. Each case 
will be considered rather largely on 
its own merits.” 


Favor Probation Rule 


The “probation” rule is to be enforced 
by the Equitable Life of Iowa, accord- 
ing to Robertson G. Hunter, second 
vice-president and actuary. 

“As far as our attitude on liquor 
risks is concerned,” he says, “we would 
say that it has been the practice of the 
company not to issue policies to any 
man connected with the manufacture 
or sale of liquor in any shape. When 
national prohibition goes into effect, 
it will be the general rule of the com- 
pany not to accept former liquor risks 
until they have been on probation for 
a certain length of time.” 


“No Dry Territory Yet” 


C. E. Herfurth, actuary of the Mon- 
tana Life, says that company’s attitude 
will probably be toward favorable con- 
sideration of moderate drinkers formerly 
connected with the liquor industry, but 
thinks that in the case of heavy drinkers 
and in view of the widespread absence 
of any real prohibition as regards drink- 
ing, there will continue to be a heavy 
rate of declination. 

“We undertook to be more liberal in 
dry territory,” he says, “but came to the 
conclusion that as regards. previous 
heavy, steady drinkers, there is not as 
yet any dry territory. Personally I be- 
lieve that a probation period of at least 
five years would be advisable, partic- 
ularly in order to discover what habit 
will replace that of drinking.” 

A. J. Hann, actuary of Pacific Mutual, 
says: “We will treat the liquor risks ex- 
actly on the same basis now that prohi- 
bition is in effect, as we have heretofore; 
that is, we have never considered them as 
being good risks. While the fact that 
the applicant can no longer obtain liquor 
will probably have some bearing on the 
case, the fact that he has already been 
in the habit of drinking to excess is con- 
sidered by us as detrimental to his health 
and will probably affect him for a num- 
ber of years after he ceases further 
drinking.” 


The Midland has made no change so 


‘far but will continue to treat such risks 


as it has in the past—this is, to limit 
them to 15-year endowment policies. 





AMERICAN NATIONAL MEETING 





Agents of Texas Company Gather at 
Home Office in Galveston for 
Annual Muster 





Agents of the American National 
Life of Texas met at the home office of 
the company in Galveston last week for 
the fourteenth annual convention. The 
convention was opened with a general 
meeting of all representatives of the 
company. The afternoon of the first 
day was devoted to a meeting of indus- 
trial business getters. The Anico Club 
of the ordinary department held a rous- 
ing meeting. This organization is com- 
posed of the company’s leaders in the 
ordinary department. The annual sea 
food banquet was held on the evening 
of the first day at John’s Oyster Farm. 

On the last day of the meeting there 
was a general informal gathering at 
which those in attendance were given 
an opportunity to view the home office 
equipment, and a chance to see from 
the roof of the building, the tallest in 
Galveston, the whole city, including the 
miles of wharf front, harbor, Galveston 
Bay and the wide expanse of ocean vis- 
ible from the roof. 





Life Notes 


Nelson L. Shultit becomes agency man- 
ager for the Fidelity Mutual Life in Ne- 
braska, making his headquarters at 
Omaha. 

F. Windsor Hubbell, treasurer of the 
Fquitable Life of Iowa, has been made 
adjutant of Argonne Post of the Amer- 
ican Legion, just formed in Des Moines. 

Ww. A. R. Bruehl and W. A. R. Bruehl., 
Jr., of the Cincinnati general agency of 
the Home Life, with their families, are 
enjoying six weeks of lake breezes at 
Petosky, Mich. They are expected to re- 
turn to Cincinnati about September 1. 
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. “THE COMPANY OF CO-OPERATION” 


DES MOINES 
LIFE AND 
ANNUITY 


COMPANY 


We will insure the whole family! 
Any plan, any age, either sex! 


This is a service our men 
appreciate these days. 


If it appeals to you, write 


HOME OFFICE 


DES MOINES (R-T Bidg.) IOWA 
TERRITORY 
IOWA SOUTH DAKOTA 














A Penn Mutual Premium, less a Penn Mu- 
tual Dividend, purchasing a Penn Mutual 
Policy, containing Penn Mutual Values, 
makes an Insurance Proposition which in the 
sum of all its Benefits, is unsurpassed for net 
low cost and care of interest of all members. 


The Penn Mutual 
Life Insurance Company 


of Philadelphia | 


On January 1, 1909, Rates Were Reduced 
and Values Increased to Full 3% Reserve. 

















ACTUARIES 
|) yoeeeres F. CAMPBELL 


CONSULTING 
ACTUARY 





76 West Monroe Street 
Telephone Randolph 018 


CHICAGO, ILL. 
| a J. HAIGHT 


CONSULTING 
ACTUAR 


811-812-813 Hume-Mansur Bldg. 


INDIANAPOLIS 


ULIAN C. HARVEY 
Consulting Actuary 


Chemical Building ST. LOUIS, MO 


T J. McCOMB 


COUNSELOR AT LAW 
CONSULTING ACTUARY 


Premiums, Reserves, Surrender hearyan etc., calet: 
jated. Valuations and Examinations mad a 
Policies and all life Insurance aed 
The Law of Insurance a S; 


Colcord Bidg. 
OKLAHOMA CITY 


J H. NITCHIE 
® ACTUARY 


Telephone 1223 Assuctation Buildin 
Central 3462 19 S. LaSalle St., CHICA: 


ARRIS E. VINEBERG 


Fellow Actuarial Society of America 
Fellow American Institute of Actuaries 


CONSULTING ACTUARY AND EXAMINER 
Room 1487 First National Bank Building 
CHICAGO 




















FPREDERIC S.WITHINGTON,F.A.LA 
CONSULTING ACTUARY AND EXAMINER 


804-806 Security Building 
DES MOINES, IOWA 








Digest af Illinois 
Inheritance Tax Law 














Henry R. Corbett of Chicago, who 
has had considerable experience as 
actuary for bank, pension funds, com- 
panies and policyholders, has compiled 
a brief digest of the new Illinois in- 
heritance tax law effective July 1. Mr. 
Corbett’s tables set forth very clearly 
the manner in which the law applies, 
showing the four new classifications. 
The table with explanation is shown 
below: 


Levied upon the inheritance—not upon 
the estate. This tax is levied upon each 
share of inheritance separately; not upon 
the estate as a whole. 

Deductions: Before computing the net 
shares, make all deductions prescribed by 
law (probate expenses, debts, etc.). The 
Federal Estate Tax is deducted, the same 
as other liabilities of the estate. 

For intermediate amounts: For de- 
termining the total tax on intermediate 
amounts not shown in the table, observe 
the following rule: 

Rule: To the tax on the next smaller 
amount shown in the table, add the 
tax on the excess over that amount, at 
the next higher rate (given on the next 
line below). 

Note: If the decedent has property in 
one state, and resides in another state, 
inheritance taxes might be levied in both 
states. 

Class One 


Parent, Husband, Wife, Child. Includ- 
ing-also grandparent, adopted child, mu- 
tually acknowledged child and husband 
or wife of son or daughter. 


Share or Total 

Inheritance Tax 
First $20,000 exempt....$ 20,000 wag 
Next $50,000 at 1%..... 70,000 500 


Next $100,000 at 2%.... 
Next $100,000 at 3%.... 
Next $250,000 at 5% . 520, 000 
Balance at 7% 


17,500 


Class Two 
Brother or Sister: 
First $10,000 exempt... «eas 
Next $50,000 at 1%..... 60,000 500 
Next $100,000 at 2%.... 160,000 2,500 
Next $100,000 at 3%.... 260,000 5,500 
Next $250,000 at 5%.... 510,000 17,800 
Balance at 7% 
Class Three 
Unele, Aunt, Niece, Nephew: and their 
descendants: 
First $500 Exempt 
Next $20,000 at 3%..... $ 20,000 $ 500 
Next $50,000 at 4%.... 70,500 2,600 
Next $100,000 at 6%.... 170,500 8,600 
Balance at 8% 


-$ 10,000 


Class Four 


All other cases: (Except Illinois 
Charities, etc., not taxed). 
First $100 exempt 
Next $20,000 at 5%..... $ 20,100 $ 1,000 
Next $30,000 at 6%..... 50,100 2,800 
Next $50,000 at 8%..... 100,100 6,800 
Next $50,000 at 10%.... 150,100 11,800 
Next $100,000 at 12%... 250,100 23,800 


Balance at 15% 


Gibbon Showing Increase 


A. W. Gibbon, who since last April 
has been Chicago general agent of the 
Manufacturers Life of Canada, reports 
a steady increase in business. The 
Manufacturers Life opened its Chicago 
office about a year ago, but has not, un- 
til now, made an aggressive campaign 
for business. Before going with the 
Manufacturers Life, Mr. Gibbon was for 
two years with the Chicago office of the 
Canada Life, prior to which he was with 
the Chicago general agency of the 
United States Life. 





“The only legitimate competition today 
among life insurance companies resting 
on sound foundations and prudently 
conducted is that which is based upon 
service. The company which, through 
-efficient and conscientious representa- 
tives, offers the best service, wins.” 


Lire insurance is a love message sent 
back from beyond the grave by the man 











HE Farmers National Life In- 


surance Company of America 
has openings for general and local 


agents in Iowa. 


Address the 


company, Farmers National Life 


Building, Chicago, Illinois. 














The Masonic Mutual Life Association 


Of the District of Columbia 
Chartered by Special Act of Congress, March 3, 1869 
The Security of the Old Line 
The Economy of the Fraternal 
Select work, with big returns to high class representatives. For terms 


ani territory, write to 


WM. MONTGOMERY, President and Gen. Mgr. 


New Masonic Temple 


Washington, D. C. 











Frans Nelson, President | 






. J. Uehling, Secretary 


The “Giant of the West’? 











Southland Life Insurance Co. 


DALLAS, TEXAS 


The Progressive Company of the South 


HARRY L. SEAY, President 








different policies in each department. 


will get behind a producing General Agent. 


I, A. MORRISSETT, 


The Gem City Life Insurance Co. 


We write all forms of up to date life and accident policies, issuing more than twenty 


We are looking for a responsible man for 


TOLEDO, OHIO 


We have over two hundred life policies in force in Lucas County. The Company 


If you believe you are the right man, write. 


Dayton, Ohio 
Vice-Pres. and Gen’l Mgr. 








MASONIC TEMPLE 


MASONIC LIFE ASSOCIATION 


(Commenced Business 1872) 
SOUND PROTECTION AT COST 
Accumulated Surplus Over $400,000.00 
To Free and Accepted Masons Only 
Over $9,000,000.00 Paid in Benefits 
Agents Wanted. Liberal Terms. Exclusive Territory. For Agency or Membership, Address 
NELSON O. TIFFANY, President and Manager 
MASONIC TEMPLE, BUFPALO, N. Y. 


BUFFALO, NEW YORE 











who cares. 








EXCELLENT OPPORTUNITY for Reliable, Energetic men to 
represent us in the states of Illinois and Missouri with direct 
Home Office contracts. 


Liberal policies. 


CAPITOL LIFE INSURANCE COMPANY OF COLORADO 


THOS. F. DALY; President 
DENVER, COLORADO 
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“‘The Oldest Company in America” 


Issued its first Policy in 1843 


Three leadership achievements of the Mutual Life:—The 
American Experience Table of Mortality, the cornerstone of 
modern life insurance. The “contribution plan” of surplus dis- 
tribution, used almost universally by American companies. The 
Continuous Instalment policy, the basic form of all Life Income 
contracts. 


“Mutual Life’? —known in every household. Unexcelled 
policies and service, notable financial strength, co-operation with 
agencies. Life Insurance at its best!—the Agent’s desire and ideal. 


For terms to producing Agents address 


The Mutual Life Insurance Company 
of New York 


34 Nassau Street, New York City 
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General and Local Agents 


Contracts With Very Attractive 
Perpetual Renewals 














We Can Use a Field Superintendent—Salary, Expenses 


and Over-Writing Commissions 








Write, Giving References. TERRITORY: Indiana | 








Gary National Life Insurance Company 
Gary Theatre Building 


Gary, Indiana 
WILBUR WYNANT, President ‘| 

















* 








; 
Stock Salesmen Attention! 


THE GARY NATIONAL ASSOCIATES 
COMPANY 


FINANCED THE 


GARY NATIONAL LIFE INSURANCE 
COMPANY 


We are doing a Mortgage Loan, Mortgage Loan and 
Investment business. 


We have $250,000 6% Participating Preferred Stock to sell. 




















Can use a few high-grade stock salesmen who can 
furnish references. 





ADDRESS OR CALL: 
GARY NATIONAL ASSOCIATES COMPANY 
Gary Theatre Building GARY, INDIANA 
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COMPANIES IN TEXAS 





OPPORTUNITIES FOR OTHERS 





Stage Set For Eastern Companies to 
Go in and Line Up 
Big Business 





AUSTIN, TEX., Aug. 5—A number 
of strong personal producers in Texas 
have recently expressed themselves as 
being desirous of securing the repre- 
sentation of some strong, eastern, life 
company. In various parts of the state 
there are to be found at the present 
time good life men who seem to feel 
that they might have a selling advan- 
tage if they could secure the agency of 
a New England company or one of the 
so-called giants. 

They submit that if the big eastern 
companies are ever to come back into 
Texas, they will never find a more ad- 
vantageous time. The state was never 
so prosperous. The discovery of oil 
a few years ago has increased bank 
clearings 50 to 75 percent, and the 
entire state is in excellent shape finan- 
cially. Moreover, it is argued that there 
is little or no possibility of repealing 
any of the existing legislations un- 
favorable to life companies not domo- 
ciled in Texas. In other words, out- 
side companies can go into Texas now 
and reap a harvest while if they wait 
a few years to enter, selling condi- 
tions may not be so favorable. All 
of the middle western companies op- 
erating in Texas are doing a land office 
business. The Texas companies are 
showing unequalled gains. <A _ study 
of the outside companies now operat- 
ing in Texas is interesting. The list 
follows: 

Aetna, Atlas of Tulsa, American Cen- 
tral, Bankers of Iowa, Bankers Reserve, 
,Capitol of Denver, Century of Indianapo- 
lis, Central Life of Iowa, Commonwealth 
\of Nebraska, Federal Life of Chicago, 
Great Republic Life, Kansas City Life, 
National Life of Vermont, Pacific Mutual, 
Provident Life & Accident, Reliance Life, 
State Life of Indianapolis and the Union 
Central. 





Meeting Obstacles 


Every salesman has his own 
peculiar obstacles to meet in the 
selling of life insurance. 

The obstacle may be his own 
temperament—he may become 
easily discouraged— 

It may be his environment— 
his eyes may be so barnacled 
with local color that he cannot 
rise above the mediocre— 

It may be a disinclination to 
really get down to his job with 
all that there is in him and thus 
make a success of it— 

It may be his lack of knowl- 
edge about the fundamentals of 
the life insurance business— 

It may be a lack of knowledge 
of salesmanship— 

It may be that some other com- 
panies are more strongly en- 
trenched in his community and 
he is a bit afraid of them. 

But—whatever the obstacle 
may be, the first fundamental of 
a successful career is to learn to 
overcome obstacles and when a 
sapling lies across your path in- 
stead of detouring—stoop and 
pick it up and make a staff of it 
as you journey down the road- 
way of life. 

Overcoming obstacles is one of 
the most fascinating games in the 
world—it beats chess—baseball 
or poker to a whisper—and the 
playing of the game in red- 
blooded fashion forms a success- 
ful salesman.—W. E. Bilheimer. 





























WANTED 
Field Supervisor 


A wonderful oppor- 
tunity with a giant 
company in the 
Cleveland district. 
Liberal salary, travel- 
ing expenses, also 
commissions on per- 
sonal business. 

Mail experience and refcrence to 


Box A, 314 Hippodrome 
Building, Cleveland, Ohio 

















GOne-fourth of our 
new insurance, first 
quarter of 1919, 
was taken by Wis- 
consin people al- 
ready insured in this 
Company. 
Gaxdianfite 


IN WISCONSIN ONLY 


C. L. MILLER 


Director of Sales 
MADISON, WIS. 
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19,712 LEADS 


were distributed ameng Fidelity field men in 1918— 
the result of our direct mail advertising, This is agency 
co-operation on a vast scale and explains why we are 


writing more business than at any time in our hi 


The Fidelity tes in 40 states. Full levei net 
premium por dng ve Faithfully serving insurers 


since 1878. Insurance in force ever $150,000,000. 


A FEW AGENCY OPENINGS FOR THE RIGHT MEN 


THE FIDELITY MUTUAL LIFE 


INSURANCE COMPANY, PHILADELPHIA 


Walter LeMar Talbot, President 
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IULSAUNLAL 


“FEDERAL UNION LIFE 


Insurance Company 
Cincinnati, Ohio 
has just issued a very interesting booklet 


“Suggestions for Increasing 


Your Income’’ 


and would be pleased to send a copy to every 


Life, Fire and Accident Agent in 


Ohio, Illinois and Kentucky 





















ALWAYS A PLACE FOR 
DEPENDABLE AGENTS 


Those who can not only write applications 
but deliver policies, and are energetic in their 
methods. Good positions are ready for such 


men. 


Union Mutual Life Insurance 


Company 


Arthur L. Bates, President, Portland, Maine 


Address ALBERT E. AWDE 
Supt. of Agencies, 


7 W. Madison St. Chicago, Ill. 
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SOME OF THE INNOVATIONS INTRODUCED BY THE EQUITABLE DURING ITS 


Sixty Years of Public Service 


Shortening, Simplifying and Liberalizing the — Free Health Examinations for Policyholders 
Contract a 
Pr mcicorel A Home Purchase Policy 
Immediate Payment of Death Claims —eontanennetine 
—_—_——— A Refund Annuity Guaranteeing Return of Entire 
Incontestability After First Policy Year Principal 
Group Insurance for Employees An Income Bond to Provide for Old Age 
A Corporate Policy to Protect Business Interests New and Improved Forms of Accident and Health Policies, 
——_—_—— thus completing the circle of protection against 
A Convertible Policy Adaptable to Altered Circumstances the hazards of Life, Accident and Disease. 


THE EQUITABLE 


LIFE ASSURANCE SOCIETY OF THE UNITED STATES 


W. A. DAY, President 


120 BROADWAY - NEW YORK 




















The Close of the Day’s Work 


y= you begin to figure up your earnings and All this and more we constantly strive to give our 
recall the several reasons for failures during the agents. This coupled with good policy contracts 


past year, you then more than any other time keenly and liberal commissions, is an incentive which should 
realize the importance of a helpful constructive home interest any ambitious agent who wishes to make 
office service that trains you to overcome such failures. the most of his salesmanship efforts. 

One of the vital elements which makes your day 

profitable is a harmonious working arrangement with We would like to hear from several 

home office officials and a ‘direct cooperative spirit good men for important field positions 


generously given.! 


Inter-Southern Life Insurance Company 


JAMES R. DUFFIN, President LOUISVILLE, KENTUCKY 























MR. SUCCESSFUL LIFE INSURANCE AGENT W7OQRTH KNOWING 


$5,008 policy 


FIRST, that in case of death from any cause, $5,000, the face of the be paid. 
SECOND, that in case of death from any Rg EA che face of the Policy, will be pad 
FOUR Sihat in ot, teat? dtecbility es = reeult of accidental sceldentsl injury ule Company ‘will pay bp ehh a Fy gy of $9 PER WEEK 
*, case a rate 
euch disability, but not ta exceed 52 weeks, after which the weekly indemnity will be at rate of t the period of disability. Can insurance 3 
And WHY should any man be satisfied with a policy that would do less? me @ MORE 


General Agents wanted in the following states: Pennsylvania, Delaware, Kansas, Mich igan, Ohio and the District of Celumbia. Address: 


UNITED LIFE AND ACCIDENT INSURANCE COQ. = Home Office, United Life Bldg., Concord, New Hampshire 
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A-FARM- MORTGAGE] 


BEHIND 


EVERY: POLICY 


Why Our Agents 
Succeed Rapidly—12 Reasons 


1—We Insure Both MEN and WOMEN on equal terms. Women are important factors in 
business today. 

2—We Sell both PARTICIPATING and NON-PARTICIPATING Policies—A Big Ad- 
vantage in meeting competition. 

3—WE INSURE TOTAL ABSTAINERS AT REDUCED RATES—How many Total 
Abstainers could you Insure if you could offer this advantage? How much would it 
help your organization? 

4—WE GIVE SERVICE TO AGENTS—Every man is given assistance and instruction 


until he is a success—Every man must make good—He is our partner—His Success is 
our Success. 


5—OUR OWN MEN GET ALL OUR GOOD POSITIONS. 
All promotions are made from the ranks of our own agents—Each man has an opportu- 
nity with us—Something to work for all the time. 

6—WE SELL SPECIAL POLICIES which are up to the minute, giving the agent the ad- 
vantage of the “Best Sellers” in the Insurance Market. Every Policy the best we can 
make it. Special Policies for Total Abstainers. 

7—WE GUARANTEE TO SAVE 4 PREMIUMS on a 20 Pay Policy and give dividends 


besides—This Policy is our G. P. A—It is our best seller—FOURTEEN MILLION 
OF IT IN FORCE. 


8—WE SELL THE BEST INCOME POLICIES we can make on both Participating and 


Non-Participating plans. A check from beyond the grave is Daddy’s monthly contribu- 
tion to the family. 


9—WE GIVE SERVICE TO POLICYHOLDERS—When the policy is placed our Service 
has just begun. Death Claims are allowed within 30 minutes after proofs received at 


Home Office and check immediately issued. No delay—No red tape. This Service 
makes our agents popular. 


10—WE HAVE A FARM MORTGAGE BEHIND EVERY POLICY. No Investments 
are made in any other Securities (except Liberty Bonds)—Rate of Interest 6.2%. 
11—WE ARE DEVELOPING NEW TERRITORY and making new op- 


portunities for our agents—-WE MAKE THE CHANCE FOR YOU 
TO MAKE GOOD. 


12—We offer to good clean men a LIFETIME CONTRACT direct with 


the Company, giving full advantage of all there is in the business and 
in the best territory in the world. 


To Good Clean Men We Offer Success— 
May We Prove Our Offer? 


PEORIA LIFEConpan: 


PEORIA , ILLINOIS 











